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LOSS EXECUTIVES SEEK 10 
CURTAIL LOSSES GROWING 
OUT OF CIGARETTE BURNS 


Now Gathering Data to Form Basis 
for Proposals of Constructive 
Limitation 


DWELLING LOSSES INCREASE 


Less Care to Remove Hazards and 
Greater Moral Risk Reflected 
in the Burning Ratio 








Fire company loss executives are giv- 
ing close attention this year to the grow- 
ing problem of cigarette claims. These 
losses, while generally small individual- 
ly, constitute a heavy drain upon the pre- 
mium income derived from low-rated 
dwelling house and household contents 
At the present time loss de- 
partment heads of many companies in 
the East are gathering statistical infor- 
mation on these claims, dividing them 
into losses between $1 and $50, between 
$50 and $100 and between $100 and $250. 
When sufficient data is available it is 
probable that some proposals will be 
made to the Eastern Underwriters As- 
sociation to take action on curbing such 
losses. 

Companies, which are accustomed to 
derive a major part of their premium in- 
come from dwelling house risks are re- 
porting that this class of business ex- 
perienced an abnormally high loss ratio 


in 1931 and to date in 1932. Ordinarily 
dwelling house and household contents 
coverage are two classes of business 
rated as preferred. Over a long period 
Ot years these risks have returned a 
handsome profit but as the present eco- 
nomic reaction has become intensified 
their loss ratios have shown a. corre- 
spondingly sharp increase. 


policies. 


Three Reasons for More Losses 


Broadly speaking three principal rea- 
sons may be cited for the unwelcome 
gain in dwelling house losses. In the 
first place the greatly increased market 
tor cigarettes, due to the smoking of 
women and likewise to the intensive ad- 
verusing of cigarette manufacturers, has 
extended the fire hazard without taking 
into consideration any element of moral 
hazard. Not many years ago the smok- 
ing hazard was limited and in the rating 
of homes and household contents it 
played a minor role. Today the situation 
has changed entirely and many fire in- 
Surance men say that either the minor 
smoking losses must be eliminated or 
surance rates increased accordingly. 

\nother factor tending to bring on 
more dwelling house fires is a lessening 
Of care taken to reduce and eliminate 
fire hazards. During the more prosper- 


ous times home owners spent money for 
Precautions against fire which are not 
Or cannot be taken when incomes are 
In the final analysis this type 
economy may be false as all insurance 


(Continued on Page 32) 
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“GEE, | WISH -- !” 


This little story was told by one of our General 
Agents in his bulletin: 





The prospect was twenty-one years of age. I was talking 


to him about an Endowment at sixty-five. His father, sixty- 


three years of age, came in, sat down and listened. 


The boy signed the application. 


Then the father said, “I have just lost my job,” and, 
with a wistful look in his eyes, turned to his boy, with, “Gee, 
I wish I had one of those!—what you're going to have when 


you are sixty-five.” 


In many a day we haven’t seen a stronger self- 
pensioning motivation story. The number of men 
in their sixties who sadly, desperately “wish” is 
very great. The Retirement Income is a sure pre- 
ventive, and, in this unsettled period, it has become 
very popular. One of the most valuable life in- 
surance services to our people. 





THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Independence Square PHILADELPHIA 

















— 


NEW FEDERAL REVENUE BILL 
WILL DOUBLE LIFE COMPANIES 
INCOME TAX, EXPERTS SAY 


Lowering Reserves Deduction and 


Higher Tax Rate Gives That 
Result 


PROCEEDS NOT AFFECTED 


Why Reserves Deduction of 312% 
Instead of 4% Makes Big Co. 
Tax Increase 





Insurance tax experts who have ex- 
amined the preliminary text of the Fed- 
eral Revenue bill reported favorably to 
the House on Monday by the Ways and 
Means Committee are of the opinion 
that the effect will be approximately to 
double the Federal income tax on life 
insurance companies. This is the result, 
it is pointed out, of two amendments to 
the old Revenue Act. 
Two Important Amendments 

The rate of tax upon the net income 
of all insurance companies has been 
raised from 12% to 13%. But the main 
factor in affecting the tax upon the life 
companies occurs in the section defining 
“net income.” In the old law life com- 
panies were permitted, in calculating net 
income, several deductions one of the 
most important being 4% on the mean 
reserves. In the present bill that deduc- 
tion is reduced to 34%. This change 
coupled with the increased rate of tax 
will, it is figured, about double the Fed- 
eral income tax for the life companies. 

The percent on resetve funds deduc- 
tion in the tax law is in recognition of 
the necessity to protect from taxation 
the amount of interest carned necessary 
to the maintenance of the reserves. The 
rate of interest in use in connection with 
reserve funds varies from 3% to 4% as 
between companies and classes of poli- 
cies although the rate in most general 
use for current policies is 34%. It will 
be readily seen that the 4% by which 
the reserve deduction is lowered will 
have the effect of including in net in- 
come subject to tax that much more of 
the income received on reserve funds 
which are required by insurance laws to 
be held for the protection of policy- 
holders. 

Proceeds Not Affected 

The new bill reenacts the provisions 
of the old law carrying exemption of? 
proceeds from tax so there is no change 
with reference to insurance proceeds in 
the bill as reported out of the Ways and 
Means Committee. 

Text of Proposed Changes 

The text of the revenue bill (which is 
known as HR10236 and contains 297 
printed pages) carrying the change in 
the reserve funds deduction follows, the 
new matter being in italics and the elim- 
inated matter in brackets: 


Sec. 203. Net Income of Life Insurance 
Companies. 

(a) General Rule—In the case of a 
life insurance company the term “net in- 
come” means the gross income less— 

(1) Tax-Free Interest—The amount 

(Continued on Page 16) 
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LOSS EXECUTIVES SEEK 10 
CURTAIL LOSSES GROWING 
OUT OF CIGARETTE BURNS 


Now Gathering Data to Form Basis 
for Proposals of Constructive 
Limitation 
DWELLING LOSSES INCREASE 


Less Care to Remove Hazards and 
Greater Moral Risk Reflected 
in the Burning Ratio 








Fire company loss executives are giv- 
ing close attention this year to the grow- 
ing problem of cigarette claims. These 
losses, while generally small individual- 
ly, constitute a heavy drain upon the pre- 
mium income derived from low-rated 
dwelling house and household contents 
policies. At the present time loss de- 
partment heads of many companies in 
the East are gathering statistical infor- 
these claims, dividing them 
into losses between $1 and $50, between 
$50 and $100 and between $100 and $250. 
When sufficient data is available it is 
probable that some proposals will be 
made to the Eastern Underwriters As- 
sociation to take action on curbing such 
losses. 


mation on 


Companies, which are accustomed to 
derive a major part of their premium in- 
come from dwelling house risks are re- 
porting that this class of business ex- 
perienced an abnormally high loss ratio 


in 1931 and to date in 1932. Ordinarily 
dwelling house and household contents 
coverage are two classes of business 
rated as preferred. Over a long period 
ot years these risks have returned a 
handsome profit but as the present eco- 
nomic reaction has become intensified 
their loss ratios have shown a. corre- 
spondingly sharp increase. 


Three Reasons for More Losses 


vadly speaking three principal rea- 
sons may be cited for the unwelcome 
gain in dwelling house losses. In the 
ra St place the greatly increased market 
cigarettes, due to the smoking of 
Ww omen and likewise to the intensive ad- 
vertising of cigarette manufacturers, has 
extended the fire hazard without taking 
into consideration any element of moral 
hazard. Not many years ago the smok- 
ing hazard was limited and in the rating 
of homes and household contents it 
Dlayed a minor role. Today the situation 
has changed entirely and many fire in- 
Surance men say that either the minor 
smoking losses must be eliminated or 
insurance rates increased accordingly. 
\nother factor tending to bring on 
more dwelling house fires is a lessening 
of care taken to reduce and eliminate 
fire hazards. During the more prosper- 
ous times home owners spent money for 
Precautions against fire which are not 
Or cannot be taken when incomes are 
lowered. In the final analysis this type 


of economy may be false as all insurance 
(Continued on Page 32) 
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“GEE, | WISH -- !” 


This little story was told by one of our General 
Agents in his bulletin: 





The prospect was twenty-one years of age. I was talking 


to him about an Endowment at sixty-five. His father, sixty- 


three years of age, came in, sat down and listened. 


The boy signed the application. 
Then the father said, 


with a wistful look in his eyes, turned to his boy, with, “Gee, 


“I have just lost my job,” and, 
I wish I had one of those!—what you're going to have when 


you are sixty-five.” 


In many a day we haven’t seen a stronger self- 
pensioning motivation story. The number of men 
in their sixties who sadly, desperately “wish” 
very great. The Retirement Income is a sure pre- 
ventive, and, in this unsettled period, it has become 
very popular. One of the most valuable life in- 
surance services to our people. 





THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square PHILADELPHIA 























NEW FEDERAL REVENUE BILL 
WILL DOUBLE LIFE COMPANIES 
INCOME TAX, EXPERTS SAY 


Lowering Reserves Deduction and 


Higher Tax Rate Gives That 
Result 


PROCEEDS NOT AFFECTED 
Why Reserves Deduction of 342% 


Instead of 4% Makes Big Co. 
Tax Increase 





who have ex- 
amined the preliminary text of the Fed- 
eral Revenue bill reported favorably to 
the House on Monday by the Ways and 
Means Committee are of the opinion 
that the effect will be approximately to 
double the Federal income tax on life 
insurance companies, This is the result, 
it is pointed out, of two amendments to 
the old Revenue Act. 
Two Important Amendments 

The rate of tax upon the net income 
of all insurance companies has_ been 
raised from 12% to 13%. But the main 
factor in affecting the tax upon the life 
companies occurs in the section defining 
“net income.” In the old law life com- 
pé inies were permitted, in calculating net 
income, several deductions one of the 
most important being 4% on the mean 
reserves. In the present bill that deduc- 
tion is reduced to 34%. This change 
coupled with the increased rate of tax 
will, it is figured, about double the Fed- 
eral income tax for the life companies. 

The percent on resetve funds deduc- 
tion in the tax law is in recognition of 
the necessity to protect from taxation 
the amount of interest earned necessary 
to the maintenance of the reserves. The 
rate of interest in use in connection with 
reserve funds varies from 3% to 4% as 
between companies and sineses of poli- 
cies although the rate in most general 
use for current policies is 34%. It will 
be readily seen that the 4% by which 
the reserve deduction is lowered will 
have the effect of including in net in- 
come subject to tax that much more of 
the income received on reserve funds 
which are required by insurance laws to 
be held for the protection of policy- 
holders. 


Insurance tax experts 


Proceeds Not Affected 

The new bill reenacts the provisions 
of the old law carrying exemption of? 
proceeds from tax so there is no change 
with reference to insurance proceeds in 
the bill as reported out of the Ways and 
Means Committee. 

Text of Proposed Changes 

The text of the revenue bill (which is 
known as HR10236 .and contains 297 
printed pages) carrying the change in 
the reserve funds deduction follows, the 
new matter being in italics and the elim- 
inated matter in brackets: 


Sec. 203. Net Income of Life 

Companies. 

(a) General Rule.—In the case of a 
life insurance company the term “net in- 
come” means the gross income less— 

(1) Tax-Free Interest—The amount 

(Continued on Page 16) 
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H Ow to 
Quadruple 


Your Poodutston! 


WELL KNOWN law of mechanics is: Kinetic 


? Energy, or momentum, increases as the square of the 


velocity. For instance, an automobile weighing 2,000 


If 


one pounds going 25 miles an hour will knock over one telegraph 
tent 

pein pole. The same auto going 50 miles an hour, or twice the 

our 

of speed will knock over Four telegraph poles (16 poles at 100 

your time miles an hour, etc.). By the same token, twice as much 
produces 

$10 energy released by agents on prospects will produce Four 

then times the results. Mechanically this law is certain. Physi- 
one hour 


; ; cally it also applies. But whether the regulating mental 
twice as efficient 


will produce factor in combination with the physical will further sub- 


940 stantiate the law, depends of course upon the generative 





ability of the mind governing it, and 
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New York City Association Sales Congress 





Practical Ideas Feature 
Twelfth Ass’n Congress 


BIG TURN-OUT AT HOTEL ASTOR 





President Connell Welcomes Agents; 
Speakers Predict Growth of Interest 
in Investment Life Insurance 





That life insurance had come into its 
own as an investment and that the pub- 
lic now realized the fact was brought out 
forceably by many of the speakers 
at the twelfth annual sales congress of 
the Life Underwriters Association of 
New York City at the Hotel Astor on 
Thursday. One after another they urged 
agents to talk more about investment life 


CLANCY D. CONNELL 


insurance and to take advantage of the 
present state of mind of the American 
people. The interesting program held 
the rapt attention of a crowd which filled 
the grand ballroom of the hotel through- 
out the day. The congress was arranged 
by a committee headed by Mervin L. 
Lane, second vice-president of the asso- 
ciati on, 


Warm Greeting Given Connell 


_ Group singing, conducted by Harry 
Taylor of Philadelphia, accompanied by 
Christy, the accordionist, helped to get 
the congress off to an enthusiastic start. 
A warm reception was given Clancy D. 
Connell, president of the association, who 
opened the meeting. The main speakers 
at the morning session were Holgar J. 
Johnson, Penn Mutual general agent of 
Pitts sburgh, and Raymond C. Ellis, Home 
Life _general agent of New York City. 
A “Sales Resistance pono ar nn by 
two Philadelphians, Louis F. Paret and 
Edwin R. Sumner, Provident Mutual, 
was the other feature of the morning. 

Following luncheon the music of Harry 
and Christy again warmed up the audi- 
ence before Albert Hirst, counsel of the 
New York State Life Underwriters’ As- 
sociation, took the platform. His ad- 
dress was followed by a series of five- 
minute sales talks by ten well known 
life underwriters, who told of methods 
which they had used with success during 
the past year. The day’s program came 
to a close with a stirring address on 
“Life Insurance, the Great Stabilizer,” 
by William B. Bailey, economist of the 
Travelers, 

In opening the congress President 
Connell predicted that the life under- 
Writers would receive plenty of valuable 
advice during the day. He paid tribute 
‘a the hard work of Mervin L. Lane and 
1S committee in preparing such a fine 





Wit of Frederick Richardson 
Delights Banquet Audience 


The nimble wit, for which Frederick 
Richardson, United States manager of 
the General Accident of Scotland, is 


noted, flowed freely last evening when 
he addressed the annual banquet of the 
Life Underwriters Association of New 
York City at the Hotel Astor. Back of 
the humor, however, there was an abun- 
dance of philosophy and some useful 
selling suggestions. 

The banquet, the forty-sixth in the 
association’s history, was a festive occa- 
sion, the life underwriters relaxing and 
enjoying themselves after a day filled 
with educational stimulus. In addition 
to hearing Mr. Richardson they had the 
pleasure also of listening to Lowell 
Thomas, widely known traveler and ra- 
dio-correspondent. The entertainment 
furnished by Bobby Brooks and his or- 
chestra and by Fawn and Jardon, adagio 
dance team, was of a high order. 

Warns Against Death Talk 

Mr. Richardson’s gift for expression 
came into fine play constantly while he 
spoke. He strongly warned the New 
York agents against talking too much 
about death in their sales talk, saying: 
“Please remember as you draw your vic- 
tim toward the dotted line that your 
voice may sound to him like the trumpet 
of Gabriel blowing faintly from the 
heights of eternity! He is likely to feel 
all alone in the universe—his naked soul 
lost among alien, awful stars—and be 
sadly in need of a friend! So deal 
gently with him! He has a notion that 
the Grand Jury is about to begin the 
dread Assizes, and all his indiscretions 
by land and water are there to be laid 
bare; that some Black Inquisition will be 
poking inquisitive fingers into his fail- 
ings, moral, social and physical; that his 
proud and contented spirit is on the 
brink of chaos and total eclipse! 

“So, for heaven’s sake, don’t tell him 
about all the people who have taken 
out policies with you and then been im- 
mediately run over by a street car or a 
fire engine, or have slipped down stairs 
and broken their necks! Don’t say to 
him later on when you deliver the 





FREDERICK RICHARDSON 


precious document, ‘Thank your lucky 
stars you’ve been passed by the exam- 
iners! Next month you may go into a 
decline and without this your wife would 
have been out o’ luck!’ Have a heart!” 
In closing Mr. Richardson phrased in 
beautiful terms the inspiration of the 
life insurance business, saying in part: 
“You men know as well as any what a 
wealth of devotion and unselfishness and 
how much quiet courage there is in the 
world. On the stage of your high en- 
deavor there are many beautiful scenes 
in which the happy part of the drama 
of life is presented—countless acts of 
love and tenderest solicitude; a myriad 
hands reaching out from beyond the 
grave to ward and to cherish far beyond 
the term of the earthly vow, till death 
do us part. What a testimony to the 
nobility of the human heart! What a 
tribute, to the American father!” 


Bailey Tells Why Investment 
Life Insurance Will Grow 


That the American people are only be- 
ginning to realize the important part 
which the institution of life insurance 
can play in our national economic life 
was emphasized by William B. Bailey, 
economist of the Travelers, in his ad- 
dress before the sales congress yester- 
day afternoon. Mr. Bailey brought out 
that up to this time life insurance has 
been looked upon as good for the indi- 
vidual but not appreciated in the impor- 
tant role it can play as a great stabilizer 
in the economic life of the nation as a 
whole. 

By diverting funds from speculation 
and so-called investment in already over- 
expanded industries, during boom times 
life insurance can do much to level off 
the peaks of the business cycle. the 
speaker declared. By releasing billions 





program. He also referred to the splen- 
did spirit which Robert L. Jones, treas- 
urer of the National Association, has 
constantly shown in his endeavors to 
promote the New York Association’s 
welfare. 


in purchasing power during times of de- 
pression it can help to fill in the valleys. 
“To me,” he said, “it seems a safe as- 
sumption that investment life insurance 
will absorb a much larger percentage of 
the country’s surplus income during the 
next period of prosperity than it did dur- 
ing the last. This should do much to 
stabilize and perpetuate prosperity and 
to avoid another disastrous collapse such 
as we suffered in 1929.” 

Mr. Bailey cited a number of good 
reasons why he believes investment life 
insurance will stage a big growth in the 
future. In this regard he said: 

Larger Premiums Predicted 

“First, and perhaps the most impor- 
tant, the public now regards life insur- 
ance as an investment. It did not regard 
it as such between 1922 and 1929. Men 
will be much more willing to buy the 
higher premium investment forms from 
now on than they were in the past. The 
old slogan ‘Buy the cheapest forms of 
life insurance and invest the difference 
more profitably yourself’ has been thor- 
oughly deflated. Men who during the 

(Continued on Page 18) 


Johnson Sees Agents 
In Fortunate Position 


INSURANCE BEING APPRECIATED 





Says Both the Necessity and Desirability 
of Life Insurance Should Be 


Stressed Today 





Life agents need not confine them- 
selves to selling the idea of either the 
necessity or the desirability of life in- 
surance but rather combine the two in 
such a way that they properly present 
the most salable product or service that 
any group of salesmen have to present, 
Holgar J. Johnson, Penn Mutual general 





HOLGAR J. JOHNSON 


agent, Pittsburgh, declared in his inspir- 
ing address before the sales congress 
yesterday morning. 

Mr. Johnson gave this as his answer 
to whether agents should stress the de- 
sirability of life insurance or the neces- 
sity of it today. He stressed the thought 
that the public has found the institution 
of life insurance a bulwark of strength 
in a period when liquid assets almost 
disappeared. They have found life in- 
surance a refuge. For this reason Mr 
Johnson believes that the next five years 
will be the greatest era of life insurance 
sales in history. 

How life insurance has demonstrated 
that it is an investment in the truest 
sense of the word was emphasized by 
Mr. Johnson, who said: “In my humble 
opinion life insurance is absolutely the 
best investment in the world for the 
average man. We have shown life in- 
surance to measure up to every qualifi-, 
cation of an investment even to the re- 
turn factor because in making a true in- 
vestment analysis of life insurance one 
must in reality attribute something to 
the cost of insurance protection. If you 
are willing to admit to me that the in- 
surance protection as such is worth the 
nominal charge over the expectancy of 
life of $7 per thousand per year, most 
permanent forms of life insurance will 
then show a compound interest return 
of 4%4% or better. 


Stabilizing Influence 


“Another phase of the desirability of 
life insurance: We are all aware of the 
stabilizing force of life insurance through 
the creation of reserve assets. Behind 
the one hundred and nine billions of life 
insurance in the United States stands a 
reserve of twenty billion dollars. We 


(Continued on Page 18) 
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Grant L. Hill Offers Five-Minute Investment Sales Talk 
Which Will Hold Prospect’s Attention 


A clever investment sales talk based 
on a chart presentation was given by 
Grant L. Hill, production manager of the 


McMillen Agency of the Northwestern 
Mutual, in his five-minute address at the 
congress yesterday afternoon. Mr. Hill 
first sends his prospect a brief letter tell- 
ing him that he will call to show an 
investment chart which is admittedly 
unique and that if he be allowed to have 
five minutes he can give the complete 
picture. The prospect knows the subject 
is life insurance. 

Assuming that he has successfully hur- 


dled the secretary and is in the pros- 
pect’s presence Mr. Hill launches forth 
as follows: 


“Mr. Jones, if you have any questions, 
would you kindly ask them after I have 
had my allotted five minutes—in fact, 
I'll hold my watch on myself so I won't 
over- enthuse.’ 

“Mr. Jones, when a man invests $1,000 
in a bond for the sake of clipping a cou- 
pon of $50 or $60 at the end of the year, 
it is obvious he is not in need of current 
income or he would have used part or all 
of the $1,000 at the outset.. That’s true, 
isn’t it? In fact, business and profes- 
sional men seem agreed that they are 
not investing so much for immediate or 
current income, but primarily for one of 
three reasons, or a combination of them. 
First, they want to know that when ‘it 
is time to hang up the harness and en- 
joy the sunset years, their investments 
will enable them to do it. Second, if 
between now and old age they meet with 
an emergency, they want to know that 
their investments will, without question, 
have a known market or collateral loan 
value. And third, if they are removed 
by premature death, they want their in- 
vestments to replace a portion of their 
earned income to their families.” 

(Again opens to chart): 

“The investor in this chart, presuma- 
bly age 35, has decided he wants $10,000 
to be placed at his command by age 65 
on today’s basis of dividend payments, 
he would receive the money at age 63. 
And, by me rely making installment pay- 
ments of 2.6% of that amount over that 
period of 26 years, he will not only ,re- 
ceive the $10,000 but it will represent, at 


age 63, a return to him of one dollar and 
thirty-eight cents for every dollar in- 
vested. 


“In addition, he has the peace of mind 
of knowing that his investment has a 
guaranteed and annually increasing mar- 
ket or collateral loan value. No fluctua- 


tions—not down when he needs the 
money most, but a steady increase in 
market value. Now remember, this is 


an investment that can be purchased in 
easy installments over 28 years, a title 
contract to a unit share in nearly a bil- 
lion dollars of well diversified property, 
managed for him by a 75 year old cor- 
poration with a record of unending divi- 
dend payments and never a penny lost 





L. HILL 


GRANT 


to an investor. That means no invest- 
meut or re-investment worries. 

“Now, that is all very fine for the 
investor, but he knows that if anything 
happens to him -along those 28 years, 
he can’t take his investments with him. 
By this first small 28% investment, he 
immediately guarantees that in event of 
his death his family will receive the 
$10,000 he wants himself at age 63 if he 
lives. And just as the market value of 
the investment increases yearly for him, 
so does the amount payable to his family 
increase yearly. You see (pointing to 
chart) it is already up to $11,000 the fifth 
year, $13,500 the fifteenth and $18,000 
($17,940) should the investor die the 
twenty-eighth year, and that same 
money management I referred to before 
will protect those funds for his family 
when he is gone. 

“And think of this, if he dies the first 
year, he would have put in less than 
three cents on the dollar on each of the 
$10,000 received by his family and if he 
died the twenty-eighth year, he will still 
have put in only forty-one cents on each 


of the $18,000 his family would receive 
at his death. And if he lives, as he natu- 
rally hopes, remember he receives one 


dollar and thirty-eight cents on each dol- 
lar invested. Frankly, Mr. Jones, isn’t 
that an ideal investment plan in whic h 
to invest a portion of your funds? 

Mr. Hill brought out that it is sur- 
prising the interest that can be created 
in five minutes with such a simple talk 
when the agent has the advantage of 
showing the prospect a chart so that he 
sees the rapidly increasing values and 
the actual gain to him if he lives and 
the small investment by him if he dies. 


Need of Insuring “Brains” of Business Firms Explained by 
Frank L. Lane in Chart Demonstration 


An effective chart demonstration of a 
simple business insurance approach was 
given by Frank L. Lane, Home Life gen- 
eral agent, in his address before the con- 
gress yesterday afternoon. Mr. Lane 
pointed out that the chart is practically 
the approach and sale, that there is no 
objection that the prospect can raise that 
cannot be answered by means of the 
chart. 

In the center of the chart which Mr. 
Lane demonstrated was the caption: “If 
you had a machine responsible for 80% 
of your profits, would you insure it?” 
After asking this question, he proceeded 
as follows with his interview: 

“Mr. Brown, your business is divided 


into three parts: capital, labor, and 
brains. Capital is exposed to the fire 
hazard, and is protected by fire insur- 
ance. Labor is exposed to the accident 
hazard, and is protected by compensa- 
tion insurance, while brains is exposed 
to the death hazard, and should be pro- 
tected by life insurance. 

“Let us assume that you have a capi- 
talization of $100,000, with an assumed 
annual net profit of $30,000. Your capi- 
tal invested at 6% would only yield $6,000 
per year, and the difference between the 
interest return on capital and your net 
profit, $24,000, is the result of brains. 
In other words, $6,000 is 20% of your 
assumed profit, while $24,000, or 80% of 
your profit, comes from brains. There- 


fore, Mr. Brown, I again say, ‘If you 
had a machine responsible for 80% of 
your profits, I know you would insure 
it, the conclusion being that this large 
portion of your profits should be pro- 
tected by business life insurance. 

“Now, assuming that you have busi- 
ness insurance let us see what it will do 
for you. Business insurance will protect 
your business and will protect the de- 
cedent’s estate. While protecting your 
business it does so while living and at 
the death of the man insured. While liv- 
ing, business insurance strengthens cred- 
it at your bank and with trade; creates 


confidence at your bank and with trade; 
creates a sinking fund for use in financi: i 
emergencies. At death it supplies funds 
for the successor to carry on business, to 


_ liquidate loans, to pay outstanding bills, 


and to buy out the decedent’s estate. 

“Going further, Mr. Brown, it protects 
the decedent’s estate in two ways. First- 
ly, it provides cash to pay the decedent's 
estate full value for the share in the bus- 
iness in the case of close corporations 
or partnerships, and it leaves the busi- 
ness in sound financial condition, so that 
the estate can be liquidated at high mar- 
ket value.” 


Recent Buyers of Life Insurance Are Best Prospects in Market 
Today, Says Felix U. Levy 


In discussing some pertinent facts 
about “Placing Additionals Today” Felix 
U. Levy, member of the Engelsman 
Agency of the Penn Mutual, emphasized 
that there are two things certain in re- 
gard to them: (1) Agents have every- 
thing to gain and nothing to lose by 
presenting additionals, and (2) from a 
conservation standpoint it can keep 
clients so busy thinking about new in- 
surance that they won’t have a lot of 
time to think about lapsing their present 
holdings. 

“Tt is an economic axiom,” Mr. Levy 
said, “that it is much easier to sell some 
thing—anything—in an established mar- 
ket than a new market. This applies 
perfectly to life insurance at the mo- 
ment. The obvious inference is that to- 
day recent buyers of life insurance are 
better prospects, as a group, than others. 
I believe there are a number of reasons 
why this is true. 

“In the first place, there is no doubt 
in your minds (or is there?) that home 
office requirements are not getting less 
exacting. Both financial and physical 
inspections by the companies are a good 
deal more stringent than was the case a 


few years—or even a year—ago, with 
every justification, of course. 

“However, isn’t it entirely likely that 
by virtue of this very condition our 
chances of placing additionals are ma- 
terially increased? In Wall Street, for 
example: Certainly no group has taken 
more punishment in the last few years 
than the brokers. Yet their needs are 
the same as they were a few years ago, 
only accentuated more sharply by the 
recession of estate values other than in- 
surance. 

“Their war cry, in most instances, up- 
on being approached is invariably ‘What 
am I going to use for money ?’ 

“Well, most good houses down in the 
Street have very large capital accounts 
now, because business is dull and they 
only use their capital in active markets. 
Talk turkey! Tell them to take the pre- 
miums out of capital; they’ll get a better 
return than on anything else they can 
do with it. Any man who succeeds in 
getting life insurance in any sizable 
amount today is to be sincerely congrat- 
ulated. And it’s up to us to impress 
upon the prospect the wisdom of buying 
as much more as he can honestly stand.” 


John H. Brady Offers Approach Which Should Prevent Pros- 
pect From Objecting to Call 


The approach is probably the most dif- 
ficult part of the sale, according to John 
H. Brady, million dollar producer of the 
McNamara organization of the Guardian 
Life, who suggested his idea of a con- 
fidence building approach in his talk be- 
fore the sales congress yesterday. Mr. 
3rady said that he has found that if the 
approach is properly made the oppor- 





Built Program 








MERVIN L. LANE 


tunities for making the sale are immeas- 
urably enhanced. Here is the approach 
he offered: 

“Mr. Johnston, my name is Brady. 
Your friend, Mr. Arnold, has suggested 
that I may be able to be of service to 
you. My business is life insurance.” 
Mr. Johnston usually says something 
like “I have all the insurance I can take 
care of,” or “I am not interested in the 
matter now.” 

My reply is: “And I have no reason 
to believe that you are interested, Mr. 
Johnston. In fact, I should consider it 
something presumptious on my part if I 
were to come in here and suggest that 
you need insurance, that you should buy 
it, and that you should buy it of me. 
Even if you did need it, and wanted i 
and were going to buy it, I see no ee 
ticular reason why you should select me 
as your representative. After all, vou 
know nothing about me, and I very little 
about you. 

“My purpose in coming to see you to- 
day is to introduce myself and to off fer 
my services: to talk to you not about |: 
insurance—life insurance, you know, is 
only a means to an end—but about vou 
and your problems, the problems that 
every successful man has to contend w ‘h 
and to overcome in order to remain su 
cessful. My experience of a number a 
years in my profession has shown me 
that I can be of assistance to men 1 e 
yourself. 

“Most men in your position have cer- 
tain definite ambitions in mind, certain 
goals in view. Many of these men tell 
me that they are not satisfied with their 
progress to date. They feel that their 
plans thus far lack certainty, definite- 
ness and the necessary guarantees. We 
find that they are casting about eagerly. 


(Continued on Page 18) 
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Vincent L. Banker To 
Sueceed E. M. McMahon 


IN CHASE NEW BUSINESS DEP’T 





Second Vice-President Put in Tempo- 
rary Charge of Trust Activities 
of Bank 





At a meeting of the Underwriters Ad- 
visory Council of the Chase National 
Bank of New York held last week the 
ippointment of Vincent L. Banker, sec- 
ond vice-president of the bank, was an- 
nounced as the successor to the late Ed- 
ward M. McMahon in temporary charge 
of the trust’s new business department. 

Mr. Banker has had more than fifteen 
years’ experience in trust administra- 





Pach Bros. 
VINCENT L. BANKER 


tive work, is a member of the New York 
Bar, and for several years has been in 
close contact with the development of 
the cooperative movement between life 
underwriters and corporate fiduciaries. 

In referring to the untimely death of 
Mr. McMahon, Mr. Banker expressed 

ic deep regret felt by his associates at 

the bank. He said that Mr. McMahon 
“had without a doubt done more toward 
cducating the public to the advantages 
of the use of life insurance in estate 
creation and conservation than any other 
individual.” 
_A eulogy of Mr. McMahon in the 
form of a memorial resolution was pre- 
sented at the meeting for transmittal to 
his family. 

Mr. Banker informed the council that 
the bank would continue its policy of 
cooperating with life insurance under- 
writers and furnishing them with helpful 
material devoted to estate conservation 
plans. Bernard W. Butler will, as in 
the past, devote his time entirely to ex- 
ending trust service to underwriters and 
their clients. He expressed appreciation 
lor the generous cooperation given by 
the members of the Advisory Council in 

past. 

Other Chase officers who spoke at the 

ting of the council were J. H. Bab- 
‘OCK, vice-president; J. A. Burns, vice- 
president; B. E. Farr, assistant trust 

ncer, 


NOW WITH OHIO STATE LIFE 


Frank L. Barnes Resigns from Provi- 
dent Life & Trust; Will Be Ohio 

_ State Agency Vice-President 

Frank L. Barnes has resigned as vice- 
President of the Provident Life & Acci- 
dent to become agency vice-president of 
the Ohio State Life. 

Mr. Barnes was in field work in life 
and accident insurance for sixteen years. 
He served as vice-president and manager 
of the life and personal accident depart- 
ment of the Provident Life & Accident 
and previously was located at Kansas 
City where he organized and acted as 


Liteeins vice-president of the Sentinel 
ife. 
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Help 
Comorrow’s Hen 


Life Insurance salesmen, who get 
around a lot, know only too well the 
influence a wrong environment has 
on the growing boy. 


Since wrong environment usually is directly 
due to poverty, it is possible to erase this 


threat by eliminating poverty. 


The son of your prospect will have a chance 
in life if you can convince his father of 
this Plain truth. 





That’s one duty of a 
Life Insurance Man. 
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INSURANCE COMPANY OF AMERICA 


Epwarp D. Durrie.p, President 
Home Office, Newark, New Jersey 




















B. D. Flynn’s 30 Years 
With the Travelers 


JOINED AFTER LEAVING TRINITY 








Quickly Won Promotion; Has High 
Standing in Both Life and 
Casualty Fields 
One of the youngest looking actuaries 


in the United States is one of the most 
important. And this actuary, Benedict 
D. Flynn, completed thirty years of serv 
ice with the Travelers on March 3 at 
which time he was presented with such 
gifts from his business associates as a 
silver candelabrum, a brief case and 
floral tributes 

Mr. Flynn joined the Travelers after 





BENEDICT D 


FLYNN 


being graduated from Trinity College 
and within five years had been made 
assistant actuary. 

Shortly afterward he was appointed 
actuary of the casualty departments and 
in 1913 was made assistarit secretary of 
the company. In 1922 he became secre- 
tary of the company and in 1930 secre- 
tary and actuary, with immediate super- 
vision of actuarial work in the Travelers 
Indemnity and the Travelers Fire Insur- 
ance companies as well as the Travelers 
Insurance Co. 

Mr. Flynn is the author of many pa- 
pers dealing with actuarial subjects and 
is a fellow of the Actuarial Society of 
America, a fellow and former president 
of the Casualty Actuarial Society, and 
a member of the Institute of Actuaries 
of Great Britain. He possesses an hon- 
orary degree of Master of Arts con- 
ferred upon him by Trinity College in 
1913. 


SECURITY LIFE ELECTIONS 





President Dorsey Announces Executive 
Changes; George A. Paddock Named 
Vice-Pres.; John G. Miller, Secy. 
Machir Dorsey, who had been elected 
president of the Security Life of Amer-, 
ica, has announced one addition and on 
promotion in the executive personnel of 

the company. 

George A. Paddock, formerly con- 
nected with the Central Republic Co., 
and prior to that, with the Central Trust 
Co. of Chicago, has been elected a vice- 
president, while John G. Miller has been 
Harry S 


Tressel, who recently became executive 


elected secretary to succeed 


vice-president of the Missouri State Life 
Mr. Miller formerly was secretary of the 
Reinsurance Life of America and super- 
vised the reinsurance department of the 
Security when it absorbed the Reinsur- 
ance Life 


Mrs. Robert H. Clark, wife of one: of 
the John Hancock managers in Boston, 
is dead. 
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Premiums Half Billion 
Less Than It Paid Out 


RECORD MADE BY MUTUAL LIFE 





President Houston’s Annual Report; 
Thinks Business Will Improve and 
Return to Normal in Due Course 





The Mutual Life is 89 years old. It 
has received more than three and a half 
billions in premiums since organization; 
has paid out or accumulated for policy- 
holders half a billion dollars»more than 
In his an- 
President 


it has received in premiums. 
nual report to policyholders 
David F. Houston says in part: 

“The Mutual Life easily met its share 
of all these payments and investments. 
During the year it paid to living policy- 
holders and beneficiaries $155,831,152, in- 
cluding $45,961,803 in dividends; and it 
increased its assets by $54,039,556, mak- 
ing their total at December 31, 1931, 
$1, 106,236,049. 

“Of these assets, policy loans account 
for $200,594,468. While these loans are 
absolutely sound as to security, the com- 
pany regrets their abnormal increase. In 
effect, policy loans are loans from bene- 
ficiaries. We urge policyholders if pos- 
sible to follow a definite plan for repay- 
ment of a policy loan and thus restore 
the original protection. 


Mortgage and Other Investments 


“The sum of $309,931,000 was invested 
in first mortgages, mainly on business 
properties in selected towns and cities. 
Of this total a negligible percentage— 
32/100ths of 1%—was foreclosed and is 
now owned. These properties, acquired 
as a result of foreclosure, and the home 
office building ($9,240,000), totaling $10,- 
262,208, or less than 1% of our assets, 
are the only properties owned by the 
company directly or indirectly. It 1s 
probable that the percentage of foreclo- 
sures will increase somewhat during 
1932; but foreclosed properties come to 
the company under its own conservative 
valuations and should result in no sub- 
stantial loss. 

“As heretofore our bonds not in de- 
fault and with fixed maturities were 
amortized, i.e., carried at book values 
adjusted to reach par at maturity. Our 
preferred stocks and defaulted or per- 
petual bonds are carried at values fur- 
nished by the National Convention of 
Insurance Commissioners, a difference of 
$4,534,733 over December 31 market 
values. 

“The company has invested in bonds 
and preferred and guaranteed stocks, 
$545,176,000. Of the bonds, only $400,000 
were in default as to interest. Of these 
$150,000 are municipal bonds and $250,000 
railroad bonds. Of over $19,000,000 of 
preferred stocks only $300,000 had sus- 
pended dividends. Our railroad bonds 
have been carefully selected, and, fof 
the most part, are first mortgages on im- 
portant mileage of major systems. 
Among our bond holdings are nearly 
$41,000,000 of Government bonds, about 
$18,000,000 of municipal bonds, and over 
$88,000,000 of public utility bonds. 

Contingency Reserve of $63,030,000 

“The company has a contingency re- 
serve of $63,030,589.89, and it should be 
noted that it set aside $43,175,688.65, out 
of 1931 earnings, for dividends for 1932. 

“The company placed $365,818,680 new 
insurance and its total insurance in force 
December 31, 1931, was $4,450,294,284. 

“The insurance surrendered exceeded 
that of 1930, the percentage to insurance 
in force being 3.6 as against 2.7 in 1930. 
Lapsed insurance also increased. 

“The company increased its service to 
policyholders seeking to continue their 
insurance. Company representatives are 
prepared to advise policyholders facing 
difficulties in continuing their insurance 
protection. This service is rendered to 
all policyholders without charge, and we 
urge them to avail themselves of it if 
they have any problems as to their in- 
surance in this company. 

“During the last two years life insur- 
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ance has successfully met a severe test 
and demonstrated its financial stability 
and dependable’ service. Obligations 
have been promptly met and there is 
good reason for every policyholder of the 
company to take comfort and pride in 
the institution of life insurance and in 
the Mutual Life. 
Safety First 

“Your attention is directed to the in- 
creases in assets and surplus. They are 
significant. The company has existed for 
89 years. It has successfully passed 
through a number of depressions, and 
borne the strain of a Civil War and a 
great World War. This record is the 
result of the company’s sound and con- 
servative financial policy and practices. 

“Since February 1, 1843, th ecompany 
has received in premiums from policy- 


RESPONSIBILITY 


There is no factor so vital to the institution 


holders $3,515,299,830.21, and paid to and 
accumulated for policyholders and their 
beneficiaries $4,019,978,762.29, an excess 
of $504,678,932.08. During that time it 
has paid out in dividends to its policy- 
holders $745,164,176.93. 

“We are in the midst of a depression, 
but even now conditions in this country 
are better than many people realize. Just 
when business will revive no one can 
say; but that it will improve and return 
to normal in due course there can be no 
reasonable doubt. When it does, the sit- 
uation of all good financial institutions 
will be even more satisfactory. 

“The company will hold steadfastly to 
its traditional policy of Safety First and 
continue to make every possible effort 
to serve its policyholders and to safe- 
guard their interests.” 









of life insurance as the character of those 


who present it to the buying public. 


The 


whole structure of confidence and respect 
stands at the mercy of the fieldman; the 
popular conception of life insurance can be 
clarified or distorted—depending upon his 


tactics. 
a weighty trust. 


These things being true, 


The agent is indeed the keeper of 


it follows in- 


evitably that the man who traduces his 
competitor, or who misrepresents, or who 
lacks the highest sense of fair play and 
honesty, is actually a menace to the entire 


institution. 


It is far better to lese business than to gain 
it through trickery or at the expense of a 


competitor’s reputation. 


Sharp practices 


and mud-slinging are the refuge of the 
morally and mentally unfit—a ‘sure indica- 
tion of shortcomings that brand their users 
as undesirables of the lowest order. 


The sooner these evil influences are eter- 
nally barred, the more quickly will life 
insurance demonstrate that it is the world’s 
most humanitarian and altruistic business. 
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League of Insurance 
Women to Be National 


PHILADELPHIA HAS A BRANCH 


Others Will Be Formed Throughout 
Country; Main Body Meets Every 
Month in Waldorf-Astoria Hotel 








The League of Insurance Women, 
membership in which has been taken by 
some of the most prominent women in- 
surance agents or managers of agencies 
in New York City, will be a national af- 
fair, with branches in various cities. Al- 
ready there is a branch in Philadelphia. 
The league meets the first Thursday of 
each month at 1 o’clock, Waldorf-Astoria 
Hotel, Park Avenue, New York. 

This new organization—it was formed 
about a year and a half ago—is ambi- 
tious, and will be run along lines entirely 
different from the life underwriters’ as- 
sociations which dot the country. Its 
aim is to help women write life insurance 
in a decidedly co-operative manner. That 
means furnishing a medium through 
which women can become posted as to 
their specific problems; educational ac- 
tivities of various sorts; and it is hoped 
a bureau to which women can go and 
learn everything they want to know 
about policies which are particularly of 
interest to women, arguments which are 
best used in soliciting women, and atti- 
tude of various companies about both 
women risks and women agents. For in- 
stance, at the last mecting of the league 
in the Waldorf-Astoria it was decided 
to write one of the large companies and 
ask why that company does not write 
women risks. 

Of course, while the emphasis is placed 
on women as risks this does not mean 
that arguments which are currently per- 
tinent in placing men’s risks on the 
books will be ignored as the members of 
the league realize that fundamental ar- 
guments at the present time for buying 
insurance, or increasing present lines, are 
the same. In view of the demand for in- 
vestment insurance that angle is attract- 
ing considerable attention at league 
mectings. Investment insurance and the 
stability of insurance throughout eco- 
nomic crises furnished text for the talk 
at the last meeting of Leslie York, who 
runs a $10.000,000 agency here for the 
Equitable Society and who formerly was 
an executive of the society. 


Officers 


The officers of the league are as fol- 
lows: President, Alice Lakey; first vice- 
president, E. Marie Little, Equitable; 
second vice-president, Kathryn Ford, 
Mutual; recording secretary, Mrs. Te- 
resa Speed, John Hancock; correspond- 
ing secretary, Anna Gwathney, Aetna 
Life; treasurer, Mae H. Browne, John 
Hancock. Miss Lakey, editor of an in- 
surance paper, has done extraordinarily 
fine work in presenting insurance before 
federations of women’s clubs. Miss Lit- 
tle was for seven years manager of the 
women’s department of a large Equitable 
agency. Mrs. Speed organized the Fam- 
ily Financial Section of the Home Mak- 
ing Centre located at the Grand Central 
Palace. 





KEFFER BUSINESS GOOD 





President Brainard and Other Home 
Office Executives Were Guests of 
Agency at Association Banquet 

The R. H. Keffer Agency of the Aetna 
Life in New York City has been doing 
good business to date this year, showing, 
in fact, a slight increase over the same 
period of 1931. 

The agency had a larger representa- 
tion than ever before at the New York 
Sales Congress and banquet this week. 
Five tables had been reserved for the 
banquet. Among the Keffer guests were 
six officials from the home office in 
Hartford: President Morgan B. Brain- 
ard, Vice-President K. A. Luther, Assis- 
tant Vice-President W. H. Dallas, Agen- 
cy Secretary Clyde F. Gay, and Asso- 
ciate Medical Directors Donald B. Cragin 
and Parker M. Cort. 
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Annual Statement 1931 


A YEAR OF SATISFACTORY PROGRESS 
Life Insurance in Force - - - - - + «- - - $94,646,331.00 
Life Insurance Paid For in 1931 - - - - - ; 12,335,181.00 


Assets - + + 6 © 6 © 6 ee 6 6 - 17,338,439.12 
Gross Income, 1931 - - - - + - -« «= - - 3,835,774.32 
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The figures above indicate the results 
achieved by The Old Line Life Insurance 
Company of America during its past two 
decades of active operation, and give the pub- 
lic a very correct idea of what may be expected 
in the future. 


All policies in force with this company 
today are worth their face value. The com- 
pany writes life insurance under some thirty- 
five different plans, also a complete line of 
accident and health policies; thus it is in a 
position to meet the requirements of all. 


At the end of each year since its organ- 
ization, it has been able to point out an in- 
crease in assets, legal reserve and surplus to 
policyholders. With its increase in assets at 
the close of 1931 of more than a million dol- 
lars over 1930, the company holds its position 


PRESIDENT’S MESSAGE 





today as firmly as in the past, a strong, con- 
servative and progressive institution. 


The home office and the underwriters of 
The Old Line Life Insurance Company of — 
America plan to continue the administration 
of its affairs in the interest of its policyholders. 


The company will be glad to assist its 
policyholders in keeping their insurance in 
force and to render every service possible. 
Correspondence from the company’s policy- 
holders is invited. 


Following our usual precedent, we wish 
our friendly competitors success during 1932. 


; Rupert F. Fry 








Paid to policyholders and their beneficiaries since organization 


over eight and one quarter million dollars. 











/nsurance Company of America 


MILWAUKEE. WIS. 
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Handling Underwriting Problems 
By A. J. McAndless, 


Vice-President, Lincoln National Life 


[he following are extracts from an ad- 
dress made by Mr. McAndless at a sec- 
tional meeting of the Lincoln National 
Life at Hot Springs, Ark.: 


] 


The life insurance business deals with 
averages. We cannot predict anything 
with regard to the life of an individual. 
We can, however, estimate very closely 
the total number of deaths in a large 
group about which we have full infor- 
mation as to health, habits and finances. 
We accept as standard risks those who 
are average as regards health and hab- 
its, and as they depart from the normal 
we offer rated insurance. 

It has been found that the average in- 
dividual with an income of $5,000 or over 
does not purchase amounts of insurance 
in excess of the amount of Ordinary Life 
insurance that 8% of such income would 
purchase, and for smaller incomes the 
percentage is less. From the standpoint 
of insurance this group may be consid- 
ered comparable to the normal weight 
group. Since a certain variation from 
the normal can be allowed in the weight 
group within which it is possible to issue 
standard insurance, so many individuals 
will be willing to spend a considerably 
greater part of their incomes for insur- 
ance, probably due to a keener appre- 
ciation of its value, greater selling ability 
on the part of the agent and greater 
desire to provide for beneficiaries. There 
comes a time when this expenditure rep- 
resents a sacrifice, and there is a limit 
to the sacrifice that an individual view- 
ing death as a remote possibility will 
make. We have an upper limit for over- 
weights beyond which sub-standard in- 
surance must be issued; so we set an 
upper limit for incomes, namely, that 
when an individual expends more than 
20% of his annual income for insurance 
the case should be considered specula- 
tive. This 20% applies to annual in- 
comes of $5,000 or greater, and as in 
smaller incomes each dollar represents 
a greater sacrifice, this limit is graded 
down until for incomes of $2,000 or un- 
der 121%4% is considered to be the upper 
limit. This limit is based on the Ordi- 
nary Life plan. If the insured is inter- 
ested in endowment policies, insurance 
as an investment, a greater percentage 
of income may be satisfactory and the 
amount of insurance need not be de- 
creased. Likewise, if interested in Term 
insurance the amount of insurance should 
not be increased, though the percentage 
of income may be considerably less than 
20%. 

Too Much Income Should Not Be Spent 
on Insurance 

In questioning acquaintances in the in- 
surance business rather widely I have 
failed to find any who have gone beyond 
this limit and it would seem reasonable 
to expect that, if any class insured up 
to the full amount, it would be insur- 
ance men who are in constant touch with 
the advantages of protection. There- 
fore it seems essential that the agent in 
all cases should satisfy himself that the 
insured is not spending too great a per- 
centage of his income for insurance (and 
this standard is presented to measure 
what constitutes too great a percentage) 
just as he satisfies himself that his pros- 
pect is not likely to be issued sub-stand- 
ard insurance because of overweight. In 
addition, he should make such investiga- 
tion because of his interests in seeing 
that the business is renewed and also, 
of course, that he is able to collect full 

ettlement for the first premium. 

Chis problem may be approached in 


another way. The primary purpose of 
insurance is to provide an estate for the 
dependents of the insured to continue 
to them after his death a reasonable 
income. 


The Full Value of an Insured Life 


The full value of an insured life is 
the sum which will continue to the fam- 
ily the income they have been receiving. 
We can assume that the insured spends 
40% of his income for his own use; con- 
sequently his insurance value is the sum 
that will produce an annuity of 60% of 
his annual income for a period equal to 
his economic life expectancy, usually to 
age 65 or 70, since that is the time at 
which the average individual no longer 
has earning power, the usual retirement 
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age of pension plans. The value of such 
an annuity equals about ten times his 
annual income for ages up to 35, grading 
down to five times his annual income 
at age 60, and represents the total 
amount of personal insurance to which 
an applicant is entitled. An additional 
amount would produce an income to his 
family greater than his own economic 
value to them, would produce a greater 
income than he could produce if he had 
lived, and there is no more justification 
for issuing insurance beyond the value of 
his life than there is in issuing fire in- 
surance beyond the value of the property 
insured. Fortunately, the limits based 
on percentage of income to be invested 
in insurance are approximately equal to 
the value we have calculated as equaling 
the insurance value of a life. 


Rated Policies and Jumbo Policies 


We cannot offer rated insurance to a 
group that is overinsured, for the good 
members of the group will undoubtedly 
refuse and the bad ones will accept, real- 
izing that they are getting a good bar- 
gain regardless of cost. In fact, accept- 
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ance of a rated policy because of over- 
insurance would in itself be evidence of 
speculation. Nor can we pick out the 
non-speculative members, so that our 
only action is to decline such cases out- 
right, realizing that we are eliminating a 
large number of bad risks, losing some 
good business, perhaps, but not working 
any hardship on those good risks be- 
cause they already have sufficient cov- 
erage. 

Jumbo policies present a particularly 
difficult problem. Agents in the midst 
of their disappointment when a large 
case has been declined or limited have 
been known to make the statement that 
the underwriting department of their 
company becomes paralyzed when it gets 
a large case to consider. This is an 
overstatement, but it indicates that com- 
panies have had an unsatisfactory mor- 
tality experience with such cases and 
they feel that stricter regulations should 
be put into effect. In the past our un- 
derwriting has been more lenient here 
than in smaller cases. Since such cases 
are usually presented to a number of 
companies, agency pressure has usually 
resulted in effecting some insurance in 
all companies at the lowest rating im- 
posed by any company. Some have lim- 
ited to small amounts and issued stand- 
ard insurance to what they knew were 
sub-standard risks. There are several 
examples of such cases, peddled over the 
country at regular intervals, declined by 
many companies and rated by others, 
each new attempt yielding some stand- 
ard insurance. There is no reason, be- 
cause we have made such mistakes in the 
past, that we continue to do so, that we 
should complicate an already difficult sit- 
uation by disregarding our established 
underwriting procedure. In fact, these 
cases present additional problems of 
their own, and we are beginning to real- 
ize that they must be solved. 

Big Risk Rulings 

As a start in this direction many com- 
panies, including our own, have agreed 
to follow the suggestion of the Big Risk 
Committee that in the future special 
medical examinations will be required, 
including electrocardiographic tracings 
and X-ray examinations of the chest, 
when the new applications in all com- 
panies are for $100,000 or more, and the 
total amount of insurance on the life, 
including the new applications, exceeds 
$300,000, and at other times when advis- 
able. In addition to that we do not be- 
lieve applicants for large amounts will 
pay the premium required unless they 
realize they are getting a very good bar- 
gain and, consequently, we are limiting 
the total amount of insurance on a single 
life in which we will participate to 9,- 
000,000. These rulings will be officially 
published in the near future. 

A consideration of some of the rea- 
sons for which large amounts of insur- 
ance are bought will perhaps indicate 
why this heavy mortality is experienced. 
Large policies are usually linked up with 
some of the secondary purposes of in- 
surance. For instance, many jumbo cases 
have been placed to provide for inher!- 
tance and estate taxes. I believe that 
an applicant buying insurance for such 
a reason approaches the matter in an en- 
tirely different manner than the ir di- 
vidual who buys personal insurance to 
provide an income for his family. The 
latter usually has but one method of 
assuring that a part of his income w! 
be continued to his family, that he will 
leave an estate, and this method is in- 
surance. The applicant buying estate 
insurance has no such worry. His estate 
is established and he but wishes to keep 
it intact. Various methods are available 
to him for accomplishing this purpose: 
The investment of $50,000 to $100,000 per 
year is a major problem to which he ap- 
plies the same financial ability that has 
already served to build that estate. Fail- 
ing health may be a very strong argu. 
ment for the life insurance method, an¢ 
the progress of his failing health ma) 


be so slight that our regular method of 
examination and investigation fails t¢ 
determine the true condition. Experi 


ence demonstrates that many such have 
(Continued on Page 16) 
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Family Income Provisions May Be Added By Rider To: 


Modified Life 
Preferred Risk Whole Life 
Endowment at 85 
Limited Payment Life 
Endowment 10 Years or More 


Retirement Fund at 65 


” 


Retirement Annuity May Be Issued As Follows: 


Hundred Dollar units of annual premium. 
Ten Dollar units of monthly premium. 

Units of $10.00 monthly annuity income at selected retire- 
ment age on Straight Life Annuity, Ten Years Certain 
and Life or Cash Refund Annuity Basis. Also the Com- 
pany now adds a Joint and Last Survivorship Annuity 


Option rider on request. 


Statement Concerning Dividends: 
Preferred Risk Whole Life Distributions for 1932 
INCREASED. 


General scale of cost somewhat improved with announce- 
ment of dividends payable on policies issued since 


June 1, 1931, at reduced premium rates. 


JOHN HANCOCK FULL LINE LIFE SERVICE 
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Harvey Weeks Offers 
Pertinent Sales Tips 


MAKES HIT AT McNAMARA MEET 





Tells Agents to Outline for Prospects 
Merits of Their Present Coverage 
Before Attempting to Make Sale 





It is doubtful if Harvey Weeks, for- 
mer life insurance man who is now as- 
sistant vice-president of the Central 
Hanover Bank & Trust Co., has ever 
been in better speaking form than he 
was last week when he addressed the 
sales congress of the John C. McNamara 
Organization of the Guardian Life in 
New York City. For a period of one and 
a half hours he held the close attention 
of the agency members while he dis- 
cussed forcefully many phases of life in- 
surance selling. 

“Before you start talking about addi- 
tional insurance to a man,” Mr. Weeks 
advised, “talk to him about the virtues 
of his present insurance. Get him to 
realize and appreciate just what his 
present coverage can accomplish and he 
will automatically begin to see how addi- 
tional will further achieve his desired 
ends. Try to impress upon him the fact 
that when he pays premiums he is sav- 
ing money and not spending it. Few 
men have this viewpoint; they look upon 
paving premiums as an expenditure.” 

One of the most important tips that 
Mr. Weeks gave was that salesmen 
should always attempt to be just as in- 
different about a sale as possible. “Keep 
away from sales pressure and make your 
prospects feel that they are doing the 
buying,” he said. “If an agent can ap- 
pear indifferent, his bearing will have a 
powerful effect on breaking down the 
prospect’s attitude of defense. There is 
much merit in the old sales slogan of 
‘Push the goods but do not shove the 
customer.’ Alwavs try to avoid telling 
prospects what they should do: rather 
give them ideas which will make them 
want to act.” 

Approaching Procrastinators 

The speaker gave another valuable tip 
on approaching those prospects who let 
agents keep calling without giving them 
the satisfaction of knowing just why 
they are procrastinating. This type ap- 
pears to be interested in increasing their 
protection but won’t come to a definite 
decision. Mr. Weeks suggested that the 
agents appeal to their sense of fair play 
by saying something like this: “Mr. 
Blank, I’ve already talked to you sev- 
eral times about life insurance. You’ve 
been courteous and kind to me in our 
interviews. You've probably misunder- 
stood something which I said, and if so, 
I want to apologize. I’m much more in- 
terested in having your good will than 
in selling your insurance.” In this man- 
ner an underwriter can get the prospect 
to come out in the open. He will think 
that he has hurt the agent’s feelings in 
some way and will want to make amends. 

There are a great many people who 
have never taken the trouble to make 
wills. For this class Mr. Weeks strong- 
ly recommended that the agents use a 
“will approach.” In order to do this, 
they must take the pains beforehand, of 
course, to familiarize themselves with all 
detai!s about wills so that they can give 
authoritative information. “Few married 
men without children realize that their 
wives would only get a percentage of 
their estate if no will is made,” Mr 
Weeks said. “They take this for grant- 
ed and consequently their expectations 
are often sorely frustrated. Spend some 
time learning all about little facts such 
as this so that .vou can make your sales 
talk a little different from that of the 
usual run of salesmen.” 


WOODS AGENCY BUSINESS UP 

William M. Duff, president of the Ed- 
ward A. Woods Co., general agent for 
the Equitable Society at Pittsburgh, re- 
ports that February sales of $4,015,989 
represent approximately 5% increase over 
February of last year. This record 
month follows a record January. 
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N. A. L. U. TREASURER’S REPORT 





Robert L. Jones Reports That Associa- 
tion is in Fine Financial Condition; 
Assets Show Big Gain 
That the National Association of Life 
Underwriters is in fine financial condi- 
tion was brought out clearly by Robert 
L. Jones of New York City, treasurer 
of the association, who gave his report 
at the recent mid-year meeting in Chi- 
His report covered seven months’ 
1931, to January 31, 


cago. 
operation, July 1, 
1932. 

The association’s total assets are now 
$50,787 as against $40,149 a year ago. The 
total receipts for the seven months have 
been $67,211 as against 7/12 of the bud- 
get expectancy, which would amount to 
$64,618, or an excess of $2,593. This in- 
cluded the item of convention fees, which 








In a day there are 86,400 seconds. 


were $2,000 in excess of expectancy. 
Mr. Jones make this comment in his 
report: “It gives me a great deal of 
pleasure to offer this statement because 
it shows that while we are making fine 
progress in the field and establishing 
ourselves more and more firmly in the 
minds of our members, yet we are do- 
ing this without our budget expectancy 
and managing to hold a very handsome 
surplus in these troublesome times.” 


HAS BIGGEST FEBRUARY 


George A. Martin, first vice-president 
of the Continental American Life of 
Wilmington, Del., ‘has notified the agen- 
cy force of the company that new pre- 
miums during last month make it the 
biggest February in the history of the 
company. New premiums were 23% 
ahead of February, 1931, and the volume 
of new paid-for business was 37% more 
than for the corresponding month last 


year. 


Each one is a small 


golden particle of time . . . every tick of the clock and one is 
gone. To get your full share of this gold you must be like a 


prospector and dig, dig, dig. 


That’s what Midland Mutual representatives are doing .. . 


they are making their own prosperity. They do not have to 


hesitate in going after business because the Midland has 


made no dividend reductions and as usual “Its Performances 


Exceed Its Promises.” 


THE MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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Southern Ad Men Meet 
In Dallas April 17-19 


MAGEE REGIONAL CHAIRMAN 





Advertising Exhibits a Feature; Lorry A. 
Jacobs to Preside; J. W. Murphy in 
Charge of Exhibits 





The southern regional meeting of the 
Insurance Advertising Conference will be 
held in Dallas, April 17, 18 and 19 and a 
special feature of the meeting will be the 
exhibit of the advertising of the south- 
ern company members, according to an 
announcement by Rex B. Magee of the 
Lamar Life, chairman of the southern 
regional group. John W. Murphy of the 
Pan-American Life has been appointed 
chairman of the advertising exhibit com- 
mittee. 

The advertising exhibit will be divided 
into two sections, the first a competitive 
exhibit of trade journal, direct-mail and 
newspaper advertising, in which three 
trophies are offered the winning contes- 
tants. “Texas Insurance” will award the 
cup for the best trade journal advertis- 
ing, the southern group offering the cup 
for best direct-mail advertising and the 
“Dallas Morning News” offering a cup 
for best newspaper advertising. The cups 
will become the permanent property of 
the winners when won in three separate 
competitions. Certificates will be award- 
ed for permanent keeping to those who 
win first and second place in the com- 
petitive division of the exhibit. Three 
prominent Dallas advertising men are 
expected to serve as judges. 

The other division of the exhibit will 
consist of entries of all sorts of adver- 
tising and sales promotional material 
submitted for general display only. The 
best matter displayed in this section and 
not falling within the type of advertising 
submitted in the competitive section will 
receive certificates of “general excel- 
lence” from the judges. All I. A. C. com- 
panies are urged to submit entries for 
this section. 

Lorry A. Jacobs of the Southland Life 
is local chairman of the southern re- 
gional meeting this year. An increased 
attendance is expected at the meeting, 
for which an excellent program has been 
arranged. 





D. R. SIDLE MANAGER 





Now Running Home Office Agency of 
Girard Life in Philadelphia; Has 
Had Wide Experience 

Don R. Sidle has been made manager 
of the Girard Life’s home office agency 
at 529 Chestnut Street, Philadelphia. A 
graduate of Hamilton College, he had 
some years of Chamber of Commerce ex- 
perience, is an expert on tax matters and 
entered life insurance with the Travelers. 
He did some very good work for the 
Travelers in Florida and was then made 
assistant manager of one of its offices in 
Philadelphia. 





NEW JAMAICA, L. I., OFFICE 

The Postal National Life has recently 
opened a general agency at Jamaica, 
L. I., in charge of Henry B. Chaffee and 
William Hesse. Henry B. Chaffee had 
been with the home office for two years 
while Mr. Hesse was associated with the 
Mutual Benefit until his tie-up with Mr. 
Chaffee. 





WISCONSIN COMPANY GAINS 

During the sixteen years of its exist- 
ence the National Mutual Benefit of 
Madison, Wis., has paid out more than 
$4,000,000 in death claims and other pay- 
ments. The company’s assets have grow! 
from $7,563 in 1916 to more than $3,160,- 
000 at the present time. The company 
recently took over the Farmers Life As 
sociation of Humbird, Wis. 





ASS’N MEETING IN NEWARK 

The luncheon-meeting of the Life Un- 
derwriters Association of Northern New 
Jersey will be held in Newark next Mon- 
day. The executive committee will hold 
a meeting previous to the luncheon. 
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Fidelity Mutual Report 
Shows Progress in 1931 


LOWEST MORTALITY IN HISTORY 





President Talbot Comments on Com- 
pany’s Strengthened Financial Posi- 
tion; No Reduction in Dividends 





In issuing the fifty-third annual re- 
port of the Fidelity Mutual Life, Presi- 
dent Walter LeMar Talbot tells how the 
Philadelphia company strengthened its 
financial position in 1931, despite the un- 
fortunate general business situation. The 
company increased both its assets and 
its surplus. It met every obligation. It 
made necessary adjustments in invest- 
ment values and maintained the highest 
dividend scale in its history. Moreover, 
it had in 1931 the lowest mortality ratio 
in its experience. 

The Fidelity has increased its dividend 
scale six times in the past eleven vears. 
The highest scale in its history, main- 
tained in 1931, will be continued this 
year. The sum of $3,514,347, included 
in the company’s liabilities, has been set 
aside to pay these dividends to policy- 
holders in 1932. While liberal adjust- 
ments of investment values were made 
by the company to bring the figures in 
line with new and more conservative ap- 
praisals, the surplus or reserve for con- 
tingencies, nevertheless increased to 
$5,500,000. This accumulation for safety 
exceeds by more than $250,000 the figure 
of last year. 

Gain in Assets 

The assets on December 31, 1931, 
amounted to $98,138,711, showing a sub- 
stantial gain of $4,595,212 during the year. 
The total represents an increase of more 
than 38% over the figure reported only 
five years ago. The average interest for 
the year on the mean invested assets was 
4.96%. Valuations used in determining 
the assets were based upon the recent 
recommendations of the National Con- 
vention of Insurance Commissioners. 

The Fidelity’s total of insurance in 
force stood at $423,345,198 at the close of 
1932. The volume of new paid business 
for the year totaled $41,167,782. Of this 
amount 47.52% was issued on Life and 
Limited Payment Plans; 37.90% on the 
“Income for Life” and Endowment 
Plans; and 14.58% on the Term Plans. 
The average amount per policy paid for 
in 1931 was $4,327. 

Payments to policyholders and_ to 
beneficiaries in 1931 totaled $11,878,729. 
Of this amount living policyholders re- 
ceived $3,098,086 on account of dividends 
alone. During the fifty-three years of 
the company’s activity it has paid to its 
policyholders and their beneficiaries the 
sum of $146,528,764. 

The company enjoyed, in 1931, the low- 
est Mortality ratio in all its experience 
—34.8% of the expected. Death claims 
were incurred during 1931 on the lives 
ot 941 policyholders, insured for $3,778,- 
970. The average claim was $3,344. 


N. A. L. U. COMMITTEE MEMBERS 
_ The members of the advisory nominat- 
ing committee of the National Associa- 
tion of Life Underwriters, as announced 
by President Storer at the recent Chi- 
cago meeting, are as follows: S. T. 
Whatley, Aetna Life, chairman; E. B. 
Hamlin, National Life of Vermont; Karl 
L. Brackett, John Hancock; Julian S. 
Myrick, Mutual Life, and Charles L. 
Scott, Massachusetts Mutual. 








PHOENIX MUTUAL APPOINTMENT 
L. W. Harrison, Jr, who has been 
affiliated with the Detroit office of the 
Phoenix Mutual, is slated to take over 
the New Jersey territory for the com- 
Pany, succeeding Earl C. Heap, who re- 
cently joined the Fraser Agency of the 
Connecticut Mutual in New York City. 





._ HAVILAND PRODUCTION 

The John T. Haviland general agency 
of the Penn Mutual Life in Newark had 
an increase in production for the first 
two months of this year of 100%, paying 
for $1,000,000. So far March is ahead 
of last year’s March. 


Bill Would Include 
War Risk in Policies 


STRONG GROUP AT HEARING 





Among Those Appearing Were: W. M. 
Strong, C. G. Taylor, Jr., Henry 
Moir, R. D. Murphy, V. Howell 
and H. S. Weaver 





The New York State Senate insurance 
committee were left in no doubt, at a 
hearing last week, as to what the in- 
surance business thought of the Thomp- 
son-Wallace bill, sponsored by the 
American Legion which would prohibit 
companies from including in policies an 
exception of the risk of military and 
naval service in war time. 

Among those appearing at the hearing 
and speaking against the measure were: 
Wendell M. Strong, associate actuary of 
the Mutual Life, New York, and presi- 
dent of the Actuarial Society of Amer- 
ica; Charles G. Taylor, Jr., third vice- 
president, Metropolitan Life; Henry 
Moir, president, United States Life, New 
York; Ray D. Murphy, vice-president, 
Equitable Society, New York; Valentine 
Howell, associate actuary, the Pruden- 
tial, and Hobart S. Weaver, attorney, 
Association of Life Insurance Presidents. 

Mr. Strong, making the principal ar- 
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Philadelphia Life Insurance Company 


111 North Broad Street, Philadelphia, Pa. 











gument against the bill, pointed out that 
premiums are based on a risk reasonably 
measurable and that the companies 
would not know what the war risk would 
be. He declared that the companies 
would be compelled under the proposed 
requirement of law either to charge pro- 
hibitive premium rates or discontinue the 
writing of insurance during war time. 
It was also pointed out that during the 
last war the government assumed the 
war risk. The superintendent of insur- 
ance is opposed to the bill and it is re- 
garded as having little chance of being 
reported out of committee. 





TO FOLLOW DR. LINES’ IDEA 

Last summer Dr. Ernest H. Lines, 
chief medical director of the New York 
Life, issued a statement pointing out 
how some of the vast surplus of wheat 
now on hand in this country could be 
used for distribution to the poor and un- 
employed and how it could be used effec- 
tively, without milling, to provide a sat- 
isfying and appetizing food. This is in- 
teresting in view of recent dispatches 
from Washington which state that pas- 
sage of the Capper-Jones bill giving 40,- 
000,000 bushels of Farm Board wheat to 
the American Red Cross to feed the 
needy, is assured. 
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NEW YORK LIFE IS 
ON THE AIR 


HOUSANDS of congratulatory letters about our radio programs have 
been received. The purpose of these broadcasts is primarily to promote 
the conservation of insurance; and the Company hopes that life insurance, 


in general, as well as the New York Life will benefit. 


The agents of all companies are invited to tune in 
on our programs every Tuesday evening 


on any of the following stations: 


9:30 Eastern Time .......... er Ps cn cane (WJZ) 
ee te ah MS Sea nies wba (WBZ) 
te te ge Tee: Springfield ....... (WBZA) 
te te i ne eee Baltimore ......... (WBAL) 
ee te , rs ee Richmond ....... (WRVA) 
ee te de on SRS Rochester ........ (WHAM) 
ee ee AE Ee CT Cleveland ....... (WGAR) 
ee te ER ter ee y y. Pittsburg ........ (KDKA) 
te ee ee ey ao Sas (WJR) 
te te re eee ere (WLW) 

8:30 Central Time ........... Chicago ...... (WENR) 
ee ee ge TS ee eae ree (KWK) 
te ee F  tsokcumies Kansas City ...... (WREN) 
ee * a ee Council Bluffs, Ia... .(KOIL) 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York, N. Y. 
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Insurance Company Opposition t to 
U.S. Home Loan Discount Banks 


Reflecting Viewpoint of Life Executives, S. F. Westbrook, 
Vice-President of Aetna Life, Says Proposed Bill as 
Emergency Measure Is Unnecessary and as 
Permanent Measure Is Dangerous 


The testimony of S. F. Westbrook, 
TC president oj the Aetna Life, delivered 
before a subcommittee of the committee 
on banking and currency in Washington, 
correctly reflects the opposition of life 
companies to the creation of a system of 
Federal Home Loan Discount Banks. The 
louns of the Aetna Life to home owners 
or home builders approximates $25,000,- 
000. Mr. Westbrook said in part: 


Insurance companies believe that the 
proposed bill as an emergency measure 
is unnecessary and as a _ permanent 
measure unsound and dangerous. 


Would Invade State Rights 


1. As a permanent measure, the per- 
manent addition of a large amount of 
tax-exempt Government securities will 
replace securities which at the present 
time are paying taxes. 

2. States’ rights will be invaded by 
its quite direct supervision of all institu- 
tions which become members of the Fed- 
eral Home Loan Bank, and the direct in- 
fluence that this will have on state bank- 
ing laws will be profound. 

3. There will be set up an immense 
government fund in competition with 
private funds. And when I speak of pri- 
vate funds I instinctively visualize the 
accumulation of the moneys of a great 
many million small people who are in- 
vesting their money, wittingly or unwit- 
tingly, through the life insurance compa- 
nies. The set-up gives the Government 
plenty of authority and theoretical con- 
trol, but the indispensable supervision 
can be provided only at staggering costs 
od intricate organization which in the 
end will only parallel existing organiza- 
tions. Now, I say that from the point 
of view of an official who has to do 
wholly with the administration of a great 
many small mortgage loans, and with a 
knowledge of the necessity for constant 
and unremitting supervision. 

4. In normal times competition for 
loans has been such that many unsound, 
unsafe practices have developed, such as 
inflated appraisals, disregard of district 


planning, tremendous duplication of 
housing facilities, dangerously lenient 
loan terms, the addition of further 
sources of credit will intensify the com- 
petition and aggravate the unsound prac- 
tices. 

5. The apparent need for the future, 


as a permanent institution, is a planning 
organization which can guide mortgag« 
investors intelligently. There is plenty 
of money, but too little coordination and 
plan. No apparent cognizance is being 
taken of such potent factors as restrict- 
ed immigration, the present definite 
back-to-the-farm movement, and a great- 
ly reduced birth rate. 


New Money Will Not Help 


\s an emergency measure, the situa- 
tion can best be visualized by taking 
common individual situations, so as to 
see how such situations would be affect- 


ed by the bill. 

1, From the point of view of a home 
owner with a loan in good standing, in- 
terest and taxes and principal require- 
ments paid, this represents most conser- 
vatively 90% of the owners of mort- 
gaged homes in the country. 

New money will not help him. He 


KANSAS CITY LIFE FIGURES 
The Kansas City Life wrote $73,359,838 
of new paid business in 1931, according 


to the company’s annual statement, re- 
cently published. The total assets at 
the close of the year were $69,287,490. 


More than $2,570,000 was paid out during 
the year in death claims. The company’s 
insurance in force at the close of 193] 


totaled $423,569,331. 


may be having difficulties in meeting 
these obligations, but this difficulty is 
caused by lack of income; not lack of 
credit. 





I know of no insurance company 
where a maturing loan which has been 
kept up in good standing as to interest 
and taxes will not be renewed by the 
mortgagee willingly and gladly. 


Opportunities to Purchase a Home 


From the point of view of a person 
seeking to purchase a home at the pres- 
ent time there are offered a number of 
opportunities. 

1. Properties new, old and indifferent, 
owned by institutions or individuals 
through foreclosure of mortgages—first 
mortgages, second mortgages, or third 
mortgages. In many instances the first 
mortgage may be in good standing. 
Prices, terms and selection are all most 
attractive. 

2. Properties at present occupied by 
the owner with interest and taxes paid, 
but with such a seriously curtailed in- 
come on the part of the owner occupant 
that were it not for his honorable re- 
gard for his obligations, he would have 
defaulted and moved as a measure of 
cconomy. A great many such houses are 
listed with the real estate people all over 
the country. 

3. If neither of the mentioned oppor- 
tunities are attractive to the prospective 
home owner, he may build at the mo- 
ment at costs greatly reduced from for- 
mer costs. But to do this he must have 
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at least 25% of the cost of the house 
in cash, even assuming that the Federal 
Home Loan Bank is operating, in which 
case the lending institution may receive 

an advance of 60% of the 75% mortgage. 
Translated into dollars and cents, this 
means on a $10,000 property that the 
home owner must have $2,500 in cash, 
that the loaning institution must provide 
$7,500, and that it in turn will receive 
from the Federal Home Loan Bank 
$4,000, for it is proposed that the bank 
will not advance more than 40% of the 
value of the property. It is my opinion 
that the present economic state of the 
country will not permit transactions of 
this kind in great number. 

4. From the point of view of the lend- 
er, there can be no question but that in 
a great many instances there is desper- 
ate need at the present time for some 
medium whereby owned mortgages in 
good standing may be used as collateral 
for substantial loans so that depositors 
and stockholders may be paid off and in 
some instances perhaps that policyhold- 
ers may receive their due. 


The Present Situation 


I know of no such instances. 

The Reconstruction Finance Corpora- 
tion is organized especially to care for 
this situation, and is prepared to func- 
tion. 

The present situation, including a shortage of 
mortgage money, if there is such a shortage, or 
a lack of demand for new mortgage money, 
which seems the more likely, and the unusual 
inability of mortgagors as a class to meet their 
obligations is the result of impaired incomes 


Eightieth Anniversary Year 

BERKSHIRE LIFE INSURANCE COMPANY is justly 

proud of its record for past year. 

The marked gain of insurance in force has resulted principally 

from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 

“Ask Any Berkshire Agent.” 

BERKSHIRE LIFE INSURANCE COMPANY 

Incorporated 1851 





Net Results in 1931— 


An Increase in Insurance in Force equivalent to 20% 
of 1931’s paid production— 


An Increase in Assets of 8%— 
An Increase in Surplus of 11%— 


Interest earnings on invested assets—5.71 % 
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on every hand as a result of which bank de 
posits both savings and commercial, have 
shrunk, purchases of building and loan shares 
have been retarded, and loans on life insu: 
ance policies have increased. With that as evi 
dence, it seems futile to expect, first, that there 
are many individuals who have 25% of the cost 
of a house and lot in cash; second, that if they 
have the cash, they have the courage and con- 
fidence in the immediate future to make the 
investment; third, that there exist in material 
numbers institutions which are seeking invest- 
ments such as the 35% of the cost of new 
construction necessary; and fourth, that there 
is a market at the moment for bonds in huge 
amounts if the first three expectations turn out 
to be reasonable ones. 


JAMESTOWN AGENCY AHEAD 





New Postal National Office Attracted 
Attention When 80 Business Men 
Were Its Banquet Guests 


Newly opened in Jamestown, N. Y., 
the Postal National Life agency there 
has been making good progress ever 
since eighty of the prominent business 


men of the town attended a dinner given 
by James J. Boland, general agent of the 
company in Buffalo. This affair, to which 
the Jamestown mayor sent his personal 
representative, served to attract favor- 
able notice to the company, gave it a 
good start in up-state territory. Super- 
visors in charge of the office under Gen- 
eral Agent Boland are Charles E. Backus 
and J. Klugsberg, both well known in 
Jamestown. 

The new agency has already received 
the benefit of an all-day training course 
given by M. J. Denda, home office agen- 
cy director. Mr. Denda, who is both a 
director and member of the executive 
committee of the Postal, also gave an 
inspirational banquet talk pointing defi- 
nitely to the possibilities for life insur- 
ance production in the up-state territory. 
By way of substantiating his belief he 
was presented with $175,000 of business 
at the close of his talk, the initial ef- 
forts of the agency in its first twenty- 
five working days. Other speakers were 
General Agent Boland, who heads Bo- 
land-Iselin, Inc.; Mitchell Smith, its 
agency superintendent; Frank O. Sey- 
mour, toastmaster; Messrs. Klugsberg 
and Backus. 





HIGH HONOR FOR R. S. EDWARDS 





Aetna Life Gen’l Agent Among Few to 
Win Coveted President’s Trophy 
for Superiority in East 

Winning the coveted President’s Tro- 
phy in the Eastern division for 1931 puts 
the R. E. Edwards agency of the Aetna 
Life in New York in a stellar position 


among the general agencies of the coni- 
pany. This honor goes each year to only 
four agencies of the Aetna Life. In 
1930 it was ig a to the R. H. Keffer 
agency for the Eastern division. It sig- 
nifies that the Edwards agency dis- 
tinguished itself by an increase in busi- 
ness, conservation progress, quality of 
its business, development of a full time 
producing organization, agency esprit de 
corps and all other factors contributing 
to agency growth. 

“Rock” Edwards succeeded Dewey Kk. 
Mason, now at the home office, as ger- 
eral agent in charge of the 52 Vander- 
bilt avenue office in July, 1930, starting 
from scratch in New York City after 
building a successful agency in Detroit. 
Working quietly and concentrating on 
the development of full time producers, 
five of his men made the Aetna Life 
honor roll last year. As has been an- 
nounced, Mr. Edwards will on March 
15 take over the business now handled 
by H. C. Hubbell at 110 East 42nd street. 
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Equitable of Iowa 
Assets $128,815,404 


H. S. NOLLEN ON FARM LOANS 





Most Country Mortgages of Company in 
lowa, With a Few in Neighboring 
States; Foreclosures Rented 





The Equitable Life of Iowa had a 
gain of insurance in force amounting to 
$1,262,878 in 1931, according to the annu- 
al report of the company. Admitted as- 
sets increased $10,113,257 and surplus was 
$391,527 greater. Business paid for dur- 
ing the year was $63,248,079. 

\dmitted assets stand at $128,815,404, 
and total surplus and capital stock 
$5,424,264. 

President Henry S. Nollen discussed at 
some length in his report the company’s 
position in regard to farm loans, in 
which the company has invested $54,- 
177,007. He said: 

“Our farm real estate is practically all 
in the state of Iowa. We have no fore- 
closed properties in the state of Kansas 
and only a few on very low values in 
the southeast corner of South Dakota 
and northwest corner of Missouri, simi- 
lar to and adjoining fertile sections of 
Iowa. All of the company’s farms have 
been put in first class condition and are 
occupied by tenants who, with their 
families, are making a comfortable liv- 
ing and producing some income for the 
company. These farms are valued on 
our books on the most conservative ba- 
sis and far below the selling price in 
normal times. We have been able to 
select the highest grade of tenants, be- 
cause we have more applicants than we 
can supply with farms. The home office 
has experts to co-operate with these 
tenants, and many of them have an am- 
bition to purchase the farms which they 
are now renting. 

Selling Some Farms 

“The company has, in the course of 
the past few years, sold quite a num- 
ber of farms, and it is gratifying to re- 
port that, of all these contracts, there 


have been only two cases in which they 
were cancelled. Our reason for not dis- 
posing immediately of farms acquired 
is that we know from experience that 
there will be a very marked improvement 
in values and, as with all other kinds of 
property, it should not be put at forced 
sale but we should await opportunity 
for a normal demand. The recent 
forced sale of various types of proper- 
ties, including bonds of the highest 
grade, has depressed their prices and 
caused unnecessary loss to many insti- 
tutions and individuals. The fact that 
our company can continue meeting ev- 
ery obligation while increasing its assets 
and surplus funds, shows that it is not 
under the necessity of disposing of these 
assets at sacrifice prices.” 

Payments to policyholders and bene- 
ficiaries during the year amounted to 
$14,440,642. Under assets the fionres 
run: Bonds, amortized values, $25,126,- 
734; mortgage loans, $61,462,028: real es- 
tate, $7,051.889; policy loans, $27,551,556. 
Total liabilities are $122,391,140. 


PHOENIX MUTUAL HAS GAINS 








Company Had Biggest Feb~uary in His- 
tory; Two Months’ Total 29% Ahead 
of Last Year 

Substantial increases in this year’s 
business are reported by the Phoenix 
Mutual Life. The company issued more 
insurance in February than in any other 
previous February and for the first two 
months of 1932 its paid business is 20% 
ahead of the same period of 1931. Ac- 
cording to the report this increase ws 
partly due to the opportunity offered the 
public to secure disability income nro- 
tection before the revision of that bene- 
fit became effective, February 15. 

The company also reported that the 
average premium per $1,000 of insurance 
was larger in 1931 than it was in 1930 
in spite of the fact that the schedula 
of premiums remained the same. This 
trend is continuing into 1932 and indi- 
cates that the public is becoming more 
interested in the policy forms which 
guarantee an income to the insured 
themselves at retirement age. 
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to the public need than those issued by 
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H. L. TAYLOR APPOINTMENT 





Oscar V. Jones Made Agency Organizer; 

Georgia Tech and Yale Graduate; 

Insurance Experience in Two Cities 

Harold L. Taylors Mutual Life man- 
ager, 521 Fifth Avenue, New York City, 
has appointed Oscar V. Jones agency or- 
ganizer. A Maine man who is a graduate 
of Georgia Tech, Yale and the N.Y.U. 
life insurance course, Mr. Jones has been 
a successful agent in this city and Wash- 
ington. He will have charge of obtain- 
ing and training new organization for 
the Taylor agency, which specializes in 
full time personnel. 





350 AGENTS TO MEET 


The forty-third annual convention of 
the Western & Southern Life will be 
held March 18 and 19 at the Sinton-St. 
Nicholas Hotel. More than 350 visiting 
representatives of the company will 
visit Cincinnati for the convention. They 
will include managers, superintendents 
and agents who qualified in business pro- 
duction. On the program are two busi- 
ness sessions, a divisional conference 
and a banquet. All meetings will be 
under the direction of Charles F. Wil- 
liams, president. 





Hurja, Chase & Hooker Advertising 
Agency, Chicago, which specializes in 
fraternal insurance advertising and cam- 
naigns, has changed its name to Hurja- 
Johnson-Huwen, Inc. 








MAKES GAINS 





Bankers National Life’s Assets Show 
746% Increase; Assets 16% In- 
crease Over 1930 

The Bankers National of Jersey City 
had $65,375,000 insurance in force at the 
end of the year. Its annual report indi- 
cates continued growth: Despite unsatis- 
factory general conditions last year the 
company had a gain of 744% in its in- 
surance in force over 1930. 

Assets also showed an encouraging in- 
crease, being some 16% over the total 
at the end of 1930. The company earned 
5.19% on its mean ledger assets. Its total 
admitted assets are about $3,000,000. 





LOOMIS AND ASSOCIATES HERE 
Connecticut Mutual Home Office men 
attending the New York Sales Congress 
this week are James Lee Loomis, presi- 
dent; Peter M. Fraser, vice-president; 
Harold M. Holderness, vice-president; 
Vincent B. Coffin, superintendent of 
agencies; Fred O. Lyter, assistant super- 
intendent of agencies; Kenilworth H. 
Mathus, editor of publications; George 
F. B. Smith, agency assistant, and Ed- 
ward C. Anderson, agency assistant. 





MUTUAL LIFE CHANGE 
Myron C. Graff, formerly district man- 
ager for the Mutual Life at Racine, Wis., 
has been transferred to Madison to suc- 
ceed L. S. Pennewell. Mr. Graff will 
have charge of Columbia, Dane and Iowa 
counties for the company. 

















EXCELLENT OPPORTUNITY 


for a man with proven record in developing 


brokerage business 


A growing agency for one of the larger companies is seeking 


He will be paid a fixed salary or salary and bonus whichever 


is preferred. 


He must be under forty and have a good background of experi- 


ence in the brokerage field. 


the right man to manage and develop its brokerage department. 


Please write giving full details to 


Box 1186, The Eastern Underwriter 
110 Fulton Street, New York 
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LIVE HINTS'FOR BUSINESS 











As a door-opener, 
what approach could 
be more timely or ef- 
fective than that 
used by Louis C. 
Roth? asks The Circle of the Diefendorf 
Agency. Mr. Roth often approaches his 
prospect by asking: 

“Mr. Smith, most men with whom | 
have talked lately, tell me that the plans 
they made a year or two ago for the se- 
curity and the protection of their estates 
cannot be used today. Is that true in 
your case?” 


Making 
Prospects 
Say “Yes” 


+ + os 
It is a little more 
On difficult to get pros- 
Finding pects today probably 
Prospects than it was a few 


years ago, said Glenn 
B. Dorr, Equitable Society agent of New 
York City, in a recent address. Every 
man cannot properly be called a prospect. 

Mr. Dorr suggested that agents carry 
with them a card each day on which is 
a prospecting program in general for that 
day. “In addition to carrying it with 
you,” he said, “make sure before the day 
is over that you have completed that 
program.” On this card he suggested 
listing: One Lead—Newspaper; One 
Lead—Old Policyholder; One Lead— 
Personal Friend; One Lead—Follow-up 
Call. 

“In case you expect to get names,” 
Mr. Dorr said, “you must frame some 
kind of question a little out of the ordi- 
nary. There is little use in just saying 
‘Do you know of someone who wants 
some life insurance?’ Here is one ap- 
proach which I have found successful: 
‘Mr. Prospect, do you know of someone 
who has been favored by this so-called 
depression? Who, in your opinion, 
stands out as being successful now, de- 
spite conditions ?’” 

* * * 
Drop around to see 


Thoughts your policyholders 
on now and then, ad- 
Conservation vises Policysales of 


the Bankers National 
Life, in case you want to be an authority 
on conserving business as well as writ- 
ing it. 

To those who have lapsing in the back 
of their mind, talk actual facts. Ask 
your policyholder if he thinks his widow 
would approve of his lapsing the policy. 
Show each policyholder who has taken 
a loan how he has weakened his policy 
by that loan. Show him that as interest 
is charged in advance he can make 6% 
on the money he pays back. 

When he tells you that he intends to 
drop the policy now and replace it when 
“times get better” point out to him the 
number of people who applied for insur- 
ance in 1930 and couldn’t get it. Then 
show him that approximately 39,000 peo- 
ple died in 1930 whose life insurance poli- 
cies, totalling more than thirty million 
dollars, had been allowed to lapse within 
the previous year. Show him that, on 
the other hand, during 1930 life insur- 
ance companies paid approximately 160,- 
000 death claims for a total of more than 
sixty-four million dollars on policies that 
had been in force less than a year. These 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 






figures will help him to realize the ne- 
cessity of hanging on to what he has 
got. 

Ask him if he will let you pick up the 
lapsed policy. Tell him that you don’t 
want to run the risk of having to face 
his widow and tell her that the policy 
she thought was valuable is only a scrap 
of paper because he had allowed it to 
lapse. 

* * * 

To the new agent 
a study of the value 
of time is as inter- 
esting as a study of 
working methods, 
says Nelson F. Davis, Jr., assistant su- 
perintendent of agencies of the Guard- 
ian Life. There is a right way and a 
wrong way of using time. Just as we 
aim to concentrate our strength in sell- 
ing, so we should concentrate our time. 


The value of definite hours cannot be 
too strongly emphasized. Stores, offices 
and factories open on time and close on 
time. The state of the weather and con- 
venience of individuals makes little or 
no difference in business. Regularity of 
schedule is the important thing. Like- 
wise, in selling life insurance, working 
on schedule is important. And the 
harder you work today, the closer you 
adhere to schedule—the more anxious 
you will be to start tomorrow. 

Gain momentum and the momentum 
will carry you on. Start out and as long 
as you keep to schedule, you will find 
the going fairly easy; stop and return to 
the office, interrupt your schedule and 
you'll find it a mighty hard job to get 
going again. 

Find out at which hours of the day 
you are at your best. Schedule most 
of your important work during those 
hours. 

We talk the Life Value idea to our 
prospects. Do we apply the same ideas 
to our own problems? What is the Time 
Value of our day—our week? Perhaps 
if we figure out our own Time Value, 
our plans will take on new meaning. 


Studying 


e 
Time Value 


* * Ok 
“Don’t underesti- 

Don't mate 1932,” advises 
Underestimate Vice-President Hen- 


1932 ry Abels of the 
Franklin -Life. 

“If anybody thinks he can do all of 
his share of the work required by 1932 
in six months, and wants to fight about 
it, I'll back him if he tackles the job 
now so that he’ll have it all finished by 
July. In addition to plenty of nerve, 
he’ll show considerably better judgment 
than if he waited till July or later be- 
fore making a start. And nerve plus 
judgment is a winning combination for 
any man who goes into action with it. 

“1932 is a year that will surely de- 
mand action. There are upward trends 
in evidence now. Some lines of busi- 
ness, very probably, wiil go to lower 
depths perhaps, and some will make 
slow recoveries—but the life insurance 
business is in better shape, more active, 
farther in the lead, and more able to 
keep in the lead of businesses working 
towards national and individual welfare 
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than any other single influence I know 
oft, 

“This country needs us. It needs you. 
We've got work to do. And we've got 
to get going and keep on going. Not 
for our own sakes alone, but for the 
sake of the land we live in—if you like 
to see it in that light. I don’t know 
how soon prosperity will return, but I 
can tell you this much: it will return a 
whole lot sooner if life insurance makes 
a gain in 1932 than if it doesn’t.” 

* * * 


Life insurance 


Rules agents who will take 
To Be the time to study the 
Disregarded following list of ways 


to avoid writing busi- 
ness, suggested by the Continental 
Agents’ Record, may be able to get a 
few wise pointers. Here they are: 

1. Repeat to yourself: “No use see- 
ing him before 10. Give him time to 
open his mail.” . 

2. Tell yourself, “It’s 11:30. He will 
leave for lunch any minute and can’t 
possibly be back until 2 o’clock.” 

At 3:30 p. m. be sure to remind 
yourself, “It’s too late to see him now. 
Almost closing time. He will be tied up 
in signing his mail.” 

4. If the above rules don’t hurt your 
business say to yourself on Saturday 
morning: “A short day. Nobody wants 











to do business on Saturday. Might as 
well hang around the office and discour- 
age everybody else. I wish business 
would pick up.” 

5. Do not consider making any calls 
in the evening. Nobody wants to be 
bothered with business at their homes. 
Besides there might be friends there 
whom it would do no good to meet. 


6. Don’t make calls on rainy days. 
Everybody’s got the blues and you'll get 
your feet wet. Also remember that ex- 
tremely hot or cold weather makes peo- 
ple irritable. 

7. Never mention what business you 
are in when mixing with people socially. 

8. Don’t miss such events as a double- 
header, a home-coming, or your favorite 
movie actress in her latest picture. 

9. Never study or read books and pe- 
riodicals pertaining to the business when 
you can find something else to do. 

10. Be sure to stay away from old 
policyholders as they might want more 
insurance or want to refer you to their 
friends or relatives. 

11. Never take time to plan your 
work, particularly your sales presenta- 
tions. 

12. And if by any chance you un- 
avoidably get a prospect, be sure to ar- 
gue with him and don’t fail to knock 
competing companies. 





inadequately or in scattered places. 


FOR YOU THE NEW EVER. 
READY LIFE INSURANCE 
REGISTER comes as a Godsend. 
It opens with an indexed section in 
which you can enter all the birth- 
days of your accounts. 

The second section provides en- 
tries for all your accounts, with a 
list of policies held by each, to- 


your accounts. 


Are Your Records ALIVE? 


. OU who sell LIFE INSURANCE KNOW how all-important it is to 
have a complete record of all your accounts. Yet you know, too, that you 
have hitherto kept your records of vital statistics, policies, commissions, etc., 


Think of seeing all this vitally important information at a glance! Think 
of having it assembled, organized, and ready to use in an attractive book 
small enough to fit into your brief case, and large enough to provide for all 


And then consider the low price—$6.50 FOR SINGLE COPY and a 
diversified price on various quantities! 
will more than pay for this register. 


SEND FOR A COPY TODAY BUT SEND NO MONEY . 


McQUADE, HART & SPENCER, Inc. 


Consultants, Auditors and Business Engineers 
Metropolitan Life Bldg —Telephone: CAledonia 5-0344—New York City, N. Y. 


gether with such important data as 
kind of policy, premiums, expira- 
tion dates, beneficiaries, delinquen- 
cies, etc. 

The third section tells you when 
premiums are paid, and consequent- 
ly provides a complete record of 
commissions due you by your com- 
pany. 


A single renewal, caught in time, 


+ » PAY THE POSTMAN 
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| New Midland Mutual 
ee Medical Director 











DR. A. 


The Midland Mutual Life of Colum- 
bus, O., has appointed Dr. A. R. Stone 
medical director succeeding Dr. Frank 
Harnden. Dr. Stone came from the 
Missouri State Life where he was as- 
sistant medical director for thirteen 
years. 

Dr. E. J. Wilson, the first medical di- 
rector of the Midland Mutual Life, re- 
tired some years ago. The Midland Mu- 
tual has always had a very low mortality 
rate averaging less than 40% of the ex- 
pected over the entire twenty-six years 
of its business. 


One Day De Long Drive 
Results in 128 Apps 


$459,000 OF BUSINESS WRITTEN 


R. STONE 








Hyman Berman Leader in Number of 
Apps, and Stanley Ayres in Volume; 
Starts With a Breakfast 





On February 29 the Charles De Long 
Agency of the Mutual Benefit devoted 
itself to a special concerted effort on the 
part of the entire agency. No particular 
preliminary preparation or announce- 
ment of the drive was made. Agents and 
office staff met with Manager De Long, 
Assistant Manager Johnson and depart- 
ment heads at the Machinery Club for 
breakfast. Immediately after leaving the 
club the men got busy and applications 
started to come in. The net result of 
the day’s work follows: 

There was a total of 110 applications 
for $435,000 from agents, supplemented 
by eighteen applications for $24,000 sub- 
mitted by the clerical force. The appli- 
cations from the agents were divided as 
follows : Main office, 55 applications for 
$245,000; central office, 35 applications 
for $114,000; Brooklyn office, 20 applica- 
tions for $76,500. 

The Leaders 

Leaders in number of applications fol- 
low: Hyman Berman, six for $24,000; 
Charles Wunder, four for $18,000; F. 
Milmoe Brown, three and a half for $13,- 
500; Herman Gunster, three for $30,000; 
Gates Hamburger, three for $25,000; 
Maurice A. Blate, three for $23,000; Jer- 
rold Cochran, three for $11,000; Bernard 
Zahn, three for $3,000. 

Leaders in volume were Stanley Ayres, 
$55,000; Herman Gunster, Gates Ham- 
burger, Hyman Berman, William Whit- 
ney and Charles Wunder. 


TESTIMONIAL BANQUET 
Clayton W. Andrews was given a tes- 
timonial breakfast last week in recogni- 
tion of his having led 500 agents of the 
State Mutual Life in the Buffalo district 
for the second consecutive year in total 
underwritings of 1931. 





Machir Dorsey Elected 
Inter-Southern Head 


CENTRALIZING CO’S IN GROUP 





Also President of Security and Chair- 
man of Northern States; A. 
Kinnaird Chairman 





The election of Machir Dorsey to the 
presidency of the Inter-Southern Life of 
Louisville at a meeting of the directors 
of that company last week puts him at 
the head of another of the companies 
identified with the Dorsey interests. Mr. 
Dorsey is president of the Security Life 
of Chicago and chairman of the board 
of the Northern States Life of Ham- 
mond, Ind. At the same meeting Austin 
Kinnaird of Booker & Kinnaird, promi- 
nent general insurance agency of Louis- 
ville, was elected chairman of the board. 
Carey G. Arnett, former president who 
had been chairman of the board since 
January, is retiring from official con- 
nection. 

This centralizing of the companies is 
in line with a plan understood to have 
been under consideration of bringing the 
administration offices of the companies 
together in one place, Louisville being 
favored for this purpose. S. J. Schneider 
of Louisville has also been elected to a 
place on the board. He is executive 
manager of the Louisville Credit Men’s 
Association and both he and Mr. Kin- 
naird are prominent in Louisville busi- 
ness and civic circles giving a strong 
tie-up to the business interests of the 
city. 

Two of Mr. Dorsey’s chief lieutenants 
in the group of companies are C. Edwin 
Tohnson, executive vice-president of the 
Inter-Southern and the Security and 
Harry S. Tressel, executive vice-presi- 
dent of the Missouri State Life of St. 
Louis. 

Mr. Dorsey’s first connection with in- 
surance was in the fire branch at Co- 
lumbia, Mo., and later at Kansas City 
and Chicago. He sold these interests 
and in 1924 made his first venture in life 
insurance when he acquired an interest 
in the International Life & Trust of Mo- 
line, Ill. He and his associates later got 
control of the Crescent Life of Indian- 
apolis, merging these in 1927. At about 
this time the Keystone Holding Co. was 
formed not as a financing agency but as 
a holding company. Then the Northern 
States Life was purchased in 1929 and 
the business of the Crescent, amounting 
to about $15,000.000 was reinsured in it, 
making the total insurance in force ap- 
proximately $50.000,000. The Keystone 
purchased the Security Life in 1930 and 
the next step was the acquisition of the 
Reinsurance Life which was reinsured by 
the Security bringing the total insurance 
in force to $180.000,000. 

Control of the Inter-Southern was ac- 
quired in the fall of 1930. This company 
owns about 30% of the Missouri State 
Life stock which in turn has a contract 
to nurchase the Southwestern Life of 
Dalles. About three-fifths of the pur- 
chase price has been paid. 





HEAR HOME OFFICE SPEAKERS 


Representatives of the Blossom agency 
in Erie, Pa., attended a sales conference 
last week at which Vincent B. Coffin, su- 
perintendent of agencies of the Connec- 
ticut Mutual Life; Kenilworth H. Ma- 
thus. editor of publications, and George 
F Smith, agency assistant, were 
speakers. 





NAMED DISTRICT MANAGERS 


O. Sam Cummings of Dallas. Texas 
state manager for the Kansas City Life, 
has appointed Richey & Casev of San 
Antonio, well known general insurance 
agency, as district managers for the 
company. 





FEBRUARY BUSINESS GOOD 


The metropolitan office of The Mac- 
cabees, in charge of M. J. O’Brien, went 
over the $300,000 paid-for production 
mark in February. This is considerable 
of a gain over the same month last year. 


M ANY a bright child is unjustly 
blamed for dullness because 
he cannot hear what his teacher says. 
She may not know that his hearing 
is defective. 


There are hundreds of thousands of 
such children in school now. If their 
ears are neglected, they will probably 
repeat grades much more often than 
other children. 


Any school equipped with a phono- 
graph audiometer can discover its 
hard of hearing children, a large 
proportion of whom can be saved 
from lifelong deafness provided they 
receive expert care and attention. 


Common colds, especially when in- 
volving the nasal sinuses, are a fre- 
quent cause of deafness. Noses 
should be blown gently, or infected 
mucus may be forced through the 
tubes into the middle ear and cause 
deafness. 


After an attack of measles, diph- 
theria, scarlet fever, meningitis or 
infantile paralysis, the ears should 
be examined to see if any condition 
which might cause deafness remains 
in the tubes leading to the ears. 
Diseased tonsils, adenoids, or run- 
ning ears often lead to deafness. 
Undernourishment may have a defi- 
nite relation to impairment of hear- 


ing. 
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There are millions of adults in the 
United States whose ear troubles 
were neglected in their childhood, or 
later, and who are now permanently 


deafened. 


Their number cannot be known since 
many of them are so reticent, so sen- 
sitive about their handicap that they 
make every effort to conceal it. 


With increasing deafness, year after 
year, there often comes to the hard 
of hearing a feeling that there is a 
growing barrier—an invisible wall— 
between themselves and their fellows. 


Deafened persons are often per- 
suaded to buy worthless devices and 
nostrums which do more harm than 
good. The victims suffer in silence. 
However, there are scientifically con- 
structed instruments which amplify 
sound and do aid impaired hearing. 
Ear specialists can advise regarding 
them. 


But when all scientific aids to hear- 
ing fail, lip reading offers a rescue. 
It should be an essential part of the 
education of every child whose hear- 
ing is impaired. 


Much of the deafness among adults, 
now incurable, could have been pre- 
vented if the cause had been detected 
and properly treated during child- 
hood. 





For more than 12 years a national 
service organization has been warning 
against quack remedies and giving 
information concerning hearing aids, 
vocational and employment problems, 
hearing tests for children and lip 
reading instruction. 


It has also assisted in forming local 
leagues for the deafened which have 
helped thousands to readjust their 
lives. Many of these leagues have 
auditorium earphone sets, amplified 





radios and demonstrations of standard 
hearing aids. J 


It is prepared to help those who have | 
few social contacts and who are iso- 
lated in small villages and remote | 
places. If you have any sort of hear- | 
ing problem which you long to talk | 
over with some one who will listen— 
and understand—write enclosing a 
self-addressed envelope to the Ameri- 
can Federation of Organizations for 
the Hard of Hearing, Inc., 1537— 
35th Street, N. W., Washington, D. C. 





“METROPOLITAN LiFE INSURANCE COMPANY 


FREDERICK H. ECKER, President, ONE MADISON AVENUE, NEW YORK, N. Y. 
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Linton Receives Ovation 
At Provident Convention 


TALKS ON ECONOMIC QUESTIONS 





Says Present Situation Is Not Nearly So 
Black as in Other Periods of 
Country’s History 





The highlight of the convention of the 
Provident Mutual General Agents’ As- 
sociation last week in St. Petersburg, 
Fla, was the thoughtful address of 
President M. Albert Linton which 
brought the convention to an optimistic 
close. In it Mr. Linton outlined the 
factors which had caused the 
present business depression and the 


hopeful signs which are appearing to 
clear the way for recovery. After he 
spoke the audience rose to its feet in 
enthusiastic and sustained applause. 

After contrasting today’s situation 
with those of previous business depres- 
sions President Linton made this com- 
ment: 

“In a long race it is the last mile or 
two that are the hardest. It is then that 
many become discouraged and drop out. 
In this depression we have reached that 
point. Struggling ahead amid despair 
and discouragement let us take courage 
and realize that we are probably coming 
into the home stretch. Even if the up- 
turn be somewhat delayed, the situation 
in many respects is not nearly so black 
as in other periods of our economic his- 
tory when many believed that the end 
of things was at hand. Each time the 
depression has been followed by a new 
period of prosperous business. 


The Railroad Situation 


Speakine on the railroad situation Mr. 
Linton said: i 

“Many people have lost confidence in 
the financial position of our railway sys- 
tems. One might almost think that the 
railroads had never been in trouble be- 
fore. When previous difficulties are de- 
scribed we are reminded that never have 
the railroads faced such competition 
from rival transportation agencies. That 
is true. However, we must look below 
the surface. It has been demonstrated 
that even if the country would stand for 
the congestion on our highways, it would 
require a stupendous capital outlay and 
vast operating costs to carry any large 
proportion of our freight by truck. The 
railways can still do a great deal to de- 
velop their own door-to-door service, 
using freight containers of truck body 
type and running their own truck and 
bus lines. ; 

“When trade does revive it has further 
been demonstrated that the increase in 
net operating income will be much larger 
relatively than the increase in gross op- 
erating income. It is from net income 
that interest, dividend, and sinking fund 
payments are made. 

“There is abundant evidence that the 

C. C., Congress, and State legislatures 
are awake to the importance of regulat- 
ing all forms of transportation and 
equalizing the burdens which now bear 
unevenly on the different groups. Final- 
ly, we find the Federal Government, 
through a great financial agency, extend- 
ing powerful assistance to tide the rail- 
roads over the emergency as it did after 
the war. 

“In the 90’s, 25% of all railway capital 
was in the hands of receivers. In the 
70's, the figure was 40%. Today it is 
about 5%.” : 


various 


NEW YORKERS IN MAGAZINE 


Among those writing articles in “Man- 
ager’s Magazine” for March-April, pub- 
lished by the Life Insurance Sales Re- 
search Bureau, are Ben Hyde, Penn Mu- 
tual, on “How to Keep the Agent Auto- 
matically Advised on the Status of His 
Case;” and Ralph G. Engelsman, Penn 
Mutual, on “It Stands to Reason,” and 
among those interviewed are Stuart D. 
Warner. New England Mutual; and 
Frank W. Pennell, State Mutual, on 
“The Problem of Prospecting.” 


McAndless Address 


(Continued from Page 8) 


been insured, and we are forced to use 
every means at our command to elimi- 
nate them. 

To Care For Estate Shrinkage 


A particularly attractive reason now 
presented for purchasing life insurance 
is to take care of the shrinkage in es- 
tates. This has been mentioned before. 
Such insurance, we believe, is justified 
provided the insured can rebuild his es- 
tate if he lives. In many instances, how- 
ever, there is no possibility of his doing 
this, and if his insurance estate at the 
present time represents an amount con- 
sistent with his present earnings and 
probably future earnings, or if the pre- 
mium in connection with the insurance 
already carried and that applied for calls 
for too large a portion of his income, 
such insurance is not justified. In many 
cases it is probable also that the estate 
shrinkage is more apparent than real. 
The dollar value of his estate and of his 
income may have been seriously deplet- 
ed, and yet the buying value of that 
estate and the buying value of that in- 
come according to present prices may 
have decreased very little. In this in- 
stance there does not seem to be any 
reason why insurance should step in and 
build up that estate to its former dollar 
value, which may represent an increase 
of about 50% of its former actual value, 
unless, of course, he is underinsured at 
the present time. 

The mere fact that a man owes money 
does not make him a proper subject for 
life insurance, although it must be grant- 
ed that the speculative members of this 
group are the easiest to sell. Insurance 
to protect creditors is justified only when 
it appears reasonably certain that the 
continued life of the insured means that 
the indebtedness will be taken care of 
within a reasonable time. If it is ap- 
parent that the continued life of the 
insured does not make certain such a 
condition there is no reason why the 
insurance companies should step in to 
take care of debts at his death which he 
could not have paid had he lived. Par- 
ticularly speculative is that class where 
an individual already heavily insured is 
attempting to take care of a number of 
creditors. 

In corporation insurance the amount 
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must bear a reasonable relationship to 
the value of the life insured to the cor- 
poration. There are several methods of 
approach to this problem, but the most 
logical seems to be to consider his value 
as a function of the compensation he 
receives for his services. This compen- 
sation is a measure of his value while 
living, and insurance up to five times 
that value would seem to be sufficient 
to replace the loss in earning power to 
the corporation during the period from 
his death to the time when a suitable 
successor can be found. 


40 YEARS WITH PENN MUTUAL 

Robert L. Mishler, a member of the 
John A. Stevenson Agency in Philadel- 
phia, celebrates his fortieth Penn Mutual 
anniversary next Tuesday, March 15. He 
joined the company as a Home Office 
clerk on that day in 1892; became an 
agent, and for nearly fifteen years he 
led the agency in production. He had 
an annual volume of about half a million 
throughout for thirty-five years. He 
served several terms as president of the 
Home Office Agency’s Association; is 
now president of the Ten-Year Club of 
the John A. Stevenson Agency (former- 
ly Home Office Agency). His lapse ra- 
tio in the last ten years has been 
only 2%. 




















ANNUITIES 
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New U. S. Tax Bill 


(Continued from Page 1) 


of interest received during the taxable 
year which under section 22(b) is ex- 
empt from [taxation under] the taxes 
imposed by this title; 

(2) Reserve Funds.—An amount equal 
to [the excess, if any, over the deduc- 
tion specified in paragraph (1) of this 
subsection, of 4 per centum] 3% per 
centum of the mean of the reserve funds 
required by law and held at the beginning 
and end of the taxable year, plus (in 
case of life insurance companies issuing 
policies covering life, health, and accident 
insurance combined in one policy issued 
on the weekly premium payment plan, 
continuing for life and not subject to 
cancellation) [4 per centum] 3% per 
centum of the mean of such reserve funds 
(not required by law) held at the begin- 
ning and end of the taxable year, as the 
Commissioner finds to be necessary for 
the protection of the holders of such 
policies only. 


That part of the old law stricken out 
in the paragraph on “Reserve Funds” 
does not change existing law as it merely 
eliminates that part of the old Revenue 
Act that was nullified by the U. S. Su- 
preme Court decision in the National Life 
of Vermont tax case involving the tax- 
ation of exempt interest. 

Increasing Tax Rate 

That part of the bill increasing the tax 

rate reads: 


(b) Rate of Tax.—In lieu of the tax 
imposed by section 13, there shall be le- 
vied, collected, and paid for each taxable 
year upon the net income of every life 
insurance company a tax as follows: 

(1) In the case of a domestic life in- 
surance company, [12 per centum] 13 per 
centum of its net income; 

(2) In the case of a foreign life insur- 
ance company, [12 per centum] 13 per 
centum of its net income from sources 
within the United States. 





MADE BROKERAGE SUPERVISOR 


Jack Raskin has been made supervisor 
in charge of brokerage business for the 
S. S. Wolfson agency of the Berkshire 
Life in New York City. Mr. Raskin 
joined the Wolfson agency early in 1930 
after a long experience in organization 
activities in other fields. 





TALKS TO UNIVERSITY CLUB 

L. N. Rocca, agency manager of the 
Penn Mutual Life at Fort Wayne, Ind., 
recently addressed the University Club 
there on “The Russian Situation in Re- 
lation to America’s Political and Eco- 
nomic Life.” 





S. J. FELMEISTER PROMOTED 

Samuel J. Felmeister has been made 
assistant manager at the Orange, N. J. 
district of the Colonial Life of Jersey 
City. Mr. Felmeister has been associ- 
ated with the company for several years. 
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Speakers Selected for 
Medical Section Meet 


ANNUAL A. L. C. GATHERING 





Dr. Frank Harnden Chairman of Pro- 
gram Committee; John M. Laird 
to Give Talk 





Preliminary arrangements for the an- 
nual meeting of the Medical Section of 
the American Life Convention, to be 
held at West Baden Springs, Ind., on 
Tune 7, 8 and 9, have been announced 
by Dr. Frank Harnden, medical director, 
Midland Mutual, who is chairman of the 
program committee. The program will 
be given over chiefly to discussion of 
problems relating to the heart and blood 
vessels, glucose tolerance tests, fundus 
pathology, cancer and to the medical ex- 
aminer for life insurance. 

Dr. Lawrence G. Sykes, medical direc- 
tor, Connecticut General, is chairman of 
the Medical Section; Dr. Harry W. 
Dingman, vice-president and medical di- 
rector, Continental Assurance,  vice- 
chairman, and Dr. Martin I. Olsen, medi- 
cal director, Central Life Assurance, sec- 
retary. The board of managers for the 
Medical Section in addition to the of- 
ficers includes Dr. John R. Neal, medical 
director, Abraham Lincoln Life and Dr. 
Harnden. 

Speakers at the various sessions of the 
conference will include the following: 
Dr. Sykes, John M. Laird, Connecticut 
General vice-president who is president 
of the American Life Convention: Dr. 
H. J. John, Cleveland Clinic, Cleveland; 
Dr. J. B. Young, medical director, In- 
dianapolis Life; Dr. D. B. Cragin, asso- 
ciate medical director, Aetna Life; Dr. 
C. N. McCloud, second vice-president 
and medical director, Minnesota Mutual: 
Dr. J. O. Segura, vice-president and 
medical director, Lamar Life; Dr. F. E. 
Burch, professor of Opthomology, Uni- 
versity of Minnesota, and Dr. C. W. 
McGavran of Columbus, Ohio. 





KNOXVILLE MANAGER 





Smith Tenison, Jr., Appointed by Pru- 
dential; Native of Tennessee; Suc- 
cessful Career in New York 
_The Prudential has appointed Smith 
Tenison, Jr., as manager of a new Or- 
dinary agency which will be opened in 
Knoxville about April 1. Mr. Tenison 
has had a successful career in New York 
and in going to Knoxville returns to his 
native state. He was born in Nashville 
a little less than thirty years ago and 
attended the Sewanee Military Academy 
and the University of the South at Se- 

wanee, 

Mr. Tenison is thoroughly familiar 
with the territory in which he will work 
as he entered life insurance in 1923 as 
an agent for the Prudential and_ soon 
was assigned as special agent at Knox- 
ville. He was a large personal producer 
averaging over a million of insurance a 
year and was made assistant manager 
in 1926. In 1930 he was transferred to 
New York as assistant manager under 
John McNulty at the Times Square of- 
fice of the Prudential. Last year Mr. 
Tenison went with Marsh & McLennan, 
New York, as manager of the life de- 
partment and in the fall transferred to 
the Wells and Connell agency as brok- 
€rage supervisor from which position he 
g0es to Knoxville. 





NEW MASS. MUTUAL BRANCH 


.. branch office of the Massachusetts 
siutual will be opened at 422 Third 
Street, Niagara Falls. John P. Hancock 
will manage the branch, which will be 
under the general supervision of the 
company’s agency in Buffalo. 





H. L. ASKEW CAREER 


gery L. Askew of the home office of 
e Lincoln National Life, who died re- 
cently, was managing editor of the Fort 
i ayne, Ind., Sentinel before joining the 
€ company in 1917. 


LOANS NO MENACE TO STINDE 





Big Insurance Writer of St. Louis Al- 
ways Advises Dividend Accumu- 
lation on Policies 

Out in St. Louis can be found one life 
agent who has not had to worry a lot 
about policy loans during the business 
depression. He is Eugene B. Stinde, an 
experienced independent writer, whose 
paid production in 1931 totaled $2,354,000, 
with annual premiums of $94,000. Stinde 
has been selling life insurance for twen- 
ty-five years. He explains to The East- 
ern Underwriter why loans have not par- 
ticularly bothered him in the following 
manner: 

_ “For some time now I have tried to 
induce my clients to leave dividends on 
their policies with the company at com- 
pound interest. To see the splendid re- 
serves they have built up, not only rep- 
resented in cash values but in dividend 
accumulation, is something that gives 
great satisfaction at this time. In many 
instances it has kept a man from bor- 
rowing on his policy. One client of mine 
now has about $65,000 of accumulated 
dividends. These accumulations can be 
used during lean years to pay premiums, 
if necessary, or to tide them over a tight 
place without encroaching on their pol- 


icy contracts.” 

One-third of Stinde’s 1931 business 
came from one family. He avers that if 
one member of a family purchases in- 
surance it is comparatively easy to se- 
cure business on the others if they are 
insurable. Also, he has for many years 
been an advocate of Single Payment and 
Endowment insurance. 





FINDS SALESMEN BEST BUYERS 





Fidelity Mutual Gives Results of Analy- 
sis of February Policy Buyers in 
Two Groups 

The Fidelity Mutual’s analysis of ap- 
plications for $10,000 or over in Febru- 
ary indicates that salesmen contributed 
the greatest number of the larger cases, 
the percentage being 14.2%. Next in line 
came doctors and dentists, which ac- 
counted for 12.8%, followed by managers 
and superintendents with 12.2%. Execu- 
tives and proprietors each contributed 
11.5% to the total. 

The cases less than $10,000 were led 
by the clerical occupations which con- 
tributed 14.7% of the total, followed by 
salesmen with 13.6%, the skilled trades 
with 9.4% and proprietors with 9%. 
Twenty-one such classifications were re- 
corded in the study. 


BIG PREMIUM GAIN IN MAINE 


Commissioner Wilbur D. Spencer Says 
Life Insurance Has Fully Retained 
Country’s Confidence 

Life insurance showed an increase of 
more than $500,000 in premiums in Maine 
during 1931, according to the annual re- 
port recently issued by Wilbur D. Spen 
cer, insurance commissioner of the state 
He stated that life insurance written in 
Maine last $96,000,000 
Commenting on the year’s results Mr 


year exceeded 
Spencer said: 

“Last year presents positive proof of 
the secure hold life insurance has upon 
the public mind in the way of personal 
protection and investment. Even now, 
after one of the most depressing periods 
in the country, that hold has not been 
relaxed. It has been said with propriety 
that amid the great perplexities of the 
last two years insurance is the only busi- 
ness that has fully retained the confi- 
dence of the country and of the world 
and that even the banking institutions 
have found it a safe support.” 


13.3% PRODUCTION GAIN 
The Postal National Life made a 13.3% 
gain in paid-for production in 1931. 






































AMERICA 


LIFE INSURANCE CONSCIOUS 


America is more life insurance conscious today than ever before 
in the history of the country. Men are buying life insurance today 


for its investment value as well as for protection. 


The Agent who is equipped to present a modernly arranged, sound 
life insurance program combining investment for the future with 
protection against physical and economic death is assured success. 
The Missouri State Life Agent’s multiple line “Kit” provides just 


such a program. 


Life — Accident — Health — Group — Salary Savings 


Missouri State Life 


Insurance Company 


Home Office, St. Louis 


A GOOD COMPANY TO REPRESENT 
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New York City Association Sales Congress 


In His Approach Nelson M. Way Immediately “Lays His 
Cards on the Table” 


Nelson M. Way, Canada Life repre- 
sentative and one of the first life agents 
of New York City to win the C. L. U. 
designation, offered the following as an 
approach method which he has _ used 
with success in his talk before the sales 
congress yesterday: 

“IT believe, Mr. Prospect, that if you 
greeted me today by saying that this 
was the one day in the year you had 
desired to buy life insurance, and were 
extremely glad I came in, it would be 


in the nature of a miracle. 

“However, you are buying life insur- 
ance from time to time, and it is my 
purpose to offer you a service, which 
shows you exactly what your life insur- 
ance will do for your beneficiaries and 
yourself, under all contingencies. 

“While a compass has four points, they 
are meaningless to a ship captain with- 
out a fifth one—his present position. By 
giving you your present position in life 
insurance your future course can be effi- 
ciently and intelligently charted.” 





“THE BLACK SHADOW” 





Raymond C. Ellis Tells How Agents 
Who Think and Work Construc- 
tively Will Overcome Fear 
OF all the forces with which a sales- 
man must contend the emotion of Fear 
or the “Black Shadow” is the most de- 
structive and the most inimical. It is 
only insofar as fear is conquered that 
progress may be made. The life under- 
writer thinking of 
methods, applications, organized inter- 
settle- 
ments and servicing his business, and 
devoting all his effort and energy along 
these lines, has no opportunity to worry 
about events that probably will never 


who is new sales 


views, closing business, getting 


take place or conditions that do not even 
exist. 

This is in brief the message of the in- 
spiring address which Raymond C. Ellis, 
Home Life general agent of New York 
closed the 
morning session of the congress. In dis- 
cussing the “Black Shadow,” Mr. Ellis 
stressed the fact that it is a principle 
of psychology that the human mind can 
think of only one thing at a time and 
that therefore the best antidote for fear 
is concentration on constructive work. 

It may be said, and especially to the 
new underwriter, Mr. Ellis said, that in 
nature there is a law known as the Con- 
servation of Force. That force, or en- 
ergy, can never be lost. If that is true 
of matter it necessarily follows that a 
similar law must apply to mind, and the 
effort and energy of mind. The new 
agent should be encouraged to know that 
when the going is a little rough, never- 
theless his honest intelligent effort is 
never wasted, that somehow or other he 
will be rewarded and usually at the most 
unexpected time. 


Bailey Address 
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City, gave yesterday as he 


past decade were splitting their surplus 
income between low-cost life insurance 
and the purchase of stocks will be more 
willing to let their life insurance serve 
as a means of accumulating for their 
old age as well as for the protection of 
their family. Men may not buy more 
life insurance than they did between 


mera 














INDEPENDENCE SQUARE 





THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Policies Are Issued from Birth to Sixty-Five Years Next 
Birthday 


A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. 
by 141.9%; the admitted assets have shown a gain of 492.2%. 
reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 

OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 


A Policy for Every Purse and Purpose 






1922 and 1929 but they are likely to be 
willing to pay two or three times as 
much for that which they do buy. In 
my opinion the interesting life insurance 
development of the 1930’s will be growth 
in premium volume and assets of the 
life insurance companies, rather than a 
spectacular increase in insurance in 
force. 

“Another reason why I believe that 
more money will be invested in life in- 
surance in the next few years is that 
now there are not so many other in- 
vestment mediums from which to choose. 
For example, foreign bonds and real es- 
tate mortgage bonds (two mediums 
which were reported to have sucked in 
over twenty billions of American capi- 
tal during the last period of prosperity) 
have been badly discredited in the past 
two years. It will be a long time before 
American investors will again blithely 
hand over their thousands for the prom- 
ise of a liberal return on the external 
government 8’s of the Republic of Borro- 
tania. 


Change in Capital Situation 


“Also it does not seem likely that 
there will be the same demand for new 
capital for the expansion of domestic 
manufacturing companies as there was 
during the past decade. Our present do- 
mestic manufacturing plant equipment is 
said to have a capacity of at least twice 
the normal demand. Obviously the pos- 
sibility of additional capital earning a 
fair rate of return in such an over-ex- 
panded field is very poor. What seems 
to be needed now is a breathing spell 
to allow the demand to catch up a bit. 

“And fourth, it seems likely to me that 
common stocks will offer a much less al- 
luring competition to investment life in- 
surance for the investor’s dollar than 
they did in the past. During the next 
five or ten years it seems reasonable to 
expect that competition in our domestic 
markets will be very keen and profit 
margins will be narrower. Neither can 
we depend on the foreign market to ab- 
sorb as much of our excess production 
as it has in the past. Our brisk foreign 
trade in the five years preceding 1929 
was financed to quite an extent by Am- 
erican loans. 

“For these reasons it seems fair to 
assume that life insurance will become 
the most important investment medium 
in the next decade and that life insur- 
ance salesmen will become the most im- 
portant gatherers of the nation’s invest- 
ment funds.” 














The premium income has increased 
The policy 
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“Life Insurance and Annuities— 
The Golden Gate to Financial Independence— 
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RIEHLE AGENCY EQUITABLE LIFE 
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Johnson Address 


(Continued from Page 3) 
are not concerned at this time with the 
mortgages, railroad bonds, etc., but with 
the stabilizing influence that this asset 
reserve has upon the character and life 
of our American people. 

“This reserve asset provides that mar- 
gin of safety which gives courage for 
new business ventures, tides over periods 
of economic disturbance, creates funds 
that can be used during periods of un- 
employment, creates a peace of mind and 
a freedom from fear. These factors all 
help to make a happier people. This sta- 
bilizing reserve is well recognized by 
every life issurance man and is rapidly 
becoming recognized by every policy- 
holder. However. as a timely caution let 
me add, the inroads that have been made 
on these stabilizing reserves in the past 
two years create a distinct challenge. 
They must be rehabilitated at once when 
sound economic conditions return.” 














NEW and 
ATTRACTIVE! 


If you want to work for 
someone else, this will not 
interest you 


BUT 


If you want to reap the 
full profits of your own 
efforts, you will be inter- 
ested in our new EQUAL 
RIGHTS contract. 


Bankers National 
Life Insurance Co. 


Bankers National Life Building 


Jersey City, N. J. 


R. R. Lounsbury, Pres. 
William J. Sieger, 
Superintendent of Agencies 




















Brady Address 
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even anxiously, in an effort to perfect 
some arrangement whereby the comple- 
tion of their plans will be assured. That 
is where we can help. 

“Perhaps you, like these men, have had 
occasion to look with some misgiving up- 
on the results of your program; perhaps 
you have wondered how you might im- 
prove upon your methods of accomplish- 
ing the ends desired. If so, then I may 
be able to help you.” 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 
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Relation of Insurance 
To Claims of Creditors 


UNIQUE POSITION UNDER LAWS 





Albert Hirst Explams How New York 
Laws Protect Policyholders as Well 
as Beneficiaries 





The unique position of life insurance 
under Section 55a of the Insurance Law 
and Section 15 of the Personal Property 
Law of New York State was clearly ex- 
plained by Albert Hirst, counsel of the 
New York State Life Underwriters’ As- 
sociation, in his address before the sales 
congress yesterday afternoon. Mr. Hirst 
pointed out, in particular, two main rea- 
sons why life insurance constitutes a 
unique investment as follows: 

It is the only investment which a man 
may retain complete control of during 
his lifetime while at the same time hold- 
ing it free from the claims of his cred- 
itors; moreover, it is the only invest- 
ment which his beneficiaries may hold 
free from the claims of their creditors 
except in an action for necessaries fur- 
nished them. 

Here are some further extracts from 
Mr. Hirst’s talk: 

Other Investments’ Failings 

“If I invest my funds in stocks, bonds 
or other securities, or in real estate, or 
any other property whatever, other than 
life insurance, in the hope that some day 
my investments will provide a living for 
my family and other dependents, I must 
either surrender my power of disposition 
or hold them subject to the claims of 
my creditors. I may, of course, give 
during my lifetime whatever property I 
choose to my wife and children. If I do 
so my creditors may not reach the prop- 
erty if the gift was made during a time 
when I was solvent, and without intent 
to defraud, but I surrender completely 
control over the property and if my wife 
or child dies before me, the property 
may go elsewhere, and if it goes to me, 
I must pay inheritance taxes on what 
was originally my own property. 

“I may make a trust in favor of my 
wife and children; if I make it irrevoc- 
able, the trust property will not be sub- 
ject to the claims of my creditors, again 
assuming that I do so while I am sol- 
vent and without intent to defraud. But 
again [I surrender completely control 
over the property; or finally I might 
make a revocable trust, in which case I 
retain complete control but at the same 
time keep the property subject to the 
claims of my creditors. In other words, 
whatever I do I must choose between 
surrender of control and subjection to 
the claims of my creditors. 

_ A Lesson of the Depression 

“Now we realize, of course, and if we 

didn’t realize it before we have learned 
the lesson since 1929—that the most suc- 
cessful business man today does not 
know where he will stand tomorrow; 
that the man who unquestionably is well 
off today, might find himself stripped of 
his possessions tomorrow, and it is a 
natural and legitimate and proper desire 
to hold out of the mass of property that 
he has, a certain part that shall provide 
a living for his dependents in any event 
and which cannot be taken away by the 
creditors, in other words, which will not 
be subject to the risk of the man’s busi- 
ness operations. 
. “But it is just as important and it is 
just as natural a desire not to surrender 
control during one’s lifetime. It is dif- 
ficult enough for us lawyers to draw wills 
Which provide for a long future to come. 

Ne feel nervous enough when we set 





Life Office Management 
Association Plans Meet 


APRIL NEW YORK CONFERENCE 





Agency Accounting and Field Auditing 
Problems Will Be Discussed; Mid- 
Western Meeting in May 





A practical program has been arranged 
for the Eastern Spring Conference of 
the Life Office Management Association, 
to be held at the Hotel New Yorker, 
New York City, on April 28 and 29. The 
conference will be largely devoted to 
consideration of “Agency Accounting and 
Field Auditing.” A number of unique 
plans for the administration, record- 
keeping activities in branch offices will 
be presented. 

Vice-President Leonard C. Ashton of 
the Provident Mutual is president of the 
Life Office management Association and 
Frank L. Rowland, secretary of the Lin- 
coln National, is association secretary. 
The general committee in charge of the 
New York conference is composed of 
Willard D. Holt, Provident Mutual as- 
sistant secretary, chairman; S. Russell 
Smith, Penn Mutual auditor; Frederick 
R. Gale, Continental American comp- 
troller, and J. J. Klingenberger, Lincoln 
National secretary and auditor. 

Among the subjects which will come 
up for discussion are the following: 
“Consolidating Premium Collections and 
Related Activities in Metropolitan 
Areas”; “Systematizing Work in the 
Agencies,” and “Agency Auditing and 
Instruction of Field Accounting Forces.” 
A feature will be the presentation of pa- 
pers by members of the various commit- 
tees outlining the practices of their com- 
panies. 

The association is also planning a mid- 
western conference, to be held at the 
Edgewater Beach Hotel, Chicago, May 
23 and 24. This conference will be de- 
voted to discussion of “Organization and 
Management Problems of the Small and 
Medium-Sized Company.” 





MADE U. S. LIFE SUPERVISOR 


The United States Life of New York 
has appointed William H. Decker, Jr., 
supervisor of agents with headquarters 
at the home office. Mr. Decker has been 
identified with sales management activi- 
ties for a number of years. 





EXTRA MICH. SESSION CALLED 


The Michigan legislature will convene 
in extra session March 29. Whether tax 
laws affecting insurance companies or 
agents will be changed in this session 
cannot yet be forecast but it appears 
probable that reform of the present sit- 
uation relative to supplying tax collec- 
tion bonds for city, village and town- 
ship treasurers will be sought. 





down the provisions which at any mo- 
ment may become effective and un- 
changeable although we know that a will 
by its very nature can be revoked any 
time during the testator’s life. But to 
advise a man to make a disposition that 
he can never change during his life, re- 
gardless of how his own situation 
changes or how the conditions of his 
family change, is too much of a job. It 
can only be a wild guess and is too like- 
ly to turn out wrong in the end. Mar- 
riages break up, beneficiaries predecease 
the testator, and the financial conditions 
of the various beneficiaries change too.” 

















language. 


to apply to 


34 Nassau Street 


DAVID F. HOUSTON 
President 


PEORIA LIFE 1931 FIGURES 

The twenty-fourth annual statement of 
the Peoria Life shows that the Illinois 
company had total admitted assets of 
$23,484,789 as of December 31, 1931. In- 
surance in force at the close of the year 
was $203,240,377. The year’s total income 
was $6,899,655. The company has paid 
out to policyholders since it was organ- 
ized more than $18,560,000. 


THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, 
The facts can be simply stated. People need to 

be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 
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and 
Manager of Agencies 






ENGLE OKLA. CITY SPEAKER 

Frank M. Engle, of the Phoenix Mu- 
tual Life at Tulsa, Oklahoma, was the 
chief speaker at the Oklahoma Life Un- 





derwriters Association meeting’ recently 
Thomas B. Blair, who was at one time 
editor of The Friend and Guide and 
Messenger, publication of the Equitable 
Reserve Association, died recently. 
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CARRIES MORE INSURANCE 
THAN IT DID IN 1930 
Among the large insureds carrying 
more insurance in 1931 than in 1930 is 
the Public Service Corporation of New 
Jersey. Fire insurance in force on its 
properties as of December 31, 1931, 
amounted to $141,201,139, an increase of 
$19,071,165 over the year previous. This 
was due to the fact that straight fire in- 
surance is carried on buses and automo- 
bile trucks which were previously in- 
sured under a combination fire and theft 

insurance. 

As the big utilities are sitting in a 
pretty position it is interesting to note 
what the Public Service Corporation of 
New Jersey thinks are prospects for new 
business. New Jersey, because of its 
industrial advantages and strategic loca- 
tion on the Atlantic seaboard between 
the great commonwealths of Pennsyl- 
vania and New York, has attracted a 
large and widely diversified group of in- 
dustrial and commercial enterprises 
within its borders. During 1931 fifty- 
four important industries completed ar- 
rangements for new plants or locations 
in the territory of the Public Service 
Corporation of New Jersey. The open- 
ing of the George Washington Bridge, 
joining New York City with Fort Lee, 
N. J., on October 25 was an event of 
major importance to the 
of several New Jersey counties, 
ing Bergen. The Holland Tunnel also 
has aided industrial conditions on the 
New 
optimistic. 

Industrial accidents to employes of th« 
Public Service Corporation operating 
companies decreased 16% during 1931, 
totalling 4,251. Payments 
required by law aggregated $292,275. 

During the year disbursements for the 
benefit of employes and their families 
under the company’s welfare and group 
insurance plans and under state work- 
men’s compensation act totalled $1,250,- 
000. Sick benefits were paid in 1,968 
cases. 

This company has group insurance in 
force of $41,717,500. The average cover- 
age per individual insured amounted to 
$2,406. Insurance payments aggregated 
$350,600 to beneficiaries of employes who 
died. 


future growth 


includ- 


Jersey side. So the corporation is 


the number 


WHY PUBLIC IS GRATEFUL TO 
LIFE INSURANCE 
David F. Houston, president of the 
Mutual Life, is one of the clearest think- 
ers in the business; has one of the most 
inventive minds; and sees the insurance 


field from the perspective of a top execu- 
tive who has had a most unusual experi- 
fact that he was 
colleges and also was a 
cabinet officer. In his annual report to 
policyholders the president of the Mutual 
Life discloses one of the most forceful 
arguments which can attest the strength 
In brief, it 


view of the 
president of 


ence in 


of life insurance companies. 
is this: 

In the company’s nearly nine decades 
of life it has received from policyholders 
three and a half billions of dollars, but 
it has paid to and accumulated for pol- 
and their beneficiaries more 
than four billions of dollars. The exact 
excess on the public’s credit side is 
$504,678,938. Yet, despite the fact that 
the company has paid out in these bene- 
more than 
half a billion more than it received from 


icyholders 


fits, maturities, dividends, etc., 


the insureds it has assets of more than 


$1, 100,000,000. 
Is there any 


field of 


such a record can be duplicated and is 


business where 


there any stronger testimonial to the in- 
stitution of American life insurance? 


EFFECT OF NEW 
TARIFF 

One effect of the new British tariff is 
to increase insurable values largely. As 
the new taxes are not to be immediately 
levied there is an abnormal flow of im- 
ports pouring into Great Britain. Loaded 
steamers from France, Germany, Den- 
mark, Norway and Sweden fill the wa- 
ters and docking berths in London, Har- 
Hull, Plymouth and 
Liverpool. In those ports the accommo- 
dation in the 
becoming filled with goods rushed from 
the continent of Europe anticipating the 
new taxes. 


ONE BRITISH 


wich, Southampton, 


great dock warehouses is 


The mounting insurance values has 
presented some accommodation prob- 
lems, and has aided the reinsurance com- 
panies. 


C. & S. Club Meeting 
The Spring dinner meeting of the 
Casualty & Surety Club of New York, 
held last night at the Hotel Commo- 
dore, New York, marked the first af- 
fair in the administration of Edward 
R. Lewis, United States F. & G,, as 
president. The speaker was Leonard 
L. Saunders, executive secretary of 
the Insurance Federation of New 
York, whose timely topic was “Leg- 
islation.” An all-star R. K. O. pro- 
gram of entertainment, arranged by 
Joseph W. Conklin, the new chairman 

of this committee, was enjoyed. 














COL. WILLIAM H. KELLY 
Col. William H. Kelly, the new com- 


missioner of banking and insurance in 
New Jersey, is one of the most popular 
Democrats in that state. When given 
the post of Essex County Democratic 
chairman the party’s affairs needed con- 
siderable pepping up. Col. Kelly’s 
achievement was to put the county or- 
ganization on a business basis, feeling 
that politics was in the class of big busi- 
ness as much as any other line of activ- 
ity. Recently, the Newark News de- 
scribed him by saying that he “looks 
like a leader, is impressive, has a voice 
which carries authority and is weil- 
poised.” A resident of East Orange since 
1908 he was president of the East Orange 
Trust Co. until a few years ago when 
there was a change in the management. 
He is one of the most prominent Elks 
in the state, being Past Exalted Ruler of 
the East Orange lodge and was president 
of the New Jersey State Elks’ Associa- 
tion for two terms. In November, 1931, 
he was selected by Governor Moore as 
a colonel. One of Colonel Kelly’s first 
official acts upon assuming office was to 
reappoint Christopher P. Gough, for 
many years deputy insurance commis- 
sioner, and who is well known and popu- 


lar among insurance men in the state. 
* * * 


John M. Hawkins, who has entered the 
insurance business in Springfield, Mo., 
and represents the County Fire of Phila- 
delphia, is a brother of William W. Haw- 
kins, vice-chairman of the Scripps- 
Howard newspapers. 

x * * 


W. Frank Hipp, president of the As- 
sociation of Insurance Companies of 
South Carolina, is a brother of Grady 
H. Hipp, actuary of the New York State 
Insurance Fund. 

* * * 


J. T. Acre, vice-president of the Lin- 
coln Life & Accident of Oklahoma City, 
fractured his arm recently in a fall on 
the golf links there. 

. «+ «@ 


Boris C. Sienkevitch, president of the 
American International Underwriters, is 
in China with his wife and young 
daughter, Kyra. 

e @ 


Bradford H. Walker, president of the 
Life Insurance Co. of Virginia, has been 
re-elected president of the Common- 
wealth Club of Richmond. 

ee # 


Basil R. Weston, State Mutual repre- 
sentative in Rochester, N. Y., is presi- 
dent for 1932 of the Young Men’s Group 
of the Rochester Chamber of Commerce. 





William Mitson, a director of Willis, 
Faber & Dumas, London brokers, re- 
cently passed the fifty year service mark 
with the firm and was given a dinner at 
the Savoy Hotel there. He was pre- 
sented with an antique clock, an illumi- 
nated album signed by all the staff, and 
with a silver loving cup. Mr. Mitson is 
a vice-president of the Insurance Insti- 
tute of London and has been active in 
many insurance organization activities. 

 #£#- < 


Morgan B. B.ainard, president of the 
Aetna Life & Affiliated Co.’s, was one of 
the prominent citizens of Hartford whose 
signed appreciations of the Bushnell 
Memorial Concerts there was published 
in a feature article by the Hartford 
Courant. 

* x x 

C. A. Ludlum, Sr., former vice-presi- 
dent of the Home, while fishing at Fort 
Lauderdale, Fla., on February 15 caught 
a sail fish five feet three inches long 
from snout to tail and which weighed 
between thirty and thirty-five pounds. 
Just so his friends will not take this as 
an ordinary “fish tale” C. A. is having it 
mounted and will be able to prove his 
catch, 

x * & 

William J. Graham, vice-president of 
the Equitable Life Assurance Society, 
who is president of the American Man- 
agement Association, presided at the din- 
ner in connection with the meeting in 
Chicago this week of the association. 

* * * 

Sir Gerald Ryan, chairman of the 
Phoenix of London, has been visiting 
South Africa. So has F. W. Pascoe 
Rutter, Governor of the London & Lan- 
cashire. 

od ok * 

Carl Faust, member of the board of di- 
rectors of the Lamar Life, has been 
awarded a Silver Beaver by the National 
Boy Scout Council in recognition of his 
conspicuous service to the Boy Scout 
program. 

* * «4 

Deane W. Trick, of the investment 
department of the Bankers Life of Des 
Moines, is chairman of the newly organi- 
zed Iowa Farm Real Estate Association, 
which has as its purpose the stabiliza- 
tion of the farm industry and farm land 
values. 

* * * 

Ben Jaffe, editor of Insurance Journal 
Los Angeles, has a page which he calls 
“Roses and Raspberries.” 

x * * 

Laurence E, Falls, who has been in 
the insurance field for the past twenty- 
five years, and is now vice-president of 
the American of Newark, celebrated his 
forty-second birthday yesterday. 

* * o* 

Edward Preisler, formerly general 
manager of the Reinsurance Co. Sala- 
mandra, has been appointed Continental 
European representative of Robert Gard- 
ner, Mountain & Co., Ltd., of London. 

* * * 

W. T. Perry, deputy manager of the 
Ocean Accident, was a recent Canadian 
visitor from London. 

* * 


J. H. Higgins, formerly in the business 
end of insurance journalism, is sec- 
retary and managing director of the 
American Travelers Business Men’s As- 
sociation of Indianapolis. 





DEPRESSION GIVES OPPORTUNITY 


“The depression has given life insur- 
ance men an opportunity and an obliga- 
tion to forget the dollar mark and serve 
humanity,” declared Paul Loder of Phila- 
delphia, in an address before the con- 
vention _of General Agents’ Association 
of the Provident Mutual in Florida last 
week. He told how life insurance today 
served to keep money in circulation that 
would ordinarily be hoarded. 
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Say “Pure Ad Law” Has Been 
Violated 
Over in Connecticut there is a “pure 
advertising law.” In effect, it is a law 
against incorrect or misleading state- 
ments in advertisements. Commissioner 
Dunham has objected to some of the ad- 
vertising of financial statements of in- 
surance companies published as adver- 
tisements in Connecticut papers, calling 
them a violation of the advertising act. 
* « 


Connecticut Hearing on Auto Fleet 


Rates 

Frederick Richardson, United States 
manager of the General Accident, had a 
conference with Colonel Dunham of the 
Connecticut Department Tuesday in ref- 
erence to occupational method of rating 
automobile fleets. 

x * 
Meets Gov. Long Here 

Two prominent Louisiana men seen 
together in New York the past few days 
were Governor Long of that state and 
Mike M. Moss, vice-president of the 
Union Indemnity. Mr. Moss is going to 
help the Governor dispose of highway 
bonds of the state. 

* * * 
S. F. Westbrook-Senator Couzens 

Discussion of Delinquent Loans 

on Homes 

The great majority of the loans made 
by the Aetna Life on homes are to home 
owners or home builders. At the recent 
hearing in Washington before the Sen- 
ate’s sub-committee of the Committee on 
Banking and Currency about the pro- 
posed creation of a system of federal 
home loan banks S. F. Westbrook, vice- 
president of the Aetna Life, was dis- 
cussing loans delinquent as to taxes and / 
or interest, which delinquence he said 
was a concrete indication of one of two 
things. 

“First,” he said, “most likely unemploy- 
ment or some other major calamity has 
caused a serious impairment of income. 

“Second, with malice aforethought the 
borrower has defaulted in the knowledge 
that his loan is a heavy one and that he 
can purchase an equally desirable prop- 
erty for an amount less than the total 
of his present encumbrances, and on far 
easier terms. 

“Pitiful as the first may be, and de- 
snicable as the second mav be, should 
the Federal Home Loan Bank, the Re- 
construction Finance Corporation, or any 
other governmental or private non-phil- 
anthropic agency purchase or discount 
defaulted obligations ?” 

At this point Senator Couzens of 
Michigan said, “Do you want that word 
<r to stand there?” 

Mr. Westbrook: I think it is a de- 
spicable performance. 

Senator Couzens: It is what business 
has taught the nation from time to time, 
through bankruptcy laws, and the per- 
Mission given to the loaner to sell out 
whenever the security goes below the 
market value, or the value of the loan. 

Mr. ‘Westbrook : It does not change 
my opinion of it, sir. 


Senator Couzens: No; but I just 

















wanted to know if you wanted to leave 
that broad inference, that everybody who 
did that thing was despicable. I just 
want to emphasize that point. It seems 
to me that the home owner is no more 
despicable because he sees that he is sold 
out because of market depression than it 
is for a man who trades on the stock 
market to be sold out because his se- 
curity does not equal his loan. We just 
do not want to classify the home owner 
as any more despicable than the trader 
on the stock market. 

Mr. Westbrook: Of course, the dif- 
ference, as I see it, Senator, is that, the- 
oretically at any rate, the stock used as 
collateral for a loan is actually sold and, 
as such, discharges the obligation. 

Senator Couzens: You can do the 
same thing with the home. 

Mr. Westbrook: But the home is not 
really sold. There is no cash entering 
into the coffers of the mortgagee in the 
discharge of that debt. 

Senator Couzens: He does not know 
until he has sold it. 

Mr. Westbrook: Quite true. 

Senator Couzens: So we cannot draw 
such lines of distinction when a home 
owner and a gambler on the stock ex- 
change are compared. 

Mr. Westbrook: I would perhaps use 
the same term toward a gambler on the 
stock exchange, if the sale of his securi- 
ties did not discharge his debt. 

Senator Couzens: The fact is that 
when a home owner deserts his liability 
and deserts his home because he can do 
better elsewhere, he is no different than 
the man who buys stocks and bonds and 
lets them be foreclosed, or lets ‘the loan 
be foreclosed, and lets the loaner take 
the security and sell it for whatever he 
can get. It is not an unheard of thing 
that a bank or a broker or any other 
financial agency forecloses on a loan and 
takes a loss. 

Mr. Westbrook: 
remains as an obligation of the original 
borrower. 

Senator Couzens: It will in this case, 
too. It will in the case of the home 
owner, because the fact that his loan is 
sold does not relieve him of the obliga- 
tion. He still has a continuing liability. 

* * 


Insurance Man Tells of Shipwreck 


W. H. McKerrow, foreign fire super- 
intendent of the Royal, recently told 
representatives of that fleet at a lun- 
cheon at the No. 1 Dale Street Club (L. 
& L. & G. Home Office building) some 
of his experiences in strange places in 
the world. He called Muscat on the 
Arabian Sea the hottest place in the 
world. After visiting Muscat he was 
shipwrecked in the Persian Gulf. In dis- 
cussing that experience, he said: 

“A grounding on a supposed coral reef 
spelled no danger, with a kindly sea 
which remained calm. For the passen- 
gers the excitement lay in the knowledge 


that we were hard-on close to a pirate-, 


infested coast, and, speaking for myself, 
I was comforted by a view of the rifles 
in the captain’s cabin. The rescuing ves- 
sel, which was 24 hours sailing away 
when she answered our S. O. S., duly 


But that loss still 


arrived and after an ineffectual attempt 
to tow our ship off we passengers were 
transferred in ship’s lifeboats. I remem- 
ber this incident chiefly as giving an- 
other example of the smallness of the 
world. The ship, which came to our as- 
sistance, was carrying troops to Mesop- 
otamia and as I climbed up her side and 
on to her shelter deck I was promptly 
seized upon by old friends—officers with 
whom I had been associated in France 
barely three years before.” 
ee £ 


More About Auditing of Circulations 


The Audit Bureau of Circulation, which 
checks the circulations of many news- 
papers (just as there are other newspa- 
pers which will have nothing to do with 
it) is worried by circulation tricks which 
are being put over by some newspapers. 
The bureau has adopted the following 
resolution to warn members about viola- 
tion of bureau rules: 

“The board of directors of the Audit 
Bureau of Circulations is much con- 
cerned over information from advertisers 
and publishers indicating that unusual 
and questionable measures of artificial 
stimulation of circulation are being em- 
ployed at the present time. 

“In normal times the rules and stand- 
ards set up by the bureau have served 
reasonably well to protect advertisers 
and competing publishers alike and the 
spirit of those rules and standards has 
been generally observed. Apparently, 
under the stress of present economic con- 
ditions, there has been an increasing ten- 
dency on the part of some publishers 
toward the use of expedients in obtain- 
ing and maintaining circulations, which, 
while within the letter of the bureau’s 
rules, are likely to result in circulation 
of doubtful value to both advertiser and 
publisher. 

“The board of directors recognizes its 
responsibility to meet new conditions as 
they arise just as rapidly as is possible; 
but the drafting of appropriate regula- 
tions takes time. Meanwhile, publishers 
are urged to scrutinize proposed circu- 
lation promotion plans and to assure 
themselves that such measures conform 
to the spirit as well as the letter of 
A.B.C. standards. So also it is suggested 
that advertisers and advertising agencies 
study with particular and unusual care 
the circulation information presented in 
A.B.C. reports.” 

* * * 


Postpone Calendar Reform 


The decision of the League of Na- 
tions, not only in recommending the fix- 
ation of Easter in mid-April, but also in 
postponing any other calendar change 
“until a more favorable time,” is ex- 
plained in a comprehensive issue of the 
Journal of Calendar Reform, just pub- 
lished by the World Calendar Associa- 
tion, 485 Madison Avenue, New York 
City. Anyone who is interested in cal- 
endar simplification should send for a 
copy of this interesting 40-page pamphlet 
which explains in readable form the pro- 
ceedings of the most ambitious interna- 
tional conference ever held on this sub- 
ject. 

Official delegates from forty-one na- 
tions attended the League Conference, 
and among the really great nations of 
the world, only Russia was absent. The 
final action of the League indicates that 
the present calendar will eventually be 
changed, prubably retaining the present 
twelve months, rather than adopting the 
radical suggestion of a thirteen-month 


calendar. 
+ « & 


Action At a Celluloid Fire 


A recent explosion of scrap celluloid 
in a Newark, N. J., manufacturing es- 
tablishment which damaged adjacent 
properties recalls a serious fire at the 
celluloid company’s plant on September 
4, 1898. 

It was a Sunday night about 11:30 
o'clock as recalled by an insurance man 
who was on his way home but stopped at 
the Salvage Corps and was chatting with 
the “house watch” when, suddenly, the 
sky became brightly illuminated. “Some- 
thing doing,” he shouted as he dashed ta 
sound an alarm. Immediately the gong 


sounded 321 and away they rushed. 

“Arriving at that station,” said the in- 
surance man in recalling the event, “we 
saw the fire was still farther on, the 
alarm having been sent by an excited 
citizen so we continued on. Meanwhile 
the members of Engine Company 8, 
which is located directly opposite the 
celluloid company, who were thrown 
from their beds by a crash followed by 
flames, and Captain Durkin sent in an 
alarm from station 8 located outside 
their quarters and Engine 8 made the 
shortest run on record. They had only 
to push their engine to the street and 
connect to the hydrant there and go to 
work.” 

The fire originated in a storeroom said 
to contain scrap that had been removed 
from another plant. There had been a 
long spell of excessively hot weather and 
this is supposed to have caused sponta- 
neous combustion. The brick storehouse 
was obliterated and the fire so rapid 
that a number of frame dwellings across 
the street were ignited and the sleeping 
families forced to jump from windows 
It was a furious fire requiring a large 
portion of Newark’s Fire Department to 
conquer. 

.* *« «a 


Women Actuaries 

That some women are excellent math- 
ematicians and find it easy to grasp ac- 
tuafial principles is demonstrated by the 
number of female fellows and associates 
of the Actuarial Society of America. The 
list follows: 

Fellows: Eleanor A. Abbott, Lucile 
Mary Albright, Marian Ruth Albright, 
Helen L. Clark, Dorothy M. Jamison, 
Esther Johnson, Estelle C. King, Annie 
M. Motheral. 

Associates: Evelyn P. S. Allen, Sarah 
E. Cronin, Eloise B. Koch, Gertrude L. 
Palmer, Alice M. S. Pope, Florence 
Brewster Putnam, Grace E. Toye, Flor- 
ence A. Watts, Helen Jackson Williams, 
Elizabeth W. Wilson. 


* * * 


Mexican Consul 
Andre Turcot, representative of the 
Travelers in Quebec City, is also Mexi- 
can consul there. He has traveled ex- 
tensively in Mexico; also in Yucatan. 
In the latter country he investigated 
ruins of an ancient civilization. 
* * * 


Crawford to Address Fire Insurance 
General Agents 


William S. Crawford, insurance editor 
of the Journal of Commerce, will deliver 
an address at the convention of the 
American Association of Insurance Gen- 
eral Agents in Hartford at the Hotel 
Bond, June 6. Joshua K. Shepherd, 
Little Rock, is president of the associa- 
tion which is going to hold its convention 
in the important insurance city of Hart- 
ford so that it can meet under the ob- 
servation of many of those executives 
who clothe general agents with their au- 
thority, and give actual evidence of its 
constructive purposes. 

x * 


Sells for $25 a Year 


The United States Patents Quarterly 
sells for $25 a year. It contains decisions 
of all the Federal Courts covering patent 
controversies as well as rulings of the 
U. S. commissioner of patents. 

An interesting patent decision recently 
had to do with fireproofing insulating 
materials, two claims of the Sutter pat- 
ent having been held invalid by the Cir- 
cuit Court of Appeals for the Fifth Cir- 
cuit. The argument for the validity of 
the claims, according to Circuit Judge 
Sibley, comes from confusing the claim 
with the present product, “Zenitherm.” 
The court says that it seems to be a 
meritorious and perhaps a novel prod- 
uct, deserving of a patent, “but its pro- 
portions and the secret of its manufac- 
ture are not to be found in this patent.” 

*x 


Better Practices in Marine Insurance 

Marine underwriting is on a sounder 
basis than for some time and some of 
the offices are making an underwriting 
profit. 
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FIRE INSURANCE 





Legal Problems Associated With 


Mailing of Cancellation Notices 


By F. O. Affeld, Jr., 
Of Richards & Affeld 


| assume that the wording of former 
days expressing a wish or a desire to 
cancel is no longer in use, and that the 
notice clearly gives unequivocal notice of 
cancellation, effective five days after the 
receipt of the notice. In passing, I 
might add, as you no doubt know, that 
the five days takes effect at midnight 
and not at noon, In notices which 
have prepared I have inse rted the clause 
“unless terminated;” in other 
words, that all liability under the policy 
“unless sooner terminated” absolutely 
ceases five days after the receipt of the 
notice. As you all know an assured fre- 
quently, before the expiration of the five 
days, replaces the line with some other 
company. 

However, it is not the wording of the 
notice upon which I was asked to dwell 
but rather the envelope form of cancel- 
lation notice which is still used by some 
of the companies. I believe they claim 
it works, but I know of no case in which 
this form of notice has been passed upon 
by the courts. My objections to it are 
two; first, it is a highly unusual way of 
sending an important communication, 
and second, it is not at all necessary. I 
understand that it came into being be- 
cause in some case the assured admitted 
that he received a registered envelope 
and receipted therefor, but on opening 
the envelope found no enclosure. Per- 
haps his wife or some other third party 
was present when the envelope was 
opened. To meet such testimony the 
company very often has difficulty in lo- 
cating a clerk who could testify that he 
enclosed the notice in the envelope, but 
even with such testimony the question 
would go to the jurv, and your guess as 
to what the jury would do is as good as 
mine. 


sooner 


Forms of Envelope 


The form of envelope notice which I 
have in my hand has no company name 
on the outside of the paper when folded, 
the only words appearing being “Re- 
turn Receipt Requested—Registered—No. 
——Deliver only to Addressee.” There is 
nothing on the outside of this so-called 
envelope which calls the attention of the 
assured to the fact that he is receiving 
an important communication from the 
company whose policy he holds. 

Some companies, I understand, print 
in the upper left hand corner, not their 
own names, but the name of a cancella- 
tion clerk, which name means nothing to 
the assured. In Fritz v. Pennsylvania, 
a New Jersey case, the local agent en- 
closed a Pennsylvania cancellation notice 
in the envelope of another company, and 
his agency card was also on the outside. 
The assured received the notice, put it 
on the ice box, and after the fire it was 
found inside the ice box. The Appellate 
Court in New Jersey held the notice de- 
fective, saying there was nothing to call 
the attention of the assured to the fact 
that he was receiving an important no- 
tice from his insurer. 

I frequently open my mail by cutting 
the righthz ind edge with the shears, 
sometimes blowing into the envelope, and 
I then remove the enclosure. Suppose I 
do this with the one before me. After 
cutting the edge I look inside and the 
folds on the inside take such a shape 
that I see a blank side of the fold, or, if 
I look a little more closely, perhaps some 
printing on the opposite side, but there 
is no enclosure, and not expecting any 
communication sent in an unusual way, 
the thought comes to mind that perhaps 


t!e enclosure had been carelessly omit- 
ted, and I throw the paper into the waste 
basket. 
Gets Opinions of Judges 

It seems to me that a strong argument 
could be made to a jury that the intent 
of such a notice was, not to attract at- 
tention, but rather to ‘conceal its purpose. 
You do not get a bill or an important 
business letter in that way, and it has 
been held that a lawyer may not serve a 





Affeld Prominent Lawyer 


F. O. Affeld, Jr., prominent New 
York insurance lawyer and member of 
the law firm of Richards & Affeld, ad- 
dressed the Suburban New York Field 
Club at the Elks Club in Brooklyn on 
Monday on three vital subjects dealing 
with the fire insurance business. They 
are the following: Proper cancellation 
notices, mortgagee rights under the 
standard clause, and aids to collections 
of agency balances. He discussed the 
legal phases of all three problems and 
cited freely from decisions bearing up- 
on them. The Eastern Underwriter 
considers Mr. Affeld’s address of such 
interest to field men and agents alike 
that it is publishing it in three instal- 
ments, the first appearing herewith. 
The next two instalments will be pub- 
lished in the tssues of March 18 and 
March 25. 

This meeting of the Suburban New 

York Field Club drew the largest at- 
tendance of the season. Close to 100 
members and guests, including a num- 
ber of company and rating organiza- 
tion representatives, were present. 
President Charles J. McGinley pre- 
sided. 
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Notice of Trial to his adversary in any 
such manner. I have discussed the mat- 
ter with some of the judges, and I found 
only one who held the offhand opinion 
that the notice was good, all the others 
taking the position that they thought it 
was a question of fact for the jury. I 
might add that some years ago the In- 
surance Department of Indiana prohib- 
ited this form of cancellation. 

_ I have said that the use of this form 
is not at all necessary, and that is be- 
cause the outlook or window-type of en- 
velope, in my judgment, satisfactorily an- 
swers the purpose. If the carrier has 
delivered the envelope it is to the ad- 
dressee whose name and address is on 
the notice itself, this name and address 


(Continued on Page 26) 


Rhoades Nominated 
AsN.F. P. A. Head 


NEW YORK MAN 





IS HONORED 





Manager of Eastern Underwriters Ass’n 
Has Taken Keen Interest in Fire 
Prevention Work 





Rhoades, manager of the 
Eastern Underwriters Association at 
New York, has been nominated as presi- 
dent of the National Fire Protection As- 
sociation. He has been an officer of the 
association for several years. Harold L. 
Miner of the DuPont Co. is slated for 
first vice-president and George W. EI- 
liott of Philadelphia for second vice- 
president. Franklin H. Wentworth of 
Boston has been renominated for sec- 
retary-treasurer and managing director 
and Albert T. Bell of Atlantic City will 
be chairman of the board of directors. 

The following members are nominated 
for election to the board of directors for 
three years: Eugene Arms, Chicago; Eu- 
gene Chrystal, Rochester; Arthur H. Ke- 
hoe, New York; C. W. Pierce, New 
York, and A. R. Small, New York. These 
nominations will be acted upon at the 
annual meeting of the association at the 
Haddon Hall Hotel in Atlantic City dur- 
ing the week of May 8. 

Mr. Rhoades has been active in the 
affairs of the N. F. P. A. for several 
years and his elevation to the presidency 
will be received with favor among stock 
fire insurance men. The N. F. P. A. 
does a great deal of constructive work 
constantly in reducing fire losses through 
prevention work and the presidency of 
the organization involves many serious 
duties. 

Mr. Rhoades has had many years’ ex- 
perience in work closely connected with 
that which the N. F. P. A. performs. He 
was for five years inspector with the 
Middle States Inspection Bureau; then 
fourteen years as special agent for the 
Northern Assurance, first in New York 
State and later in New England. Later 
he was made secretary of the Eastern 
Union and secretary-treasurer of the 
New York Fire Insurance Rating Organ- 
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2,002,187.82 
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2,542,658.38 
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SUMNER RHOADES 


ization until 1927. When the Eastern 
Underwriters Association succeeded the 
Eastern Union Mr. Rhoades was made 
manager. He then resigned his connec- 
tion with the rating organization. 





N. Y¥. POND HONORS KELLY 





Local Blue Goose Branch Sends Past 
Most Loyal Gander’s Button to Wal- 
lace Kelly, Now on Coast 


The New York City Pond of the Blue 
Goose recently presented to Wallace 
Kelly, Pacific Coast manager at San 
Francisco of the Seaboard Fire & Ma- 
rine and formerly most loyal gander of 
the New York Pond, a P. M. L. G. but- 
ton in recognition of his Blue Goose 
services here. Before being transferred 
to the Pacific Coast in 1929 Mr. Kelly 
was assistant manager of the Yorkshire 
and the Seaboard at the New York City 
office. The button was presented to Mr. 
Kelly at the annual -splash of the San 
Francisco Pond. In acknowledging this 
honor in a letter to Max C. W. Buchen- 
berger, wielder of the goose quill of the 
New York Pond, Mr. Kelly says in part: 

“Please express my sincere apprecia- 
tion to your pond for their thoughtful- 
ness, for it certainly warmed the cockles 
of my heart to know that I was still 
apparently remembered by those with 
whom I used to associate in the New 
York City Pond. Frankly, I thought 
that they had done enough for me when 
they gave me the desk set on my step- 
ping out of the chair, but the new in- 
signia will be worn and appreciated very 
much.” 





George D. Markham. head of W. 
H. Markham & Co., St. Louis, has been 
reappointed chairman of the charities 
committee of the St. Louis Chamber of 
Commerce. 
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nderwriting Krom A Credit Standpoint 


Financial Rating of Each Individual Risk 


By George H. Phillips 
Underwriting Credit Manager, 
New York Board of Fire Underwriters 


In my former position as credit man- 
ager of one of the large textile mills I 
was constantly dealing with the problem 
of a concern’s ability to pay its debts. 
I often found it necessary to confer with 
groups of credit men who were interest- 
ed in a particular concern. After going 
over the financial condition of the debt- 
or involved it was not unusual for one 
credit man to make the statement, partly 
in jest, “that a fire seemed to be the 
only salvation for the debtor.” It was 
surprising to me in those days to find 
how often a fire followed. As a matter 
of fact, we soon became accustomed to 
accept a fire as the logical outcome in 
situations where the debtor’s assets were 
frozen. I am reminded of a concern in 
the South which owed us a large sum 
of money past due. I found it necessary 
to advise them by telegraph that if they 
did not remit at once the matter would 
be turned over to our attorneys for col- 
lection. The following day I received a 
telegram reading: 

“Plant burned to the ground— 
fully covered.” 

My interest then was to collect the 
debt. At that time the origin of the 
fire did not interest me. Upon looking 
back, however, I can see a very positive 
motive for the occurrence of this fire. 
The debtor was not insolvent but had 
the serious problem of liquidating a 
large accumulation of merchandise which 
he was unable to sell in the ordinary 
course of business. This had been suc- 
cessfully accomplished by the fire. It 
was from this and many similar experi- 
ences that I came to the conclusion that 
the analysis of the financial condition 
could be very well adapted to measuring 
the moral hazard in all kinds of insur- 
ance. In defining moral hazard for our 
purpose we must give it the broadest 
meaning. The strongest motive we have 
to deal with is monetary gain. The more 
an individual is in need of money the 
greater the moral hazard. 


Carelessness Increases 


I do not mean by this that every man 
who is unable to meet his obligations 
will set a match to his stock. I do feel, 
however, that a man in this condition 
will lose interest in the business, his 
housekeeping will become poor and he 
will not take the same precautions to 
Prevent a fire that he would if his busi- 
ness was profitable. I can explain this 
better perhaps by an illustration. The 
insured, after locking up for the night, 
recalls that he left a lighted cigarette 
somewhere on his premises. If the busi- 
ness has been a paying proposition you 
may be sure that he will go back and 
find the cigarette. What will be reac- 
tion if his business is in a poor financial 
condition? He will probably figure that 
in the past cigarettes have gone out and 
caused no fire. He will, therefore, take 
a chance and go home. 

his is what I mean by carelessness 
brought on by the insured’s poor finan- 
cial condition. If you reviewed the finan- 
cial condition with the origin of the fire 
on as many loss committee cases as I 
have your conclusion would be that some 
2% occur on the insured’s premises at 
a time when the financial condition is 
Poor. This is brought out by the fire 
loss ratio in 1919 and 1921. As a result 
of the war, industries in 1919 were op- 
frating profitably and were in good fi- 
Rancial condition. During this period 


the loss ratio fell to a very low point. 
t averaged approximately 41%. 
The picture changed in 1921. A sud- 


den drop in commodity prices took place 
and during this period business and in- 
dustry suffered heavy losses due to their 
inability to liquidate their inventories. 
They were forced into a_non-liquid 
financial condition. In other words, their 
current liabilities exceeded their cash and 
receivables with heavy merchandise in- 
ventories. In this period the loss ratio 
jumped to 5914%. This jump in the loss 
ratio has been often cited to bring out 
the importance of the financial condition 
to the underwriter. 

This relation has continued in the 
present depression. The National Board’s 
loss ratio chart for seventy-one years 
shows a jump in the loss ratio from 4534 
in the last part of 1929 to 56 in 1930. 
The rise has been eased during 1931 due 
to the liquid condition of the average 


Held More Important Than Classification 
Or Other Factors 


though many fires have occurred in this 
trade. It is the ability of this company 
to select the good from the bad that 
enables it to show stich a good experi- 
ence. They have been able to do this 
by writing the individual in this class 
rather than condemn the whole class, 
and I know they have based their judg- 
ment almost entirely on the credit stand- 
ing of the insured. 

By writing the individual risk rather 
than the class we will also take care of 
the problem which now exists in under- 
writing the broker. It is the practice of 
a large number of underwriters to rely 
solely upon the broker as to the desira- 
bility of a risk. The method they use 
is to keep a record of a broker’s experi- 
ence and use it as a basis for determin- 
ing whether or not the broker secures 








George H. Phillips, underwriting credit manager of the New York Board 
of Fire Underwriters, believes that the financial standing of any risk is more 
important than classification or any other single factor. In other words, he 
contends that every class of risk can be underwritten profitably if the few 
bad financial risks which constitute certain losses sooner or later are weeded 
out by investigation. Speaking last Friday before the members of the New 
York Insurance Society in the Great Hall of the Chamber of Commerce of 
the State of New York Mr. Phillips 
underwriting the credit standing of each risk of any size. 


For many years Mr. Phillips has specialized in credit work, and before 
joining the New York Board four years ago he was credit manager of one 
of the large textile mills of this country. The New York Board has now 
developed a strong credit bureau which today maintains direct contact with 
all of the main industries in the New York metropolitan area. 
every report issued by those agencies are received by the New York Boa-d 
bureau and after analysis are coded from a fire insurance standpoint. On 
this page are given extracts from Mr. Phillips’ interesting address. 


welt upon the great importance of 


Copies of 








business in this period. The gradual 
drop in commodity prices has allowed 
liquidation to be carried on in an orderly 
manner. Fewer firms have been caught 
with large inventories due to “hand to 
mouth” buying. While the average con- 
cern has lost a considerable amount of 
money, it nevertheless was in 1931 in 
a better financial condition from a liqui- 
dating standpoint than it was in 1928. -- 
Writing Hazardous Classes at a Profit 

In the commercial world the function 
of the credit man is to decide on the 
merits of the individual risk. The un- 
derwriter’s task is similar. It is his duty 
to select all the profitable business that 
he can. To do this he also must under- 
write the individual rather than the class. 
A great deal of good business exists in 
those classes which have heretofore been 
considered as undesirable just as much 
as a great deal of poor business can be 
eliminated from those classes which have 
been considered as desirable. In other 
words, a line on a mattress factory 
should not be refused merely because it 
is a mattress factory risk. The physical 
hazard should be covered by the rate 
By picking the risks that are good from 
a financial standpoint the hazardous class 
risks can be written at a profit and with 
reasonable safety. 

Considerable good business is lost by 
refusing risks solely on the experience of 
the class as a whole. I cannot stress too 
strongly the fallacy of declining to write 
a particular class of business because of 
its fire record. I can bring this point 
out more clearly by relating the experi- 
ence of one of the large companies. This 
company has been writing all of the 
good fur business it can get. As you 
know, many companies consider it an 
unprofitable line. The company I have 
in mind has not suffered a loss on their 
fur business in the past three years, al- 


good or bad risks. While it is true that 
the underwriter goes through the mo- 
tions of checking the rating book and 
the insured’s previous record, he is not 
guided by his independent opinion. If 
he is not satisfied that it is a good risk, 
he will accept it as an accommodation 
line. The fallacy of this practice is most 
apparent when you consider that the 
broker “is in no position to secure the 
necessary data for determining a good 
or bad risk. Surely the insured’s aim 
is to leave the broker with the impres- 
sion that his business is in good con- 
dition. 
Position of the Broker _ 

The broker, in a majority of cases, is 
only interested in one thing, and that is 
that the insured will pay the premium. 
He should not have the burden of pick- 
ing desirable risks nor should a fire be 
charged against him. As I see it, his 
job is to secure applicants for insurance 
and he should not be forced into doing 
the underwriting. While you are look- 
ing at the broker’s card and calculating 
that his business is profitable a fire may 
be in progress which will wipe out the 
profits made on the broker’s previous 
business and leave his account so far in 
the red that he would not be out of it 
for the rest of his life. 

The point I want to make here is that 
if the individual risk is underwritten 
properly and from a credit standpoint 
the broker’s experience is immaterial. 
The underwriting of the individual risk 
on a financial or credit basis should allow 
the underwriter to accept more good 
business because it will no longer be nec- 
essary to follow the experience of the 
broker or of the class. 

Our problem is to determine how an 
individual risk may be underwritten from 
a credit standpoint. 

One hundred years ago this would have 
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been a problem. At that time all credit 
was granted through personal contact 
and the personal knowledge the creditor 
had of the customer. As business ex- 
panded it became necessary to rely upon 
the opinion of others. It was in the 
year 1841 that one Louis Tappan saw 
the need of an agency for collecting 
these opinions. He founded what was 
then known as the “Mercantile Agency.” 
All of the commercial agencies you are 
familiar with sprang from his idea. The 
information secured at the start was bet- 
ter than the methods formerly used, but 
it did not consider the most important 
factor—the financial condition. It was 
soon apparent that, all other factors be- 
ing equal, the financial condition was the 
most important guide in accepting a risk. 

This is especially true because it is the 
ability to pay rather than the intention 
of the debtor that is most important. A 
man with the best of intentions may find 
himself with the most powerful motive 
for carelessness or even dishonesty in 
the handling of his business because of 
his inability to pay as he is required. 
Commercial houses, therefore, found it 
necessary to devise some way of secur- 
ing this information. The outcome was 
the practice of requiring applicants for 
credit to submit a financial statement. 
Later it became general to furnish these 
statements to commercial agencies who 
incorporated these statements in their 
trade reports. You now have but to 
draw the report to secure the data avail- 
able. * * * 

N. Y. Board Credit Bureau 

Another criticism that has been made 
of the rating book is that the information 
on which the ratings were based in many 
cases does not reflect the condition at 
the time the underwriter has to consid- 
er the acceptance of a line. This is es- 
pecially true under conditions today. It 
was this fact that led credit men in vari- 
ous industries to establish agencies spe- 
cializing in their line of business., Due 
to constant contact with the members of 
a smaller group they were able to report 
more frequently and more accurately the 
condition of the concerns in their branch 
of business. 

On the same principle members of the 
New York Board of Fire Underwriters 
decided to form a credit bureau which 


(Continued on Page 26) 
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Husband Cannot Insure As Sole 
Owner If Wife’s Name Appears 


State Superintendent of Insurance 
Joseph B. Thompson of Missouri in a 
statement issued to the press at Jefferson 
City, advised husbands and wives who 
own property jointly to check their fire 
and tornado insurance policies to see 
that they conform to the title of the 
property. 

The Missouri Supreme Court recently 
held in a suit brought against the Phoe- 
nix of Hartford, by J. H. Fulbright of 
Greene County, Mo., that a husband can- 
not have “sole and unconditional” owner- 
ship in property that he holds jointly 
with his wife. The court ordered a re- 
trial of the case. Fulbright had sought 
to recover $1,875 for a house and $1,000 
for a barn which had been destroyed by 
fire. He wona judgment in the Greene 


“ROYAL FIGURES FOR 1931. 





U. S. Branch of British Company Shows 
Strong Surplus and Large Invest- 
ments in High Class Bonds 

The United States branch of the Royal 
had admitted assets of $24,620,304 at the 
close of 1931. Government, state and 
municipal bonds total $5,039,504 and the 
greater part of the remaining assets in 
securities of $13,020,955 is in bonds. Cash 
assets total $2,019,676. The unearned 
premium reserve is $11,186,458. For de- 
preciation of securities a special reserve 
of $3,538,110 has been set up. The sur- 
plus to policyholders, based on actual 
market values on December 31 last, is 
$7,905,367. Based on the commissioners’ 
values there is a policyholders’ surplus 


of $11,503,478. 
AMERICAN REGIONAL MEETING 


Plans have been completed for the first 
of a series of regional meetings which 
have been planned by the officials of the 
American of Newark, which will be held 
on Monday and Tuesday, March 14 and 
15. The Monday morning session will 
be devoted to talks on “The Credit Sit- 
se and “Expenses” with Frederick 
Hoadley as the presiding officer. The 
afternoon session will be turned over to 
Laurence E. Falls, vice-president, when 
“Agency Qualifications” will be discussed 
in length. The Tuesday morning ses- 
sion, at which Vice-President Paul B. 
Sommers will preside, will be devoted to 
“Agency Bookkeeping System” and 
“Current Opportunities.” In the after- 
noon, the representatives will hold dis- 
cussions with the officials of the com- 
pany. The meeting will be attended by 
field representatives from New England, 
New York, New Jersey and Pennsyl- 
vania, 





BROADCASTS BY THE N. F. P. A. 
The series of weekly radio talks by 
Managing Director Franklin H. Went- 
worth of the National Fire Protection 
Association from New England over 
Station WHDH at 5:15 on Tuesday af- 
ternoons, which began on February 9 
will be concluded on March 22. The 
nublic interest in these broadcasts has 
been so active that the last two periods, 
March 15 and 22, are being devoted en- 
tirely to answering = 





County Circuit Court and later the low- 
er court was sustained by the Spring- 
field Court of Appeals. 

The insurance company had refused 
to pay the claims on the grounds that 
a clause in the policies provided that the 
insured must be the “sole and uncondi- 
tional owner.” The property was held 
in the name of both Fulbright and his 
wife. 

The Supreme Court opinion written by 
Commissioner James Cooley in Division 
No. 2 held: “If one spouse can insure 
as sole and unconditional owner and 
meet the requirements of the clause, so 
could the other, for their titles and rights 
are equal, and there could thus be two 
valid policies held by different individ- 
uals on the same property, each for the 
full insurable value of the property.” 


NEW AUTO ARRANGEMENT 





National Union Fire and American 
Surety to Issue Joint Policies for 
Complete Coverage 
The National Union Fire has entered 
into an agreement with the American 
Surety for the issuance of a joint auto- 
mobile insurance policy. Heretofore 
these facilities were available to the 
agents of the fire company through the 
medium of a joint policy issued with the 
National Union Indemnity. The latter 
has been undergoing a complete reor- 
ganization of its affairs and to further 
th: it reorganization discontinued the is- 

suance of this form of policy. 

Agents of the National Union Fire are 
thus not only serviced in the matter of 
the coverage but their policyholders will 
have available the claim organization of 
the American Surety. 





NEW BOOK ON QUAKE RISKS 


John R. Freeman, a member of the 
National Fire Protection Association, has 
just completed an exhaustive volume on 
“Earthquake Damage and Earthquake 
Insurance.” This 904 page book is pro- 
fusely illustrated with photographs and 
charts of the pri incipal earthquakes of 
historic record, gives engineering data 
for earthquake resisting construction and 
presents a study for a rational basis of 
insurance. The book is published by 
McGraw-Hill Book Co. of New York and 
retails for $7.00. 





CHARLES W. CHURCHMAN DIES 
Charles W. Churchman, partner in the 
insurance brokerage firm of Hutchinson, 
Rivinus & Co., of Philadelphia, died on 
Sunday at his home at Jenkintown, Pa. 
He was 56 years of age and had been ill 
for about six months. For most of the 
twenty-five years that he had been with 
Hutchinson, Rivinus & Co. Mr. Church- 
man had been a partner. He was widely 
known in New York as well as in Phila- 
delphia. He was graduated from the 
University of Pennsylvania in 1897. 





NEW GERMAN AUTO TARIFF 

The new automobile insurance tariff 
for Germany which was worked out by 
the Union of Automobile Underwriters 
will not be obligatory. 
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RESERVE FOR LOSSES 
RESERVE FOR DIVIDENDS 
(Connecticut Standard) 


DEPRECIATION 
RESERVE FOR CONTINGENCIES 


National a mone Company 
OF HARTFORD, CONN. 


January - 
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*Surplus Available for Protection of Policyholders.............. $17,054,303.40 
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AERO COMPANIES CLOSING 


To Be Liquidated After Three Years of 
Operation; Barber & Baldwin, Inc., 
to Continue in Business 

Due to the general shrinkage in avia- 
tion insurance premiums the stockhold- 
ers of the Aero Underwriters Corpora- 
tion voted this week to liquidate the two 
subsidiaries, the Aero and the Aero In- 
demnity, after the payment of all out- 
standing obligations. However, Barber 
& Baldwin, Inc., the agency firm which 
handled the aircraft underwriting, will 
continue in business as it has recently 
completed arrangements for handling the 
aviation insurance of other companies. 
Major G. L. Lloyd, president of the 
Aero Underwriters Corp., said that the 
1931 income did not show a tremendous 
shrinkage but that the income on air- 
craft insurance as a whole was not yet 
satisfactory. 

Results of the operations of the corpo- 
ration during 1931 showed income of 
$1,100,211 and payments of $1,634,348. 
3oth the Aero and the Aero Indemnity 
were incorporated in New York in Oc- 
tober, 1928. The Aero started business 
with paid-in capital of $500,000 and net 
surplus of a like amount, while the paid- 
in capital of the indemnity company was 
$1,000,000 and the surplus also $1,000,000. 








AMERICAN PROMOTIONS 

Daniel T. O’Connor, who has been af- 
filiated with the American of Newark at 
the home office for the past five years, 
has been made auditor of the company, 
and William F. Bartel, for twenty-three 
years with the company, is now statisti- 
cian. In celebration of the event a din- 
ner and dance was given at the Newark 
Elks Club on Saturday, March 5, at 
which Archibald C. Cyphers, treasurer 
of the American, acted as toastmaster. 
President C. Weston Bailey ‘was the 
guest of the evening. 





CHICAGO LOSSES OFF 37% 


The Fire Insurance Patrol of Chicago, 
which keeps a complete record of all fires 
and the damage done in Chicago, has 
announced that the fire loss in Chicago 
last year was only $9,502,023, or a reduc- 
tion of 37.2% under the total for 1930. 
This was a reduction of more than 40% 
under 1929, the modern day high record 
year when the losses totaled $15,963,979. 


NORSKE LLOYD LIQUIDATION 

The Norwegian liquidator of the 
Norske Lloyd has nearly completed his 
work. Norwegian and English creditors 
have received another account payment 
and have up to now received nearly 50% 
of their claims, amounting to between 
11 and 12 million crowns for each of 
them. Further payments will be made 
during the course of the current year. 


NORTH STAR STATEMENT 
The North Star, fire reinsurance affil- 
iate of the General Reinsurance, had ad- 
mitted assets of $3,401,029 on December 
31, 1931. The company has a premium 
reserve of $1,421,589, capital of $800,000 
and net surplus of $869,349. 


BRITISH BOOK FOR INVESTORS 

The Insurance Shareholder’s Guide for 
1932 has reached this country. It is the 
twenty-fifth year of issue of the publi- 
cation which is of particular interest to 
investors. The book is published by The 











Policy-Holder Journal Co., Ltd., London. 





Franklin W. Fort 


Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 


GENERAL AGENCY CHANGE 


Cobb and Stebbins Purchase Interest of 
E. J. Miller in Denver Office; Latter 
Opens Casualty Agency 

Clarence Cobb and Herbert Cobb 
Stebbins of Denver, Colo., have pur- 
chased the interest of Ernest J. Miller 
in the general agency firm of Cobb, Mil- 
ler & Stebbins and the name of the 
general agency will hereafter be Cobb 
& Stebbins. Mr. Miller is opening a 
surety and casualty general agency and 
will not engage in the fire insurance 
business. 

Cobb, Miller & Stebbins is reputed to 
be the oldest general agency in the 
United States, having been established 
by Charles D. Cobb in 1870. The general 
agency of Clarence Cobb and Herbert 
C. Stebbins and the general agency of 
Ernest J. Miller consolidated on January 
1, 1923, under the name which has been 
used up to the present time. Mr. Steb- 
bins is well known to general and local 
agents throughout the country as one of 
the leaders in the American Association 
of General Insurance Agents. He has 
spoken at meetings in all parts of the 
country. 








NEW LAWS IN N. Y. STATE 

Governor Roosevelt this week signed 
three bills passed by the New York State 
Legislature which affect the insurance 
business. One is to legalize and confirm 
the acts of the board of supervisors of 
the county of Chenango taken subse- 
quent to January 1, 1926, with respect to 
the establishment of a building fund as 
an insurance against fire losses and the 
appropriation of county money and the 
collection of county taxes for such pur- 
pose. The second provides for the pres- 
ervation of evidence in the case of 
wrecked aircraft, stating that no parts of 
a wrecked plane may be moved within 
twenty- -four hours without permission of 
an inspector of the United States De- 
partment of Commerce or a member of 
the state police. The third amends the 
general municipal law in relation to pay- 
ments to injured volunteer firemen, or 
their representatives in event of death, 
while such volunteer firemen were at- 
tending a fire training school. 





SUSPEND W. VA. AUTO RATES 


The National Automobile Underwrit- 
ers Association has suspended the appli- 
cation of the 1932 automobile fire and 
theft rates in West Virginia pending a 
conference with State Auditor Edgar C. 
Lawson. The 1931 rates will remain in 
force until further notice. Objections to 
the new rates have been made by agents 
and assureds. 





SEEK MODEL ARSON LAW 


The National Fire Protection Associa- 
tion in conjunction with other organiza- 
tions is now trying to secure the adop- 
tion of a model arson law in three states 
whose legislatures are now in session: 
namely Massachusetts, Mississippi and 
Virginia. This law or its equivalent is 
now effective in twenty-eight states. 


THOMS BACK FROM FLORIDA 

Joseph C. Thoms, well-known Newark 
insurance man, has returned from 4a 
month’s stay at Deland, Florida. \r 
Thoms was accompanied by his wife. 
Both of them are enthusiastic golfers 
and won many trophies in the tourna- 
ments held during their stay. 










(Denmark) 


Thomas B. Donaldson 
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“I AM NOT MUCH OF A WRITER BUT 


if I could be of some help to a fellow 

agent I would be glad,’’ he replied, 

when asked to tell how he increased 

his premium income 40% last year. 

“First let me say that conditions 

are just the same here as elsewhere. 

I hear plenty of depression talk but 

a 4 no man hears me talk it. When a 

hla FT 5 y man begins to talk depression he 
neral fe 4 begins to hurt his own business.”’ 
ype ; = “Second - there are five agents 
uary , writing business in this town of 

been Z 4 1000. Therefore, I am convinced that & 
wee Pease ; 4 » | competition is the life of business and 
io al eee ~~ _ I have no fear of honest competition. ”’ 
ation Se a “*T watch the papers and when I see 

a 2 that a man has a new car, I go at 

: once to see him, perhaps he is cover- 

ed for liability and property damage, 

but I know that he needs fire and 

gned : ; . theft and collision. If I have a line of 

oe ae Bee any kind for a person, I make it a 

orn : og point to find out if he is properly 

rs of eee SS 7 covered in all lines. I find that Inland 

sgt g : = = u Marine insurance is neglected by 

id as Sire Roe eS many agents. Many times my first 

the srg — ? wedge into a man’s business is 

Sh . aoe Inland Marine. And I feel that I 

pres- G a have done a real service when I get 

e of mos a oe him covered. I hope to make this 
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The AMERICA FORE GROUP of Insurance Companies 
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N. Y. Board Credit Bureau iis Detiiks Wiens, 
(Continued from Page 23) 110 Fulton Street, 
would have direct contact with such cerns are usually profitable lines to write New York City, N. Y. 


agencies. The object of the bureau was 
to collect and classify the information 
available and to supply the members with 
the credit manager’s analysis by code. 
The bureau started with one of the lines 
in the textile field which had given con- 
siderable trouble and which was an un- 
profitable class of business to write. The 
result obtained was so encouraging that 
in a short time the board made contact 
with an agency in the fur industry. 

The idea continued to develop and at 
the present time the bureau has direct 
contact with all of the main industries 
in the metropolitan area. Copies of 
every report issued by these agencies on 
all concerns, whether good, bad or in- 
different, are received by the bureau and 
after analysis are coded from a fire in- 
surance standpoint. All phases that 
would tend to make a poor fire risk are 
noted in the loss index cabinet under 
the appropriate code. It ; not the in- 
tention of the information bureau to de- 
termine whether or not a concern is a 
poor fire risk but to bring to the atten- 
tion of the underwriter the undesirable 
features reported to the trade. It is then 
up to the underwriter to determine 
whether or not there are enough favor- 
able elements to offset the undesirable 
features. It goes without saying that a 
poor credit risk can be offset only by 
positive favorable elements. 

Gates | Financial seenoaniinan 

The trade »:sencies in many cases are 
unable to secure current inanciad state- 
ments. In order to make our informa- 
tion more complete the bureau started 
using a questionnaire form which cov- 
ered the past connections and _ all other 
information necessary in underwriting 
together with a copy of the financial 
statement. It is the practice of the bu- 
reau to submit these questionnaires to 
all concerns on which a request has been 
made by a member of the board. The 
questionnaire when received is analyzed 
and upon request any member of the 
board interested in the risk may receive 
a copy. 

The bureau has been able upon mem- 
bers’ requests for reports to secure state- 
ments in approximately 85% of the cases 
on which the agencies had no informa- 
tion. Concerns who have not found it 
necessary to supply statements to the 
agencies because they buy for cash or 
do not need a credit rating realize the 
necessity of furnishing this information 
to the insurance companies. Such con- 


LINCOLN FIRE STATEMENT 


Assets of $5,726,899 and Surplus to 
Policyholders of $2,117,447 at 
Close of Last Year 

The Lincoln Fire had assets of $5,726,- 
899 at the close of 1931. Bonds and stocks 
of $4,086,641 were valued in accordancé 
with the formula of the National Con- 
vention of Insurance Commissioners. 
After setting up a reserve of $400,000 for 
security valuations the Lincoln Fire has 
a net surplus of $1,117,447 and capital of 
$1,000,000. The premium reserve is $2,- 
029,763. In a letter to stockholders Pres- 
ident A. T. Tamblyn says that as a re- 
sult of the merger effected last year with 
the Chicago F. & M. the company is 
securing additional preferred business 
not heretofore available with the former 
capitalization. 

Interest and dividends earned by the 
company during 1931 were $317,677. The 
current rate of dividend will require less 
than two-thirds of that amount. Through 
cessions the premium reserve has been 
reduced to $2,029,763, showing an under- 
writing profit of $480,020 for the consoli- 
dated corporation. 





FLINT AGENT DIES 
Allen J. Beach, Flint, Mich., local 
agent for many years, died of heart dis- 
e se during the past week at his home. 
Death followed four months’ illness. He 
leaves the widow and one daughter. Fu- 
neral and burial were at Flint. 


but are often passed up by the under- 
writer because they have no credit rat- 
ing. The Information Bureau question- 
naire supplies the information needed to 
write this type of business with confi- 
dence. 

There is no reason that I know of why 
an insured should hesitate to furnish 
financial information to insurance com- 
panies, who take a far greater risk than 
all his creditors combined. I will grant 
that in the small group of firms refusing 
to furnish such information there are 
some who are in good condition, but I 
fail to see how it is possible to pick out 
the good from the bad where there is 
no information available. It should be 
realized that the large majority of firms 
who hesitate to furnish statements to 
both the agencies and the insurance 
companies take such an attitude because 
they are in poor financial condition. 
Many Losses on Those Refusing Facts 

Figures have been compiled on con- 
cerns who have refused to furnish state- 
ments to the New York Board. These 
indicate that concerns in this class have 


fifteen times as many fires on their 
premises as those who furnish state- 
ments of their financial condition. The 


figures should indicate the importance 
of determining whether or not a con- 
cern will refuse to submit a statement 
to the insurance companies. 

The thought may occur to you that 
because of his poor financial condition 
the insured may issue a false statement 
to secure his insurance. 

The questionnaire which he signs con- 
tains a warranty by the assured that the 
statement shown is a true condition and 
in accordance with his books. We re- 
cently found it necessary after a loss to 
check the accuracy of the statement is- 
sued prior to the fire. The statement 
was found to be materially false. Litiga- 
tion resulted and a clear cut verdict by 
a federal court jury in the companies’ 
favor was received. They found that 
the statement submitted on which the 
insurance company relied was false and 
that it constituted fraud and misrepre- 
sentation, nullifying the policy. After a 
decision of this kind it does not seem 
necessary to stress further the value or 
the importance of the fin: Races state- 
ment. It is hard to realize why the 
average underwriter persists in writing 
risks where there is no financial state- 
ment available when he can secure one 
with little effort and small expense. 


BANK AGENCIES FEWER 





Three Are Dropped in Louisville, Ky., 
as Insurance Departments Are Aban- 
doned; Four Agencies Remain 

Banking agencies in Louisville, Ky., 
are three fewer than they were. When 
the banks and trust companies began 
taking on fire insurance departments the 
old Louisville National Bank & Trust 
Co., Louisville Trust Co. and Bankers 
Trust Co. all installed such departments. 
Later the Louisville Trust and Louis- 
ville National merged into one, and now 
have abandoned their insurance depart- 
ment. The Bankers Trust Co. failed 
November a year ago. 

The Liberty Bank & Trust Co. op- 
erates the Liberty Fire as a subsidiary, 
doing the largest insurance business of 
any agency organization in the Louis- 
ville Board. The Fidelity & Columbia 
Trust Co. has a large non-board agency 
and the Lincoln Bank & Trust Co. also 
has a non-board agency. The First Na- 
tional Bank and Kentucky Title Trust 
Co. interests control the First National 
Fire & Marine Insurance Co., doing a 
local agency business and representing 
a board company. 

Four are left out of seven banking 
agency organizations that were doing 
business three years ago. The Liberty 
and Fidelity & Columbia are big organ- 
izations. The First National has been 
growing steadily. 
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United States $3 
Canada $4 Plus Tax 





You may enter my subscription for The Eastern Underwriter 
for One Year beginning with the next issue. 
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appearing through the window of the en- 
velope. Many companies now use the 
window-type of envelope and as it sat- 
isfactorily meets the situation why spec- 
ulate as to what a judge or jury will do 
on hearing the testimony of a claimant 
who has suffered loss perhaps months 
after the policy has been cancelled on 
your records? 
Part 11—Mortgagee Rights 

The mortgagee has indeed been the fa- 
vorite of the courts, and that may be re- 
sponsible for the haughty attitude of 
mortgagees when insurers contend for 
their rights under some new state of 
facts. Prior to last year it was the law 
in this State that if a warranty, for ex- 
ample, the 500 foot hydrant warranty, 
was untrue, the mortgagee could not col- 
lect. In other words, there was no valid 
contract to which the standard mort- 
gagee clause could attach. In 1931, how- 
ever, our Court of Appeals joined the 

reat weight of authority in this country 
oul held that a policy void as to the 
owner because of his breach of war- 
ranty as to ownership and occupancy, 
may, nevertheless, be valid as to a mort- 
gagee under the standard clause. (Gold- 
stein v. Ins. Co., 256 N. Y. 2 

I never could appreciate the necessity 
of forcing a warranty upon the insuring 
public which fixes the distance from a 
hydrant or from a fire station, a mile or 
two from a fire station cr a paid avail- 


able fire station, one form read. 

Is not the issuing agent more familiar 
with that subject than a woman who has 
come to him for coverage, and having 
received the policy, has put it away with- 
out reading it? I know the courts have 
held time and again that the failure to 
read affords no excuse, but you and [| 
know that policies are not usually read 
until after a fire has occurred. If the 
agent is at all in doubt, could he not 
charge a higher premium, without a war- 
ranty? If the insured complains that her 
rate is higher than her neighbor’s, that 
would afford opportunity for inspection 
and correction, and an unfortunate sit- 
uation could be avoided. 

As I recall it, the forms are not always 
clear in fixing the starting point for the 
measurement of the specified distance, 
and greater care in preparation of forms 
would make resort to the courts unnec- 
essary. 

In an Ohio case a party agreed to 
convey a piece of land commencing a 
mile from a certain monument, and the 
Court held that the distance should be 
measured as a crow is supposed to fly— 
in a straight line. The same judge sub- 
sequently had before him a case in which 
the owner of a saloon had sold his place 
to his bar-keeper and had agreed not to 
open another saloon within a mile of the 
place which had been sold. He opened 
within a mile as the crow flies, but it 
was a mile and a half by the highway, 
and the Court held that in that case the 
distance should be measured on the 
highway. 

(To be continued) 





COMMERCIAL UNION FIGURES 


Company Has Assets of $12,638,947 and 
Net Surplus of $4,522,517 on De- 
cember 31 Values 

The United States branch of the Com- 
mercial Union uses December 31, 1931, 
stock and bond prices in its financial 
statement for last year. On that basis 
the assets are $12,638,947 and the net 
surplus $4,522,517. If the securities had 
been valued according to the formula of 
the National Convention of Insurance 
Commissioners the net surplus would 
have been $6,234,733. The company has 
a reserve for unexpired risks of $6,512,- 
776 and cash in banks of $2,593,924. The 
company had a trade gain of $15,004 last 
year and due to a drop in premium re- 
serves there was an underwriting profit 


of $640,790 








FIRE REASSURANCE FIGURES 
The Fire Reassurance of New York 
closed 1931 with assets of $4,256,907 based 
on the insurance commissioners’ values. 
The capital is $400,000 a and net surplus 
$1,028,825. There is a premium reserve 
of $1,606,619 and a reserve for security 
valuations of $405.936. The Metropoli- 
tan Fire of New York, of which B. 
Carvalho, vice-president of the Rossia, is 
also president, has assets of $887,060, 
capital of $200,000 and net surplus of 
$218,292. The premium reserve is 
$280,350. 





ALEX. ADAMSON DIES 

Alexander Adamson, assistant chief in- 
spector in charge of the special hazard 
division of the New York Fire Insurance 
Exchange, died last Thursday at the Me- 
morial Hospital at Tuxedo, N. Y. He 
had been with the Exchange for more 
than thirty years. 


N. Y. STATISTICAL AGENT 

The National Board of Fire Under- 
writers has been reappointed statistical 
agent of the New York Insurance De- 
partment, beginning with the business of 
1932. The reappointment was agreed to 
following the recent reduction by the In- 
surance Department of the supplemental 
codes which it requires from nineteen to 
five. The National Board does not in- 
clude such separate codes in its statis- 
tical compilations unless they amount to 
at least 1% of the total premiums. Prior 
to 1928 the National Board was statis- 
tical agent for the Department but in 
that year it reduced the number of its 
classifications below the number which 
the Denartment desired and the New 
Vork Fire Insurance Rating Organiza- 
tion was named statistical agent. 





HALIFAX FIRE PREMIUMS 


The Halifax Fire of the Home of New 
York group had net premiums of $1,155,- 
805 last year. The underwriting losses 
were $607,787 and the taxes and expenses 
$196,615, leaving a balance of $51,402. To 
this was added $75,168 from the reserve 
for unearned premiums, making a total 
trade gain of $126,570. The net gain 
from dividends, interest and rents was 


$277,456. 





LUFT HANSA 1932 SEASON 


The German Luft Hansa will employ 
during the flying season of 1932 on its 
international lines new very fast ships 
for passenger and mail service during 
the night. These planes will cover up 
to 1,400 flying kilometer distances and 
all cities within such a radius will get 
fast service. The time from Berlin to 
Paris will be cut to 2% hours’ actual 
flying time. 
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TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself: Faith in the Present; and Faith in the Future. 


False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed. and was in every way better and more prosperous in the yeas 
100 than in the year 1 A. D., History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History wil! 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed, and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T BASSETT, Vice-President ‘ ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
WE. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, Presid NEAL BASSETT, Vice-President 
JOHN KAY. Vice-President. A. H. HASSINGER, Vice-President | WELLS T. BASSETT, Vice-President | ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President H.S. LANDERS, Vice-Pres. & Gen’! Counsel S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres. S. K. McCLURE, Vice-Pres. - JOHN KAY, Vice-Pres, A. H. HASSINGER, Vice-Pres. WELLS T..BASSETT, Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT, Chairman of Board 



































Cc. W. FEIGENSPAN. President H. S. LANDERS, Vice-Pres. & Gen’! Counsel W. VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
Rush Street, Chicago, UL 10 Par ce . : : 
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Post Cards Bring 284 Prospects 
Into One Local Agent’s Office 


Single Mailing of 1,100 Cards by General Insurance Agency of 
Warren, Ohio, Advertising Free Calendars Proves Con- 
clusively to This Office That Direct Mail Gets Results 


J. E. Greenwood, head of the General 
Insurance Agency of Warren, Ohio, and 
representative of the World F. & M. of 
the Aetna (Fire) group in that commu- 
nity, is a distinctly enterprising agent. 
He is one who has failed to succumb to 
the belief that business must be bad for 
everyone in times of depression. Very 
recently he brought the astounding num- 
ber of 28 prospects into his office with 
a single post card mailing of 1,100 pieces. 
This is what those post cards did besides 
bringing in the prospects; prompted 
twenty-three prospects to telephone; ob- 
tained eighteen payments on account; 
sold seven policies over the counter; es- 
tablished numerous future sales pros- 
pects, and thoroughly convinced the 
agency that direct mail brings results. 

The General Insurance Agency’s post 
card was sent out before Christmas. It 
was in two colors and about twice the 
size of an ordinary postal. Eleven hun- 
dred cards were mailed and the response 
exceeded 30%. Here is what the post 
card contained: “The Moon Was Wrong 

But Caesar Changed It! The cal- 
endar used today has gone through sev- 
eral stormy periods during the last 2,000 
years, but everything is running smooth- 
ly now. The moon in fact has_ been 
forced out of the date-recording business 
by the attractive calendar such as we 
are holding for you here at our office in 
the Mahoning Building. Will you call 
for it? You will receive a hearty wel- 
come, and there are several other useful 
little souvenirs that would like to accom- 
pany you home. Do come in.” 

A complete story of this successful 
business building effort is contained in 
the latest issue of The Messenger. the 
monthly publication of the Aetna (Fire) 
group of Hartford. Here are extracts 
from the interesting story: 


Calendars Made Profitable 


That calendars can be made a profit- 
able form of advertising has been proven 
by more than one agent. But the most 
successful campaign we have heard of 
recently was conducted by the General 
Insurance Agency, World agents of War- 
ren, Ohio. Like every other firm this 
agency has had to shave operating costs 
Advertising was called on the carpet. 
Unlike many an agent, who looks upon 
advertising as a luxury to be indulged in 
only in good times, its president, J. E 
Greenwood, a consistent and successful 
advertiser, could see no point in lopping 
off the appropriation just for the fun of 
seeing the axe fall. The problem was to 
ascertain anew the most profitable media 
and so reapportion the appropriation, if 
necessary even increase it. What about 
so-called good will advertising—calendars 


for instance? Did they pay? In co- 
operation with the Aetna and World 
publicity department they found that 
calendars undoubtedly pay if properly 


distributed 

Previously, they had sent them by mail 
or bv salesmen. It was practically im- 
possible to check the results. Last year 
they decided to have customers and pros- 
pects call for them and so determine the 
response. Eleven hundred cards of the 
kind reproduced here inviting customers 
and prospects to call for calendars and 
other souvenirs were mailed well in ad- 
vance of the Christmas holiday week 
The detailed results of this mailing are 
reported by Mr. Greenwood as follows: 

“Up to Saturday noon, January 23, 284 
persons had called for their calendars 
and souvenirs and 23 companies and in- 
dividuals had telephoned to ask that 
theirs be delivered to them. Ninety per 
cent of those who called in person had 
transacted business with us for some 
time but had never visited our office 
All expressed surprise that an insurance 


agency required such an elaborate set- 
up. With this group we feel that we 
made a very favorable impression by 
having them see the office that handles 
their insurance business. More than half 
of these customers brought their cards, 
thus showing that they were not thrown 
into the wastebasket after the first 
glance. 
Delinquents Paid Up 

“Eighteen persons made payments on 
their accounts. Of these quite a few 
were chronic delinquents. One in par- 
ticular came to our notice. He had owed 
us a small balance for six months. We 
had called him, sent a number of state- 
ments and two collection letters without 
result. The postal card brought him in 
and he paid his account in full. All felt, 
evidently, that we were still friendly and 


that the least they could do was pay 
their bills. 

“Seven of those who called bought in- 
surance from us for the first time or 
added to insurance we had already writ- 
ten for them. This was most unexpected 
as the young women who passed out the 
calendars were instructed not to solicit 
insurance in any way. In addition five 
persons told us that they intended to 
place insurance with us as soon as their 
present policies exnired. Two informed 
us of changes in address. Still another 
told us of a relative who needed insur- 
ance and whom he thought we could in- 


terest if we made a personal call. We 
sold $50 worth of insurance on this 
lead.” 

Included with the calendars as sou- 


venirs were bridge score pads and house- 
hold inventory books furnished by the 
publicity department. “Everyone said 
they played cards and agreed that the 
pads would be useful,” said Mr. Green- 
wood. “This should be profitable adver- 
tising because we have found that each 
score pad may be used for about five 
months, and so not only is seen by mem- 
bers of the prospect’s family but by at 
least ten others. A favorable impression 
was created by calling everybody’s atten- 
tion to the importance of keeping a com- 
plete household inventory. We were not 


surprised to find that they did not know 
that it was necessary to make an in- 
ventory in presenting a claim under 
property damage insurance. 
Pleasing Housewives Too 

“To help us determine what kind of 
calendar to use in the future not the 
least important information was that the 
type preferred is one showing three 
months at a glance, that is the present 
month, last month and next month, vis- 
ible across a room, and with blank spaces 
on which to make notations. A calendar 
of this kind would seem to meet the re- 
quirements especially of housewives who 
say they no longer use more than one 
calendar and that one in the kitchen.” 

While this last observation is valuable 
to agents who specialize in calendars for 
the home it is not always true in the 
case of the majority of agents who wish 
to attract the attention of business men. 
Generally, the large three-month-on- 
one-sheet calendar is best for this pur- 
pose. The publicity department has dis- 
covered further, that the type of calen- 
dar selected depends in great part upon 
the section of the country in which it is 
to be distributed. For instance, in al- 
most the entire southern section of the 
country the only acceptable calendar is 
the so-called art type. The picture’s the 

(Continued on Page 33) 
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strate the destructive force of rotating winds. For once it 
will pay you to go around in circles . .. Of course we aren’t 
in earnest. However, we are serious in mentioning again 
the “Springfield Group’s” unique, resultful plans for 
selling insurance. It may pay you to hear more about them, 
so take a whirl and write us today. 


THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 


EMEMBER the Maulawiyah or Whirling Dervishes? 

Those circus fakirs who spun ’round and ’round ? 
Well, it’s time to call attention again to winds that go ’round 
and ’round. Time to sell Tornado and Windstorm Insur- 
ance! So imitate a Whirling Dervish. Personally demon- 

















SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
Cash Capital, $5,000,000.00 
SPRINGFIELD, MASSACHUSETTS 


Chartered 1849 


GEORGE G. BOLKLEY., President 


Garding & Lininger, Mgrs., Chicago. John C. Dornin, Mgr., San Francisco. W.E. Findlay, Mgr., Montrea) 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 
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92 William Street 


AMERICAN EQuITABLE ASSURANCE 
Company OF New YorK 
Capital, $1,000,000.00 
Grose & Repusiic INSURANCE COMPANY 
oF AMERICA 
Philadelphia, Pa. Established 1862 
Capital, $1,000,000.00 


Importers & Exporters INSURANCE COMPANY 


What of the Future? 


“ HAT are the prospects for the future?” This is a 
question which many business men are now asking 


themselves. 


Insurance men seek the answer in the light shed by their 
usual guide, experience. Their business grew during the 
so-called prosperous years, although many assureds carried 
only indispensable protection. Seldom would the latter take 
the time to consider their insurance needs as a whole and 


carry adequate insurance. 


Changed conditions, however, have brought a new atti- 
tude. Money does not come so easily, and it is guarded 
and spent more wisely. There has been a return to modera- 
tion. With it has come greater appreciation of insurance 
as the safeguard of property (which is valued in terms of 
money). 


Hence buyers of insurance will be less inclined to gam- 
ble with fate and readier to entrust their many risks of loss 
from fire and other destructive forces to its protection. 


Insurance men, then, may look for an increased volume 
as conditions improve and American wealth and resources 
make greater progress. 


Well planned and well directed sales effort will still be 
necessary, even though the value of insurance protection is 
better appraised. But it will be more productive than ever 


before in the history of our business. 


ORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 
New York, N. Y 


oF New York ; INSURANCE Co. 
Capital, $1,000,000.00 Newark, N. J. 


KNICKERBOCKER INSURANCE COMPANY 
or New York New York Fire InsurANCE COMPANY 


Capital, $1,000,000.00 Incorporated 1832 Capital $1,000,000.00 


Mercuants & MANUFACTURERS FIRE 


Capital, $1,000,000.00 


Chartered 1849 ; 
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Complaints Filed 
With Agents’ Ass’n 


TO BE HEARD AT CLEVELAND 


Executive Committee to Consider Al- 
leged Unethical Company Practices; 
Entertainment Features Prepared 


When the executive committee of 
the National Association of Insurance 
\gents meets at Cleveland on March 21, 
immediately preceding the mid-year 
meeting scheduled for the twenty-second 
through the twenty-fourth, three impor- 
tant cases involving company practices 
will receive its particular attention. 

First is a complaint from Tennessee 
where certain companies are charged 
with violating the conference agreement 
in maintaining a bank agency. The sec- 
ond case comes from Des Moines where 
it is charged that the practices of one 
or more general agents uncontrolled by 
companies are a disturbing element of 
long standing, and the local association 
insists that the time has come for a 
showdown. The third case concerns the 
practice of one or more surety compa- 
nies in directly contacting assureds in 
the writing of bonds, with the elimina- 
tion of the agency system. 

These three cases, from widely scat- 
tered sections of the country, are in- 
cluded in a full agenda which the ex- 
ecutive committee has before it. As has 
been announced, Tuesday of the conven- 
tion week is to be divided between the 
meetings of the national council and the 
state officers. In accordance with the 
constitution President William B. Cal- 
houn will preside over the national coun- 
cil session. The president has drafted 
Executive Committee Chairman Charles 
L. Gandy to preside over the state of- 
ficers’ meeting in the afternoon. 

“Adoption Plan” of Membership 

One of the chief topics to come before 
this meeting is association membership. 
Judge W. H. Tomlinson, secretary of the 
Ohio Association, has consented to dis- 
cuss the “Adoption Plan” which he has 
inaugurated for his state. Under this 
plan, members in good standing are 
given the privilege of “adopting” delin- 
quent members who find themselves un- 
able to retain their membership at the 
present time. 

The Insurance Board of Cleveland has 
completed arrangements for the enter- 
tainment features on the program. At 
the get-together dinner, which will for- 
mally launch the meeting on Tuesday 
evening. March 22, at the Mid-Day Club, 
there will appear a mysterious stranger 
whose identity the local committee has 
guarded jealously. 

A special committee, of which Charles 
H. Parsons is chairman, has been ap- 
pointed to provide entertainment fea- 
tures for the convention ladies. There 
will be an uptown shopping tour which 
will take in some of Cleveland’s famous 
stores, followed by a luncheon on Tues- 
day. On Wednesday afternoon a tour 
will be made of the terminal group, in 
which the Hotel Cleveland convention 
headquarters is located. This will in- 
clude a visit to the observation porch of 
the Terminal Tower which is fifty-two 
floors above street level. The entertain- 
ment will include bridge parties and teas 


TURKISH HAZARDS INCREASE 

During last November the Turkish 
government all but prohibited certain 
imports, while others were greatly re- 
stricted. These steps were taken to 
maintain the currency and have resulted 
in an increase of the marine hazard. Ar- 
riving in Turkish ports goods are left 
for long periods on lighters and auais, 
exposed to weather and theft. Most 
goods are insured C.I.F. and the situa- 
tion is unfavorable to marine insurers. 

MUNICH ACQUIRES PACE 

The Munich Reinsurance Co. has ac- 
quired the Pace of Milan, Italy, a com- 
pany founded in 1919 with a capital of 
10 million Lire, writing fire, accident, lia- 
bility, burglary, transport, hail and auto- 
mobile insurance directly as well as in 
the way of reinsurance. 














NORWICH UNION 


policies and service 
have world - wide 


reputation 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is strength 
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Rossia Issues Its 
Statement for 1931 


THE TOTAL ASSETS ARE $12,312,291 





Premiums Written Last Year by Promi- 
nent Reinsurance Company Were 
$5,686,379; Foreign Business Shows 

Profit 





The Rossia of America reports assets 
of $12,312,291 in its financial statement 
for 1931. The capital is $1,500,000 and 
the net surplus $3,119,921 making a sur- 
plus to treatyholders of $4,619,921. The 
unearned premium reserve totals $4,245,- 
941 and the reserve for losses $939,640. 


The company has set up a reserve for 
security depreciation of $1,530,815 and 
another reserve for contingencies of 
$90.000. Stocks of $6,118,506 and bonds 
and mortgages of $4,423,349 are valued 
according to the method adopted by the 
National Convention of Insurance Com- 
missioners. 

Premiums written in 1931 by the Ros- 
sia amounted to $5,686,379. Losses paid 
were $5,440,193, commissions $1,982,079 
and expenses $647,475. By a reduction 
in capital last year $1,500,000 was trans- 
ferred to surplus. In a letter to stock- 
holders First Vice-President B. N. Car- 
valho makes these remarks: 

‘Due to the drop in commodity prices, 
building values and the lack of funds by 
many people to pay their premiums, the 
fire insurance companies in general, in- 
cluding ourselves, experienced a decrease 
in premium income during the year 1931. 
Also, the unprecedented drop in security 
prices during the last quarter of the vear, 
created a situation which necessitated a 
reduction in our capital by order of the 
Commissioner, which you approved on 
December 18. 

“Even after this reduction in capital 
the security market continued its fall. 
Accordingly, your management consid- 
ered it prudent to increase its retro- 
cessions and thus reduce liabilities. The 
percentage of business retroceded dur- 
ing the year amounted to 41.4% as com- 
pared with 27.7% during the previous 
year. 

“By this action our reserves were re- 
duced by $3,292,453, resulting in an un- 
derwriting profit of $1,335,541. The ratio 
of losses incurred to premiums earned 
was 56.18%, a decrease of .30% from last 
year, while the expenses incurred of 
28.95% show a reduction of. 12.45%. Divi- 
dends and rents earned during the year 
amounted to $598,934.65, a reduction of 
$76,490.55 from the preceding year. Four 
cash dividends aggregating in all $660,000 
were paid in January, April, July and 
October. 

“The foreign business of the company 
has shown a profit during 1931 amount- 
ing to $130,900. Our reserves which we 
must maintain in Germany are all in- 
vested in high-grade securities approved 
by the German Insurance Department 
and guaranteed by the German Govern- 
ment. 

“In preparing our statement, under the 
ruling of the Insurance Commissioner of 
Connecticut, the stocks and bonds held 
by this company have been valued at the 
values prescribed by the National Con- 
vention of Insurance Commissioners, 
with a reserve for depreciation of securi- 
ties set up in accordance with the Com- 
missioner’s requirements, to adjust Con- 
vention values to true values as of De- 
cember 31, 1931. If our bonds were fig- 
ured on an amortized value and our 
stocks on December 31 market value, our 
surplus would be $1,912,203.70.” 





GERMAN AVIATION STATISTICS 


Statistics kept by the German exper!- 
mental station for aviation show that the 
total number of accidents in sport flying 
in Germany rose from 359 in 1926 to 
499 in 1930. On the other hand, the 
number of accidents in air passenger 
service fell from 125 in 1926 to 65 in 1930. 
The percentage for all accidents is 36.2% 
for sport flights and 16.2% for passenger 
service. 
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Palace Theatre Fire 
Report Is Prepared 


FLEXIBLE CURTAINS RAPPED 





New York Board Says Asbestos Curtains 
Should Have Rigid Framework of 
Steel; Insurance Loss Not Great 





The Bureau of Surveys of the New 
York Board of Fire Underwriters has 
issued its report on the Palace Theatre 
fire in New York which occurred on the 
evening of February 17 while a perform- 
ance was in progress. The damage con- 
sisted of destruction of the greater por- 
tion of the drops, drapes, scenery and 
other equipment on the stage by fire and 
water and also damage by fire to the 
first three rows of orchestra seats. The 
asbestos curtain was badly damaged by 
being torn, probably due to the unequal 
air pressure to which it was subjected, 
first by the draft on the stage side and 
then the sudden opening of all of the 
exsits on the auditorium side. A cer- 
tain amount of damage to this curtain 
was also caused by the operations of the 
fire department. 


Fire insurance carried on the building 
was $750,000 and on contents $35,000. The 
loss on the building will not be heavy 
but there will be a material loss on con- 
tents. Superintendent William B. White 
of the Bureau of Surveys in his sum- 
mary of the report states that the par- 
tial failure of the asbestos curtain again 
shows the unreliability of the flexible 
fabric type and the desirability of using 
a curtain that has a rigid framework of 
steel. Other parts of his report follow: 

“This fire can be directly attributed to 
the existence of flammable material upon 
the stage of the theatre. contrary to the 
provisions of the Building Code, section 
533, paragraph 3 of the Code—Scenery, 
and Fittings, which provides: “All stage 
scenery, curtains and decorations made 
of combustible material and all wood- 
work on or about the stage shall be 
painted or saturated with some non-com- 
bustible material or otherwise rendered 
safe against fire, and the finishing 
coats of paint applied to all woodwork 
throughout the entire building shall be 
of such kind as will resist fire to the 
Satisfaction of the Superintendent of 
buildings having jurisdiction.” It is evi- 
dent that the scenery and fittings on the 
stage were not so treated. 


Sprinkler System Was Efficient 


“Fires of this character are extremely 
rapid and are liable to extend through- 
out the stage almost before the sprinkler 
System can operate. In this instance, 
however, approximately seventy-five 
heads operated and except for small 
spots more or less sheltered, completely 
extinguished the fire but not before most 
of the drops, scenery, etc., had been con- 
sumed. 

“The bridge lamp that was apparently 
responsible for the origin of the fire ap- 
pears to have been of an inferior type 
electrically. This lamp was not part of 
the regular theatre equipment but was 
the property of one of the acts. The 
theatre management should exercise ex- 
treme care with respect to the equip- 
ment they permit to be brought in from 
the outside and used upon the stage. 

“The evacuation of the theatre by the 
audience without panic or serious diffi- 
culty indicates the value of past educa- 
tion of audiences with respect to action 
in the event of fire, the adequacy of the 
exit facilities of the theatre and the 
Proper training of the theatre personnel. 

“Although the theatre was opened to 
the public again on the following day, 
it 1s reported that the attendance was 
considerably below normal. Fear in- 
stilled ifi the public seems to be re- 
sponsible for such lowered attendance 
and should serve forcefully to impress 
theatre managements with the fact that 
a fire loss, even of minor proportions, is 
bound to react on the minds of the au- 
dience in a manner which will be re- 
ected in the attendance. 

Finally, in this case, it was most for- 
tunate that the asbestos curtain was low- 


ered, even though somewhat delayed, 
that the stage ventilating system opened 
and through the successful operation of 
the stage automatic sprinkler system, the 
fire was checked until the arrival of the 
fire department. Under other conditions 
the results may have been far more se- 
rious.” 





DEATH OF GEORGE L. CUTTER 


George Lewis Cutter, broker and agent 
in New York City for many years, died 
at his home in East Orange, N. J., last 
Wednesday night. He was 83 years of 
age and had been active in business until 
about a month ago when he suffered a 
stroke. He is survived by his widow and 
a son, G. Pratt Cutter, who was associat- 
ed in business with him. Mr. Cutter had 
long been associated with the London & 
Lancashire and its affiliated companies 
and his office represented the Safeguard 
of that group. 


TAKES OVER NEVADA RISKS 

The Occidental of the Fireman’s Fund 
group has taken over the entire out- 
standing agency business of the Nevada 
Fire as of March 3, except automobile 
liability. The Nevada has for several 
years operated in California and Nevada 
through the general agency of Henley & 
Scott of San Francisco who are also gen- 
eral agents of the Occidental. The Ne- 
vada was formed in 1911 and for sev- 
eral years has had reinsurance affiliations 
with the Fireman’s Fund group. 





NEW “GREEN BOOK” PRINTS 

Electricity improperly used has caused 
many serious fires and this is the reason 
why the Great American has added an- 
other print covering electrical hazards 
in its well-known Green Book of stand- 
ards. Another print has been placed in 
the book, too,.dealing with the installa- 
tion of gas radiators and ranges. This 
print is a correction of a former print. 


EATONTOWN AGENT WEDS 

Ray H. Stillman, one of the leading 
insurance agents of Eatontown, N. J., 
was married last week to Mrs. Ethe 
Hornby Jacobs. The ceremony was per- 
formed by Rev. Richard White, rector 
of St. George’s Episcopal Church at Elk- 
ton, Md. Mr. Stillman is a prominent 
real estate broker in addition to his in- 
surance connections and was formerly a 
councilman at Eatontown. He was also 
first president of the local chamber of 
commerce and at one time was a direc- 


tor of a Red Bank bank. 





E. W. TINSLEY SPECIAL AGENT 

Edward W. Tinsley has been appointed 
special agent of the County Fire, the 
Rochester-American and the Detroit 
Fire & Marine of the Great American 
fleet in western Pennsylvania succeed- 
ing T. V. R. Daliel, resigned. Mr. Tins- 
ley will have his headquarters in the 
Commonwealth Building, Pittsburgh. 

















Companies so widely and favorably known 
are good companies to represent 


By keeping faith with policyholders, 
agents and brokers, by unswerving devo- 
tion to sound business principles, by wise, 
progressive management, the companies 
of the Fireman’s Fund Group have 
earned the confidence of the insuring 
public and are known from coast to 
coast as financially strong companies 


—excellent companies to represent. 


Fire - Automobile + Marine + Casualty » Fidelity « Surety 
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State Wide Attendance 
For Syracuse Dinner 


S. F. WESTBROOK WILL SPEAK 

Aetna Life Man o Discuss Investments; 

Harry Wadsworth Will Be Toast- 
master; F. V. Bruns Heads Ar- 


rangements Committee 








The dinner of the Syracuse Under- 
writers Exchange on March 14 is to be 
a large affair. Representatives of the 
Buffalo, Rochester, Albany and Utica 
Exchanges will be present, as well as 
representatives of the Syracuse Field 
Club and casualty and surety people. 

Harry Wadsworth, president of the 
Syracuse Underwriters Exchange, will be 
toastmaster, and the committee on ar- 
rangements consists of Fredrick V. 
Bruns, chairman; Eugene Beach, Walter 
Attridge and Warren E. Day. 

The speaker of the evening will be 
Vice-President S. F. Westbrook, Aetna 
Life and Affiliated Companies, now oc- 
cupying one of the most prominent po- 
sitions in the insurance investment field, 
a real authority on mortgages, farms and 
economics. His subject will be insur- 
ance investments. 





DEATH OF J. K. LESCH 





General Manager of Home Fleet at Chi- 
cago Suffers Paralytic Stroke; Farm 
Underwriting Expert 

J. K. Lesch, general manager of the 
Home of New York at Chicago, passed 
away Saturday morning following a par- 
alytic stroke. Burial was at Goshen, 
Ind. where Mr. Lesch spent his boy- 
hood. He was born June 24, 1870, and 
went with the farm department of the 
Home as an office boy in 1887. In 1900 
he was appointed special agent of the 
farm department in Missouri and Kansas 
and on January 1, 1917, he returned to 
Chicago as joint manager of the West- 
ern farm department of the Home, the 
firm being Lesch & Cornell. In 1920 his 
jurisdiction was extended to include the 
South. Mr. Lesch became known as one 
of the leading farm underwriters of the 
country and his ability was recognized 
in 1930 when he was appointed general 
manager of all the Home’s interests in 
Chicago. 


HARTFORD FIRE STATEMENT 
Assets Total $91,017,479; the Net Surplus 
Is Over $20,300,000 on December 
31 Prices 

The Hartford Fire had assets of $91,- 
017,479 at the close of 1931 and net sur- 
plus of $32,653,918 on the basis of the 
valuation formula of the National Con- 
vention of Insurance Commissioners. To 
show the net surplus on the basis of De- 
cember 31 market prices the company 
has set up a special reserve of $8,763,375, 
thus making the net surplus $20,319,234. 
The company has another reserve for 
contingencies of $3,250,000. The un- 
earned premium reserve is $35,440,876. 








46% PASS BROKERS’ EXAMS. 


A total of 261 candidates took the ex- 
amination for brokers’ certificates of au- 
thority conducted by the New York In- 
surance Department on February 17 and 
of these 121 or 46% passed it was an- 
nounced Saturday. This was the largest 
group ever examined at one time by the 
Department. 


SCHEDULE RATING CHANGE 


An agreement has been reached be- 
tween the Schedule Rating Office of New 
Jersey and the officials of the Borough 
of Fort Lee, N. J., whereby the town 
has been put in Class E instead of E-1 
classification. This classification only 
applies to dwellings and contents. Mer- 
cantile risks are still under the old 
schedule. 





JOINS THE P.F.U.A. 

The Globe & Republic of America and 
the United Mutual Fire of Boston have 
been elected members of the Philadel- 
phia Fire Underwriters Association. 




















Cagle Star 


Gritish Dominions 
Insurance Company Limited 
of Hondon, England 


This is one of the largest English Insurance Com- 


panies doing business in the United States and writes 
all the hazards that are permitted a Fire Insurance 


Company to assume. It was the first Company to 
write Rain Insurance in this country. 


LINCOLN 


FIRE INSURANCE COMPANY 
OF NEW YORK 


By living up to the traditions of its name and by its 
affiliation with an old and well established organiza- 
tion, The Lincoln Fire is a helpful asset to the 
Local Agent. 


UNITED STATES MANAGERS 


GEO. W. BLOSSOM WM. A. BLODGETT 
O. F. WALLIN 
90 John Street 
New York 


Prompt, Intelligent Service 
to Agents 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 


114 Sansome Street 
San Francisco 





PACIFIC COAST DEPT. 


Cigarettes 


(Continued from Page 1) 

costs are ultimately passed back to poli- 
cyholders in premium charges, but for 
the time being assureds will rely on their 
fire insurance contracts to safeguard 
them from the results of fires which may 
occur due to a lack of adequate protec- 
tion against common hazards. 

The problem of questionable fires al- 
ways arises during times of depression 
It is axiomatic that the moral hazard 
feature of fire underwriting will be less 
troublesome in normal periods than in 
years such as 1931 and 1932. All ove: 
the country are home owners who pur- 
chased their dwellings with compara 
tively small initial payments in the years 
when securitv prices were booming and 
were counted on to supply the futur: 
payments to mortgagees. 

Today the picture is completely al- 
tered. Many assureds, who on_ sober 
second thought, found they had paid ex- 
cessively high prices for poorly con 
structed homes and others unable to 
meet their payments even on good in- 
vestments have turned to the fire insur- 
ance companies as an outlet for their 
financial difficulties. While in individual 
cases the belief of incendiarism is hard 
to substantiate nevertheless the general 
increase in dwelling house fires leaves 
little room for doubting a marked gain 
in moral hazard. 

Cigarette Problem Permanent 

With the return to more normal living 
and economic conditions in this country 
this moral hazard element will tend to 
minimize itself but the problem of ciga- 
rette and other smoking claims is one 
which unfortunately is linked with the 
permanent growth of smoking in the 
United States. Some companies today 
will not pay so-called cigarette scorch 
losses where there was no actual blaze. 
Others try to investigate these losses 
before settling with assureds but so long 
as this class of risk is considered insur- 
able there is trouble ahead for the com- 
panies. 

One suggestion today is that the com- 
panies adopt either a deductible clause 
or a franchise clause, applicable possibly 
only to smoking claims. thus removing 
the petty payments. Those who favor 
the franchise clause believe that to de- 
duct a certain amount from all losses 
would in many cases involve hardships 
on assureds and create hostile reactions. 
The franchise clause would provide that 
any loss in excess of an amount specified 
would be paid in full, but that the as- 
sured would have to-bear all claims not 
exceeding this figure. Whether either 
one of these clauses will find general fa- 
vor remains to be seen but there is no 
denying the fact that the fire insurance 
companies are searching for a remed\ 
to relieve them of smoking claims which 
are not strictly legitimate. Company 
men are against rate increases if some 
other method can be devised and ap- 
plied successfully. 


FAGLE, STAR & B. D. FIGURES 

The United States branch of the Eagle, 
Star & British Dominions shows assets 
of $6,135,739 in its 1931 annual statement 
The surplus on the basis of December 
31 market value of securities is $2.207,65/ 
and there is a reserve for security de- 
preciation of $1,216,437. The unearned 
premium reserve is $1,899,259. 


CREDIT MEN’S NEW DRIVE 

The national fire insurance and fire 
prevention committee of the National 
Association of Credit Men has notified 
presidents of stock fire insurance com- 
panies that at the invitation of the Na- 
tional Board of Fire Underwriters the 
credit association has assumed the lead- 
ership in a nation-wide fire prevention 
campaign to be conducted all this year 


FARMERS (PA.) IN CALIFORNIA 

The Farmers of York has entered Cal- 
ifornia and has appointed John T. Beales 
of San Francisco general agent for that 
state. He is general agent of the Co- 
lumbia Fire of Ohio, Philadelphia Na- 
tional, Reliable Fire of Dayton and Cal- 
ifornia Pacific Underwriters. 
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Sub-Committee Will 
Study Rate Violations 


EXCHANGE ANNUAL MEETING 





Martin Re-elected President; Advisory 
Committee to Make Study of Prob- 
lems in New York 





No definite action on the matter of 
violations was taken Wednesday at the 
annual meeting of the New York Fire 
Insurance Exchange. The Advisory 
Committee on Agreement Violations of 
which Ronald R. Martin of the Atlas 
and also president of the Exchange is 
chairman reported progress and request- 
ed the appointment of a sub-committee 
of seven of its members to study the 
problems confronting the Exchange and 
report back to the Advisory Committee. 
This committee, composed of many of 
the leading fire insurance leaders in New 
York, met on Wednesday and formu- 
lated the plan of having a sub-committee 
make a thorough investigation of condi- 
tions here tending to create violations of 
the Exchange rules. 

Wednesday’s meeting was well attend- 
ed. The report of the nominating com- 
mittee was accepted unanimously and the 
following were elected: 

President, Ronald R. Martin; vice- 
president, Sydney T. Perrin; secretary- 
treasurer, Harold M. Hess. 

Members of executive committee: V. 
P. Wyatt, Home; W. L. Chambers, 
North British & Mercantile; J. F. Hon- 
ness, Mills & Honness, Inc., and Geo. W. 
Graham, Hartford Fire. 

Members of arbitration committee: N. 
S. Schroeder, Pacific Fire, and G. F. 
Kern, Fuller & Kern. 

Members of rates, rules and forms 
committee: J. W. Nichols, Queen; C. C. 
Dominge, Great American; W. A. Rior- 
dan, Automobile; A. R. Hanners, Com- 
mercial Union Assur.; G. G. Hooper, Mc- 
Daniel, Cloud & Maeser; I. S. Bingham 
Wallace Reid & Co., Inc, and H. 
Zechlin, Niagara Fire. 

Changes in Membership 

The following resignations were re- 
ported: Paston Fire & Casualty Agen- 
cy, because of termination of represen- 
tation of Birmingham Fire and no rep- 
resentation of any other company; 
Charles S. Rosensweig, Inc., because of 
termination of representation of Peoples 
Fire of Frederick, Md., and no represen- 
tation of any other company; Great Na- 
tional Underwriters of New York, Inc., 
because of termination of representation 
of the Industrial Fire and no representa- 
tion of any other company. 

Sidney A. Kirk, 85 John Street, met- 
ropolitan agent for the Eagle Fire of 
New York (succeeding Buckley & Kirk, 
Inc.) was elected to Class 3: Member- 
ship. It was reported that George W. 
Graham has signed the agreement as lo- 
cal manager for the Hartford Fire, suc- 
ceeding Howard Hampton. 

A slight change was made in the 

bounlary line of the upper East Side or 
Harlem district. The traction schedule 
was amended by making the items re- 
ferring to watchman service subject to 
the same general rules applicable to all 
other schedules as provided by Rating 
Rules Bulletin No. 64. A revised electric 
ight and power station schedule was 
adopted. 
._ Rating Rules Bulletin No. 66, contain- 
ing standards for fireproofing structural 
steel, was amended by adding a new 
paragraph providing for the acceptance 
of two-inch cement mortar on metal lath. 
Rating Rules Bulletin No. 79, dealing 
with allowances for fireproof construc- 
tion, was amended to bring it into line 
with action taken by the Exchange, at 
its January meeting in connection with 
gypsum block. Hand Book Rule 20A— 
dwelling catastrophe cover—was amend- 
ed to permit the same credits, if any, 
for the use of the 90% or 100% average 
clauses that apply to the fire policy to 
which the supplemental contract is at- 
tached. 

The list of occupancy. charges for mer- 
cantile schedules was amended by the 
addition of a note after Class 604 on 
Page 11 permitting a certain percentage 
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N. Y. QUALIFICATION BILL 


Scheduled for Passage by Assembly 
Today if Time Permits; Closing 
Rush May Mean Sidetracking 
The McKay agents’ qualification bill in 
the New York State Legislature was 
scheduled for third reading and passage 
in the Assembly on Tuesday of this 
week but was put over until today. As 
the legislature is planning to adjourn 
late tonight until 1933 it does not seem 
likely that the qualification measure 
stands an even chance of getting 
through. However, the local agents of 

this state are still somewhat hopeful. 


MICH. AUTO CONFERENCE 











Commissioner Livingston Tells Compa- 
nies Domiciled in State Destructive 
Competition Should End 
_ An effort to “bring order out of chaos” 
in the automobile underwriting situation 
in Michigan, so far as the home carriers 
are concerned, was launched at a confer- 
ence in Lansing of representatives of a 
majority of the exclusive automobile 
writers domiciled in that state. The 
Automobile Club of Michigan Inter- 
Insurance Exchange, the reciprocal which 
writes more auto business than any car- 
rier operating in that territory, was not 
represented, however, maintaining the 
aloof policy which has characterized its 

operations. 

The conference was called by Commis- 
sioner Charles D. Livingston. Its pur- 
pose, he said, was to “talk over the auto- 
mobile underwriting situation in the 
state.” The commissioner, after address- 
ing the group, admonishing them in re- 
gard to some of the outstanding evils of 
the business and urging a_ generally 
sounder underwriting policy during the 
current year, left the representatives of 
the carriers to themselves with the idea 
that they might feel disposed to work 
out some sort of unified plan for better- 
ment of the business. The commission- 
er said that he particularly decried the 
practice of too many of the home car- 
riers’ representatives of engaging in de- 
structive competition, taking the form 
mainly of questioning the financial 
strength of competitors. 





Gov. Roosevelt Asks 
Fire Loss Reduction 


Governor Roosevelt of New York 
last week appealed for concerted ef- 
fort toward fire prevention as a means 
of aiding in economic recovery. He 
asks the citizens of the state to make 
1932 a year of marked reduction in 
fire losses. “This is an urgent public 
duty,” said the Governor, “in the pres- 
ent difficult period. Industrial fires, 
which increase the rolls of the unem- 
ployed; dwelling fires, which add to 
the number of the homeless; destruc- 
tion of wealth at a time when the na- 
tion is struggling to recover its eco- 
nomic welfare—such disasters must 
be combated by every means in our 
power and chiefly by a determined 
spirit of carefulness and conservation 
on the part of our citizens.” 











RULE ON MORTGAGEE RIGHTS 

The Supreme Court of the state of 
Washington has held that when an ,ap- 
plicant for collision insurance on a truck 
informs the insurance agent that his in- 
terest is that of mortgagee and does not 
discover until after a loss that the pol- 
icy was issued to him as owner, he is 
entitled to recover in a law action with- 
out reformation of the policy on the 
principle of estoppel and waiver if the 
insurer failed to return or tender to him 
the premium. The suit was brought 
against the General of Seattle. 


NEWARK BOARD MEETING 
The annual meeting and election’ of of- 
ficers of the Newark Board of Fire Un- 
derwriters will take place on Thursday, 
March 17. 








of radios and radio supplies to be pres- 
ent in furniture stocks. The annual re- 
ports of the manager and treasurer were 
submitted. 


RATE VIOLATION FINES 
Van Schaick Penalizes Companies, 
Agents and Broker for Failure to 
Adhere Strictly to Rules 
Insurance Superintendent Van Schaick 
this week imposed penalties upon three 
insurance companies, three agencies and 
one broker for rate violations. The pen- 
alties were decided upon after investi- 
gations conducted by the Insurance De- 
partment into the underwriting practices 
of the offices involved showed wilful vio- 
lations of rate rules. The penalties are 
as follows: 


Gruber Agency, Inc............. $850 
The Whitehill Agency, Inc...... 600 
Sun Insurance Agency.......... 500 
CW. BMS Be Sie oicccsccicccs 350 
Indemnity Ins. Co. of N. A..... 350 
ee ae 100 


In addition Superintendent Van 
Schaick suspended the broker’s certifi- 
cate of authority of Max Williams for 
six months. 





USE OF GAS VOIDS COVER 


Appeal Court of West Va. Holds Use of 
Gas in Secret Room for Still 
Was Not Sanctioned 


The Supreme Court of Appeals of 
West Virginia, in an action to recover 
insurance on a barn and farming imple- 
ments destroyed by fire, holds that per- 
mission in a fire policy to use natural 
gas in a barn for light and fuel implies 
use of the gas in the customary way; 
and, where the gas is used in a manner 
and under conditions which are unusual 
and increase the hazard, such use avoids 
the policy where there is a warranty so 
providing. 

The action was by Whitlatch against 
the Mutual Fire Ins. Co. of West Vir- 
ginia. A clause rendered the policy void 
if the hazard should be increased by any 
means within the control or knowledge 
of the insured. After an explosion and 
fire which destroyed the barn, the in- 
sured’s dead body was found in a room 
about 20x10x6, entered through a trap- 
door two or three feet square in the 
wall of the barn. The floor, walls and 
ceiling of the room were of concrete. It 
had no ventilation and gas was conduct- 
ed through a rubber hose, showing a use 
unusual and not contemplated by the 
company in granting a natural gas per- 
mit for fuel and light. The character of 
articles found in the room, in connection 
with its inaccessibility and _ secrecy, 
showed that the insured was using it to 
manufacture moonshine liquor. 

The court said that even disregarding 
the obvious inference to be drawn from 
the character of the articles in the room, 
it must nevertheless hold as a matter of 
law that use of gas under such extraordi- 
nary conditions increased the hazard as- 
sumed by the insurer, no matter what 
purpose the insured made of the room, 
and that a requested instruction to find 
for the defendant should have been 
given. Judgment for the plaintiff was 
therefore reversed, the verdict of the 
jury was set aside, and the case re- 
manded. 


STUDY CUBAN SITUATION 

A. R. Phillips, vice-president of the 
Great American, and Ronald R. Martin, 
United States manager of the Atlas, will 
be in Cuba next week to look over fire 
insurance conditions there. Mr. Phillips 
represents American companies writing 
there and Mr. Martin acts for the Fire 
Offices’ Committee of London. These 
two will meet with the representative 
of Cuban companies, the three consti- 
tuting a general supervisory committee 
of Cuban insurance affairs. A year ago 
several unfavorable factors confronted 
the companies underwriting Cuban risks 
but since then it is believed that con- 
siderable improvement has taken place. 


T. C. MOFFATT BIRTHDAY 
Thomas C. Moffatt, head of T. C. Mof- 
fatt & Co., general insurance agents in 











* Newark, will celebrate his forty-eighth 


birthday on Wednesday, March 23. It is 
recalled that 1932 marks the twenty-fifth 
year as head of the agency which bears 
his name. 


SPEAKS WELL OF JERSEY CITY 





Deputy Chief James Tully Tells Club 
Town Is Given High Fire Department 
Ranking by National Board 
Deputy Chief James Tully delivered an 
interesting address before the members 
of the Western Slope Club in Jersey 
City last week on the “Organization and 
Operation of the Jersey City Fire De- 
partment.” Chief Tully told of the 
growth from a volunteer department to 
a semi-paid and then a paid depart- 
ment. He said that the National Board 
of Fire Underwriters had rated Jersey 
City as the first city in this country 
regarding fire insurance risks and that 
the United States Chamber of Commerce 
had rated the city first in fire preven- 
tion work. He also told of the number 
of pieces of apparatus which had been 
added to the department and of the effi- 
cient work of the water tower at large 

outbreaks. 





Mail Campaign 
(Continued from Page 28) 


thing and it doesn’t seem to make much 
difference whether there is a calendar 
pad or not. 

Throughout the northern Atlantic 
states there is no interest in any other 
than the large twelve sheet, three- 
months-at-a-glance form. The Middle 
West is divided between this type and 
the illustrated variety. The Pacific coast 
and Northwest prefer the large size, and 
the Southwest again will use either the 
pretty-girl or business type. We might 
add, however, that the purpose of a cal- 
endar is to reckon time quickly and con- 
veniently, which purpose is not aided by 
a lurid display of so-called art. 

It is not the best practice to generalize 
upon a single instance, but the results of 
the Greenwood campaign leave little 
doubt in our minds that the same pro- 
cedure followed by any agent will be at- 
tended with like success. The purpose 
here was to test the value of calendars 
as an advertising medium. The results 
would seem to show that, just as direct- 
by-mail advertising is a waste of money 
unless it is followed up, so are calendars 
if they are not used in such a way as to 
establish closer connection between 
agent and customer or prospect. Dis- 
tributing calendars by mail may be jus- 
tified, but there is no satisfactory way 
of checking results, hence the effect can- 
not be measured. Personal distribution 
has much in its favor, but again one can- 
not ascertain of the effect. When, how- 
ever, calendars can be made to draw cus- 
tomers and prospects into an agency, 
then have they proven their worth. It 
will be time enough later to distribute 
personally the remainder to those cus- 
tomers and prospects who did not call. 


PILOT REINSURANCE 

The Pilot Reinsurance reported assets 
of $4,361,989 for 1931, with bonds and 
stocks of $3,756,232 valued according to 
the figures of the National Convention 
of Insurance Commissioners. The com- 
pany has capital of $1,500,000 and net 
surplus of $527,567 after setting up a se- 
curity depreciation reserve of $653,673. 
The reserve to cover unexpired reinsur- 
ance is $1,236,535. The directors of the 
Pilot this week declared a dividend from 
surplus funds of 75c a share,~ payable 
April 8 to stockholders of record March 
31. All directors were re-elected at the 
annual meeting of the stockholders 
which preceded the directors’ meeting. 


NEW GLENS FALLS SPECIAL 

The Glens Falls group has appointed 
G. G. Carick as special agent for all the 
companies in northeastern Pennsylvania, 
succeeding Mr. Duncan whose additional 
duties reauire a change in territory. Mr. 
Carick will have his headquarters at 109 
South Fourth Street, Philadelphia. 


FIRE LOSS EXAGGERATED 
The reported fire loss, as far as insur- 
ance companies are concerned in the fire 
which swept Penn’s Grove, N. J., last 
week, will be about $185,000 and not 
$500,000, according to fire insurance ad- 
justers. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Gustav H. Kehr 

Gustav H. Kehr, one time vice-presi- 
dent of the Germania (National Liberty) 
and son of Gustav Kehr, formerly presi- 
dent, wrote me from France that he is 
spending a little time at Hossegar, on 
the Bay of Biscaye, with his family. He 
has been abroad several years visiting 
Sweden, Germany, Italy and France. 

He gives me this little piece of inter- 
esting news about the vicinity of Hosse- 
gar: about 150 years ago, to stop the 
inroads of the sea on the coast of the 
say of Biscaye near Hossegar, some 
farseeing Frenchmen planted imported 
Georgia pine from the U. S. A. along 
the coast, and the forests that sprung 
from this original grove now spread ten 
miles back and for about 100 miles along 
the coast. 

Older fieldmen in New York sstate, 
among whom I might mention Dick Kis- 
sam, will remember when I took young 
Kehr (then about 25 years old) with me 
for a long “breaking in” trip through 
New York state, he having been placed 
in my charge to put through a “course 
of sprouts,” by his father, then assistant 
secretary to Mr. Edwards, then vice- 
president of the old Germania, prior to 
being given a territory of his own. This 
breaking in of new fieldmen was a part 
of my job, for I had then been in the 
field for what seemed to be a very long 
time, viz. ten years. I was then only 
35 years old, but considered myself quite 
a veteran. It was interesting to watch 
his reactions on agents and agents’ re- 
actions on him. 

I strove to guide Mr. Kehr so that he 
would avoid the mistakes I had made, 
giving him the benefit of the experience 
gained by hard knocks that I had to un- 
dergo, when I had been put into a dis- 
tant field, with the admonition: “Sink or 
swim.” It was not a particularly pleas- 
ing job to have a young cub around with 
you day and night, but both he and I 
survived it, after about three or four 
months of it. He used to ask me: “What 
shall I do next?” and so often that I 
sometimes told him to sit on a tack, or 
other kind of repartee. 

I told him among other things, when 
we started, that if he wanted to amount 
to anything in this or any other business 
that he would have to stand on his own 
merits with agents, and not rely on his 
father’s prestige; that (1) agents did not 
care a hoot about his being his father’s 
son; (2) that neither did I, nor (3) did 
the other fieldmen in the state, which he 
realized when he had been out with me 
a little while. He knew little of climatic 
conditions in New York and when we 
were heading for a trip in northern New 
York, where it is still winter when it is 
early spring in New York City and vi- 
cinity, | admonished him to have a good 
warm ulster with him. This he didn’t 
believe necessary and he wore a light 
spring overcoat with large sporty but- 
tons. We had to drive twenty miles in 
a sleigh north of Granville, and he nearly 


froze to death. After that he followed 
my advice. 

He was dismayed that my friends 
called me the “Baron,” considering that 
an aspersion on my position, and speak- 
ing about it, when Dick Kissam was in 
the offing at a cheap restaurant at Utica, 
opposite the Baggs Hotel, Dick imme- 
diately gave him the sobriquet of “Hasen 
pfeffer,” much to my amusement. An 
old agent at Troy, Dick Van Alstyne, of 
Van Alstyne & Harrington, who was an 
intimate of Mr. Edwards, when he was 
special agent in New York state, and 
let me tell you, some special agent, 
“staged” an illustration of his attitude to- 
wards any company, by asking young 
Kehr whether he knew what he (Van 
Alstyne) did with letters from compa- 
nies that displeased him? 

Young Kehr said “No,” but thought 
that such letters must be treated with 
unwavering respect and _ adoration. 
“Well,” said Dick Van Alstyne, “when I 
get a letter from the Germania that dis- 
pleases me, I tear it up, throw it into 
the waste basket, and spit on it.” Kehr 
asked me afterwards: “Did he mean 
that?” When he wanted to get home 
Sunday to call on a girl I told him that 
he couldn’t go, because being a special 
agent (in those times) would mean long 
absences from home and mother and the 
girls. 

Altogether a pleasant time was had 
and when I delivered him safe and sound 
back to the home office, his father and 
Mr. Edwards asked for “minutiae” of our 
trip and what I had said to him and 
what I had taught him, which I did, 
much to the amusement of Mr. Edwards, 
who, having been through the mill him- 
self, and having a sense of humor, said 
he thought I had done a good job. Fif- 
teen years rolled by, and he, young Kehr, 
became my superior, but he had also be- 
come a very good friend of mine and 
often thanked me for licking him into 
shape when I had him with me on the 
road. 

We look back to those times with a 
great deal of pleasure now. I became 
his “side kick,” counsellor and friend 
when I became general agent and he and 
I worked together in the home office for 
several years with a great deal of pleas- 
ure and results. He overcame the 
“handicap” of being an officer’s son when 
he took the Pennsylvania field, and made 
a success of it, and has been a successful 
business man since, becoming a large real 
estate operator on Long Island and 
banker since he resigned from the Na- 
tional Liberty. It was he who engineered 
the deal through which the contro! of 
the company was wrested from the 
Averbeck coterie in 1924, and who in- 
vited me to come back to the National 
Liberty as an officer when he had gained 
control. 

x * ~ 
High Sounding Explanations 

Referring to high sounding phrase- 

ology now used to embellish or camou- 
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flage simple transactions, the latest I 
heard was the following: an agent who 
had promised me a check on a past due 
account told me, when I asked him about 
the matter of doing something: “Yes, I 
drew the check, but I have not released 
it yet.” A lot of words it seems to me 
for simply saying “I haven’t the money.” 
\ lot of blah! 


a. + 2 


Religious Battle at Massena 

Massena, N. Y., among other things 
became famous a few years ago through 
an episode of religious intolerance and 
bigotry, which would not have been sur- 
prising in the dark ages, or during our 
early history, when innocent old men and 
women were convicted and put to death 
for witchcraft near Salem, Mass., by the 
testimony of hysterical children and 
women. Massena being largely a town 
of people of many different racial ori- 
gins and religious creeds (since the 
aluminum company started its large 
plant there in 1905), it appears that some 
child or silly person started the rumor 
that the Hebrews were kidnaping Chris- 
tian children to use as blood sacrifices 
in Jewish religious rites and pande- 
monium broke loose. The state police 


had to be called in. Episodes like this 
convince me that some sections of hu- 
manity are not yet far removed from 
savagery. 





N. J. FIELD MEN’S MEETING 
The regular dinner meeting of the 
New Jersey Field Club will be held on 
Monday evening, March 14. The organ- 
ization is rapidly growing in membership 
and covering a wide scope of activities. 
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Automobile Insurance Premium 


Prospects Are Better for 1932 


America Fore Companies Comment on Broader Forms of Pro- 
tection Which Are Now Available; Upward Trend of 
Rates Held an Advantage to Agents 


Walton H. Griffith, manager of the 
automobile department of the America 
Fore Companies, ts optimistic on the gen- 
eral outlook for automobile insurance re- 
sults for this year. In a message addressed 
to local agents through the columns of the 
companies’ publication, the Auto-graph, 
Mr. Griffith tells why he believes that this 
year should be profitable to producers. He 
mentions the all-risk policy, combined cov- 
erage, collision insurance, rate trends and 
other matters of interest. His article fol- 
lows herewith: 

Agents who have been specializing in 
the various forms of automobile insur- 
ance should find the prospects for 1932 
offer considerable encouragement, and if 
one can judge by the experience of nu- 
merous agents who commenced revamp- 
ing their production plans in 1931, the 
alert and aggressive insurance salesman 
can confidently anticipate an increased 
premium income on automobile lines dur- 
ing the current year. Once that fact is 
absorbed, any agent should feel encour- 
aged to buckle down to a definite plan 
which will enable him to share in the 
improved results that will undoubtedly be 
secured by the hustlers during 1932. 

Here are some of the reasons why 
1932 offers excellent opportunities for in- 
ones premium income on automobile 
ines: 

1. Insurance protection for automo- 
biles has been broadened, and car own- 
ers who want to provide protection 
against virtually any kind of loss or dam- 
age to their automobiles can now get the 
most liberal coverage that has ever been 
offered to American tourists. In the 
Eastern and Western territories, a com- 
prehensive “All-Risk” policy is now 
available which should present a strong 
appeal to the high class property owner 
who is “sold” on insurance protection. 
Many such car owners have asked their 
insurance representative “Why can’t I 
get ONE policy that will cover me for 
all the kinds of insurance that I should 
carry on my automobile? I’m depending 
on you to advise me as to what I insure 
against, and I’d like to have all my in- 
surance in ONE policy so I won’t have 
to worry about the details required by 
several different policies.” 

All-Risk Policy 

_ A selection of forms has been provided 
tor the Comprehensive policy, and the 
car owner can buy full coverage straight 
across the board or he can pay less 
money and secure a deductible form un- 
der which he assumes a certain amount 
of the loss or damages from any cause. 

he premium charges for these policies 
have been published separately and en- 
dorsement forms are ready which can be 
attached to our regular automobile poli- 
cies (or combined automobile policies) 
to change the coverage from the usual 
stipulated perils to a broad, inclusive pro- 
tection which only excludes a few unin- 
surable things. The car owner will read- 
ily understand that some things can not 
properly be insured against (and he will 
find that these new forms will protect 
him against any legitimate loss or dam- 
age, no matter what the cause). 

Auto a Necessity 

2. The experience of the past two 
years has conclusively demonstrated that 
the automobile has taken a permanent 
Place in our civilization. It has become 
a neécessity and is used by every member 
of the family, and although many car 
Owners have not been able to finance 


purchase of a new car, they have held 
on to their automobiles and continued to 
operate to an increasing extent. This is 
proved by the registration of approx- 
imately 25,000,000 cars in the United 
States during 193l—which consumed 
more gasoline than ever before and 
which averaged more mileage per car 
than during the boom year of 1928. 

As a necessity which any car owner 
would part with reluctantly, it is vitally 
important under existing conditions that 
these cars be properly provided with in- 
surance protection. It is up to you agents 
to sell your clients the idea that the rea- 
sonable cost of sound insurance pro- 
tection should be considered as essen- 
tial operating cost, and the average car 
owner of today is far less able to stand 
an uninsured loss and should not take 
chances of incurring one. 

Rate Trend Upward 

3. The commodity price of standard 
insurance protection has increased some- 
what over preceding years. During the 
boom years this cost went steadily down- 
ward—just opposite to the way in which 
most other commodities increased in 
price. The loss experience proved that 
the cost had been reduced too much, and 
as result the 1932 manuals show the 
rate trend to be upward. 

This should be welcome news to the 
numerous agents who have been bewail- 
ing the reduction of fire and theft pre- 
miums to a point where it was not worth 
while devoting time to this business. 
True, the minimum premium has not 
been increased, and many of the cars 
now in operation will fall into the mini- 
mum premium class if agents continue 
to offer only fire and theft protection. 
The answer is a definite, persistent cam- 
paign to educate the car owners of 1932 
to the value of protection against other 
perils. Including the additional coverage 
(excepting collision) and attaching the 
new form of road service endorsement 
will cost the average car owner less 
monev in a year than he will pay out in 
gasoline taxes. 

Should Sell Collision 

Most agents can sell this increased 
protection to a great many of their cli- 
ents, but it will not be sold without put- 
ting some real work and honest effort 
behind the nlan. In various parts of the 
country different plans for selling col- 


lision insurance are being pushed and 
modern motorists are gradually learning 
through painful experience that this pro- 
tection is probably needed more than any 
other form of insurance. 

It provides the way for the car owner 
to limit his car operating cost to a rela- 
tively small, and-fixed expense, instead 
of taking chances that any day may 
bring the necessity of paying out hun- 
dreds of dollars to repair a car damaged 
in a collision. This situation offers alert 
agents a splendid chance to increase their 
premium income on automobile lines by 


being the pioneer in selling this form of 
protection which has been shelved by so 
many agents without any real attempt 
to sell it to their clients. 

The steadily increasing tendency for 
finance companies to insist upon collision 
protection being carried on financed 
automobiles will be a strong argument 
for you. Surely if the money lender 
considers it necessary to protect his in- 
terest against this hazard, the property 
owner who does not owe money on his 
car should feel it even more important 
to protect himself against esuch a loss. 





‘Talks On “Running Down” Clause 


The lecture on the “Running Down” 
Clause, recently given by Edward Griggs 
of the Merchants Marine Insurance Co. 
before the London Insurance Institute, 
was in the best tradition of Lloyd’s Stu- 
dents’ Society, now merged with the in- 
stitute, and was further evidence of the 
benefits of that amalgamation. 

Mr. Griggs showed how the liability of 
shipowners under British common law 
was limited only by the full amount of 
loss or damage, but that to encourage 
and assist shipping other acts had been 
passed limiting that liability. By the 
Merchant Shipping Act, 1894, and the 
amendment of 1900, liability for loss of 
life and personal injury, alone or togeth- 
er with loss of or damage to property, 
is limited to £15 per ton, and in respect 
of loss or damage to property, whether 
there be in addition loss of life or per- 
sonal injury or not, to £8 per ton. The 
tonnage on which liability is calculated 
is the gross tonnage in the case of steam- 
ers and the net tonnage in the case of 
sailing vessels. Foreign shipowners com- 
ing within the jurisdiction of the English 
courts might claim the benefit of the lim- 
itations fixed by law, or might abandon 
his ship when arrested, to be sold by the 
Admiralty Court. In the latter event the 
proceeds of the sale were all that could 
be recovered from him, 

Division Between Life and Personal 

Injury Claims 

The division of £15 per ton between 
life and personal injury claims combined 
with property claims was £7 per ton to 
the former, and if that was not sufficient 
the balance ranked with the property 
claims in a proportionate division of the 
£8 per ton. In most other countries the 
value of the vessel plus freight being 
earned was the limit of liability subject 
as in British law to the loss having arisen 
without the owners’ fault or privity. In 
Belgium there was an artificial monetary 
limit of liability based on tonnage plus 
freight. The liability of a British ship- 
owner was personal, remaining un- 
changed even if his vessel was sunk, but 
the liability of a foreign owner might be 
entirely extinguished if his vessel was 
lost, except that in certain circumstances 
the freight might be arrested. Limita- 
tion of liability was not automatic, but 
was granted by an order of the court or 
by arrangement between the parties. , 

The measure of damage incurred in 
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collision at sea and the amounts recov- 
erable by injured parties involved impor- 
tant questions, and in some cases com- 
plications arose. The main principle gov- 
erning the measure of damages was laid 
down by Dr. Lushington in the Clarence 
case of 1850: “The party who has sus- 
tained a damage by collision is entitled 
to be put as far as practicable in the 
same condition as if the injury had not 
been suffered,” but this was subject to 
modification in respect of the degree of 
blame attaching to the vessels and to 
the right to limitation of liability. 

Damages were only recoverable when 
they were the direct and natural results 
of the collision, as for example the actual 
damage sustained by the vessel, or they 
might be direct and consequential in 
character, as for instance the loss of time 
during the vessel’s disablement as a re- 
sult of the collision, but there must be 
no break in the chain of consequences, 
and the damage must not be too remote. 

Reasonable Consequence of Collision 

The extent of the damage must be the 
reasonable consequence of the collision: 
thus, if the damage ship were abandoned 
without justification and sank, the other 
ship, if in fault for the collision, would 
not be responsible for the value of the 
lost ship, but only for the proper cost 
of repairing the damage caused by the 
collision. The owner of the damaged 
ship must follow the reasonable course 
and do all that he can to minimize the 
loss which would fall on the one to 
blame. The apportionment of the costs 
incurred in collision actions was dealt 
with by a rule of the Association of Av- 
erage Adjusters which reads: “That 
when a vessel sustains and does damage 
by collision and litigation consequently 
results for the purpose of testing lia- 
bility, the technicality of the vessel hav- 
ing been plaintiff or defendant in the 
litigation shall not necessarily govern 
the appointment of the costs of such 
litigation which shall be apportioned be- 
tween claim and counter-claim in the 
proportion to the amount which has been 
or would have been allowed in respect 
of each in the event of the claim ur 
counter-claim being established; provid- 
ed that when a claim or counter-claim 
is made solely for the purpose of de- 
fence, and is not allowed, the costs ap- 
portioned thereto shall be treated as 
costs of defence.” 

The rule worked well in practice. but 
it sometimes happened that special pro- 
visions had sometimes happened that 
special provisions had to be made for 
the allocation of costs of proving the va- 
rious parts of the claim. It might be 
that all those parts of a claim which con- 
cerned the underwriters were not dis- 
puted, and that, for instance, the de- 
murrage claim, which concerned the 
owner alone, could not be agreed. In 
such circumstances the costs of proving 
or attempting to prove the demurrage 
claim must be borne entirely by those 
concerned in that item. 


DRY DOCK FOR CALLAO 

There are at present nevotiations 
pending between a Dutch shiobuildinre 
concern and the Compafiia Peruana de 
Vapores regarding the construction of a 
drv dock for the harbor of Callao. The 
dock is to take shins of 10,000 tons. After 
it has been completed it is to be brought 
to Callao. Such a drv dock in Callan is 
necessary as the nearest one is in Bal- 
bao in the Canal Zone. 
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Co-operative Action Taken by Big 
A, & H. Bureau Towards Uniformity 


Sweeping Changes in Personal Accident Field, Effective March 
1, Expected to Be Stabilizing Factor; Chief Executives 
Keenly Interested at Annual Meeting 


Accident and health history was made 
a week ago at the largely attended an- 
nual meeting of the Bureau of Personal 
Accident & Health Underwriters in the 
stately atmosphere of the Waldorf- 
Astoria Hotel, New York. In the ab- 
sence of George Goodwin, governing 
committee chairman, because of sickness, 
Frazar B. Wilde, secretary, Connecticut 
General, presided and steered the meet- 
ing through an agenda of more than 
two dozen items all of much significance. 
More than sixty-five delegates were 
present, representing forty-five compa- 
nies and including a number of company 
executives. 

The interest in the new policy uni- 
formity program, effective March 1, was 
keyed up to a high pitch. It represent- 
ed the culmination of two years of in- 
tensive work by the standing under- 
writing committee of which D. St. C. 
Moorhead, U. S. Casualty, is chairman. 
Many members of the Bureau consider 
the program the most constructive piece 
of work ever undertaken; that it is the 
first time any co- -operative action involv- 
ing fundamental changes of a sweeping 
character has been put through. 

30 Definitely Adopt Plan; 7 Follow 

It To Important Degree 

Thirty companies with an annual pre- 
mium income of $58,000,000 have defi- 
nitely adopted the new plan for improv- 
ing and standardizing their policy forms. 
Their agents throughout the country are 
now being advised of the changes made 
by their respective home offices to sta- 
bilize the various phases of the accident 
and health business. Mr. Moorhead’s 
report pointed to seven other companies, 
annually writing $1,145,000 in premiums, 
which, while not at present in complete 
agreement with every phase of the pro- 
gram, had signified their intention of 
following it to an important extent. It 
was also announced that an additional 
seven companies had the matter under 
active discussion, $3,000,000 of premiums 
being represented in this group. 

One of the encouraging features of 
the gathering was the interest taken by 
chief executives of member companies. 
They included Frederick Rich»rdson, 
General Accident; Frank G. Morris, 
Standard Surety & Casualty; Edson S 
Lott, United States Casualty; Wilfred F. 
Potter, Preferred Accident, and C. F. 
Frizzell, Indemnity Insurance Co. of 
North America. Harold R. Gordon. ex- 
ecutive secretary of the Health & Ac- 
cident Underwriters Conference, also at- 
tended by invitation. 

Better Spirit of Co-operation 

The chief executiv es, impressed by the 
progress made in the past veor in mak- 
ing the program an actuality, observed 
also that a better spirit of co-oneration 
is now in evidence in the accident and 
health business. As the meeting pro- 
gressed an opportunity was given for 





P. H. Rogers New Chairman 


Paul H. Rogers, assistant secretary, 
Massachusetts Bonding, is the new 
chairman of the governing committee, 
having been elected by the Bureau to 
succeed George Goodwin, Connecticut 
General secretary. Mr. Rogers was 
also chosen as councillor-delegate to 
represent the Bureau at the national 
Chamber of Commerce annual meet- 
ing with Mr. Goodwin as alternate 

Companies represented on the gov- 
erning committee are Aetna Life, 
Connecticut General, Continental Cas- 
ualty, General Accident, Globe In- 
demnity, Maryland Casualty, Pre- 
ferred Accident, Standard Accident, 
‘Travelers and United States Casualty. 
F. Robertson Jones was re-elected 
secretary-treasurer. 
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free and frank discussion from the floor. 
This brought forth a number of con- 
structive suggestions which aimed at 
further improvement of some of the new 
features. These suggestions, one of 
which centered on the inadvisability of a 
52-week limit in the new total disability 
clause, were referred to the governing 
committee for early consideration and 
report of recommendations. Among the 
participants in the open discussion were 
Edson S. Lott, C. F. Frizzell and A. J. 
Mountrey, Standard Surety. 

Given close attention as he made his 
report, Mr. Moorhead went into detail 
on the increasingly unsatisfactory con- 
ditions which led the companies to take 
corrective measures. He analyzed what 
the new program would accomplish in 
the correction of many of these evils, 
pointing out that while it did not at- 
tempt to cure all of them, it represented 
the maximum advance that could be 
made at this time. With so much prog- 
ress made, further corrective steps in 
future months will be easier. 


Pooling of Statistics 

Then came the statistical committee 
report, making known the good news 
that by means of the “pooling of sta- 
tistics” feature of the program the Bu- 
reau had been able to collect experience, 
representing more than $52,000,000 of 
premium volume, upon which to suggest 
rates for the advisory policies and any 
other coverage which might be _ pre- 
sented. This committee, headed by E. 
S. Fallow, Travelers, also has well in 
hand the handling of the experience 
being regularly submitted under the pro- 
gram which will enable it to keep an 
accurate record of combined experience 
in the future. 

The manual committee, Aetna Life 
chairman, re ‘ported the completion of its 
work of revision of the Standard Man- 
ual, which resulted in a complete new 


(Continued on Page 37) 


Elimination of All But 
Office Agents Sought 


UP FOR CONSIDERATION MAR. 18 





N. Y. Agency Committee of Surety Con- 
ference Asked to Reconsider Action 
on City Agent Designation 


A week from today the New York 
Agency Committee of the Conference on 
Acquisition Cost and Field Supervision 
for Surety Business will meet at No. 1 
Park Avenue to take action (1) on a 
request from the Surety Agents Asso- 
ciation of New York that the city agents’ 
designation be retained and (2) to con- 
sider a new surety cost setup for Greater 
New York which calls for the elimina- 
tion of all agency designations except 
that of “office agent.” — 

Ever since the news came out that the 
city agents’ designation would. be elimi- 
nated as of May 10 and commissions re- 
duced from 30% to 20% William Street 
has buzzed with excitement. The senti- 
ment among surety city agents is that 
they should have been given an oppor- 
tunity to present their views before such 
an important charige was made; that 
they are sympathetic to a reduction in 
acquisition costs but would like to have 
the opportunity of giving voice to their 
own ideas on how economies could prop- 
erly be effected. 


Round Table Conference Urged 


Putting this thought in more specific 
language a spokesman for the Surety 
Agents Association called attention this 
week to the constructive work done by 
that body, which now includes all kinds 
of agents legally appointed under | the 
cost rules, in creating and maintaining 
these rules. That they have worked suc- 
cessfully in the largest metropolitan cen- 
ter of the country is a matter of record, 
in his opinion. Thus if the companies 
now feel that economies should be made, 
should not the action taken be the re- 
sult of a round table conference of both 
agents and company men instead of a 
one-sided affair. 

At the March 18 meeting the Surety 
Agents Association has been invited to 
be represented. This is appreciated by 
leaders of the association inasmuch as 
a sub-committee report to be presented 
at the meeting calls for the elimination 
of borough, regional and general agents 
under the aforementioned “new surety 
cost setup.” Companies would operate 
in Greater New York through “principal 





E. S. Carmick Made 
Guardian Casualty V.-P. 


TAKES FULL CHARGE IN N. Y. 





W. A. Morris Resigns to Become Officer 
in Baldwin & Morris, New Employ- 
ers’ Liability Borough Agents 





E. S. Carmick has been promoted by 
the Guardian Casualty to be vice-presi- 
dent in full charge of its Greater New 
York underwriting activities. Mr. Car- 
mick has been in charge of the metro- 
politan bonding division of the company 
and with the resignation this week of 
Walter A. Morris, casualty underwriting 
manager, he takes supervision over all 
casualty lines. Mr. Carmick, well known 
and popular along William Street, was 
formerly with the Eagle Indemnity as 
metropolitan manager. 

Mr. Morris has entered the agency 
field as director and vice-president of 
Baldwin & Morris, Inc., Chrysler Build- 
ing, which succeeds Butler & Baldwin, 
Inc., as borough agent of the Employers’ 
Liability. Mr. Morris will act as gen- 
eral manager of the agency, which writes 
casualty lines. 

Mr. Morris, a graduate mining engi- 
neer, was associated with the Leonard 
Agency at Canton, O., for three years, 
came to New York and joined the Trav- 
elers in 1927 and the next year became 
manager of the Guardian Casualty. As- 
sociated with him are D. M. Baldwin, 
president; R. S. Baldwin, secretary- 
treasurer, and S. W. Schriver, associate. 





REID GOES ABROAD IN APRIL 


A. Duncan Reid, president, Globe In- 
demnity, whose review of 1931 casualty- 
surety conditions attracted considerable 
attention last week, is making a trip 
abroad early in a 








offices,” the only agency designation be- 
ing that of office agents. The program 
would retain present agents having this 
designation but it is presumed that no 
new office agents would be appointed. 

Although agency men were cautious 
this week in expressing opinions on the 
suggested program one comment was to 
the effect that the continuance of th 
office agent designation only was a queer 
move because this type of agent has 
proved an expensive proposition to som 
companies. 
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Investment Bill Again 
Meets With Opposition 


WHY VAN SCHAICK SUPPORTS IT 





Self-Insurance Bureau Bill Dead; Fire 
and Casualty Representatives Ap- 
pear at Albany Hearing 





Legislative activity in Albany this 
week brought forth favorable Senate ac- 
tion on the Robinson bill amending the 
workmen’s compensation law in relation 
to the lien of payments due under com- 
pensation awards against assets of in- 
surance company or employer. This bill 
has been sent to the governor. The 
upper house also passed and sent to the 
\ssembly the Gates bill amending the 
insurance law in relation to powers of 
co-operative insurance corporations do- 
ing business on the assessment plan. The 
Gates-Robinson measure, amending the 
compensation law by setting up a self- 
insurance bureau and establishing a re- 
serve state fund, is dead for this year. 

The Assembly passed and sent to the 
Senate the H. E. V. Porter bill amend- 
ing the vehicle and traffic law, for sus- 
pension of registration instead of revo- 
cation, in case of vehicles used to trans- 
port passengers for hire when surety or 
bond gives notice that it will cease to be 
liable therefor. 

Changes in Investment Bill 

At a Senate hearing a week ago fire 
and casualty company executives again 
appeared in opposition ‘to the Wheatley 
investment bill. It was learned that this 
bill, having to do with the investment of 
capital and surplus, has been broken 
down into three bills. The Superintend- 
ent of Insurance is only inclined to push 
one measure for passage. The new mat- 
ter in subdivision three reads: 

“Provided, however, that notwithstanding any 

of the provisions of this chapter a domestic in- 
surance corporation other than life may only 
invest in or loan upon the pledge of stocks, 
bonds, or other evidence of indebtedness of a 
class specified by subdivision one of this sec- 
tion for the investment of its minimum capital 
or of a class in which domestic life insurance 
corporations are authorized by this chapter to 
invest unless at the time of such investment or 
loan the amount of the assets of such corpora- 
tion (exclusive of its capital and any deposit 
which it may be required to make with the super- 
intendent of insurance) invested in or loaned 
upon the pledge of stocks, bonds, or other evi- 
dence of indebtedness of a class specified or 
authorized as aforesaid is at least equal to 70% 
of its combined accrued premium reserve and 
loss reserve funds at such time.” 
_ Former Judge J. T. Mahoney, appear- 
ing for the American Surety, attacked 
this bill, declaring that if it were en- 
acted and literally enforced the Ameri- 
can Surety would be obliged to sell its 
building at 150 Broadway. 


Frank Views of J. H. Doyle 


_J. H. Doyle, National Board of Fire 
Underwriters, said that a fire company’s 
assets are predicated on a fluctuating 
base; that a fire company might be 
within the 70% requirement, and then 
as the result of a conflagration might 
find itself outside the requirements over- 
night. “The investment section,” said 
\Ir. Doyle, “has been in the law a long 
time and nothing has gone through the 
period of depression with better results 
than the fire companies. I don’t believe 
this is necessary legislation, I don’t be- 
lieve this is the time to interfere with 
the capital structure of any institution 
unless there is necessity for it.” 

Hervey J. Drake, representing the As- 
sociation of Casualty & Surety Execu- 
tives, also spoke against the bill. 

lhe Superintendent of Insurance, 
speaking in favor of the bill, declared 
that its entire object was to chart a 
course for future guidance of insurance 
companies in the matter of investments 
and that it was not the intention of the 
Department to cause any insurance com- 
Dany to suffer a loss. Companies should 
he held up to a proposition that they 
should not be allowed to speculate. If 
they are allowed to do so then it must 
he along very limited lines, the Superin- 
tendent declared. 

Lord Bill Debated 

"he Lord bill in relation to mutual 
self-insurance of counties and municipali- 
tes was attacked as to its constitution- 


ality by Mr. Drake, who cited the case 
of Kenmore v. Erie County 252 N. Y. 
452. Senator Bert Lord of Chenango 
County, in defending the measure said 
that at the present time it was impos- 
sible for supervisors and minor town of- 
ficers to obtain surety bonds, that no 
company wanted the business, and that 
this measure would enable the counties 
to take care of the matter by mutual 
self insurance, in the same way that 
workmen’s compensation is handled. 

Berthold M. Harris. secretary, Insur- 
ance Brokers’ Association, filed a memo- 
randum protesting against the passage 
of the measure. 

There was no opposition to the Wheat- 
ley bill Intro. No. 1356 adding new sec- 
tion 111-b to permit the reincorporation 
of certain mutual assessment associa- 
tions into mutual fire insurance corpora- 
tions. This measure affects one company 
engaged in the insurance of furniture of 
workingmen which wishes to make the 
change so as to enable it to have a legal 
status in other states; also to write fire 
insurance on dwellings of its members 
to a limited amount. 

Everybody present was in favor of the 
Pitcher bill amending the insurance law 
in relation to limitation of risk in surety- 
ship obligations on behalf or on account 
of fiduciaries. But nobody favored the 
Quinn bill setting up a motor vehicle 
compensation law. The companion to 
this bill in the Assembly was killed in 
Assembly insurance committee March 2. 
The Wheatley bill Intro. No. 1183, in re- 
lation to mutual life, health and casualty 
corporations and the two Gates bills 
Intro. Nos. 1325 and 1326, met with no 
opposition. 





W. J. MORAN BACK 


Travelers’ New York Counsel Pays Visit 
to Mexico City; Impressed 
by Its Beauty 

William J. Moran, counsel of the 
Travelers in Greater New York territory, 
returned from Mexico a few days ago. 
While there he visited Mexico City, and 
among others saw Perry Allen, attorney 
for the Travelers in Mexico. 

“Mexico should be more on the itiner- 
ary of tourists,” said Mr. Moran. “It is 
an aerial city on a high plateau a mile 
and a half above the sea. One of the 
most beautiful places I have ever seen.” 

Mr. Moran was accompanied by Mrs. 
Moran. 








HAS 4,000 NON-PAR SHARES 
The Public Reserve Foundation, new 
Newark agency, has a capital of 4,000 
shares of non-par value stock instead of 
$4,000 as given in The Eastern Under- 

writer last week. . 


Home Group Disdains ‘ 


Nat’] Surety Had $418,420 
Net Income in 1931 


RESOURCES STOOD AT $41,985,887 





E. M. Allen Justifies 12% Premium De- 
crease; Wm. B. Joyce Speaks Frankly 
on Mortgage Guarantees 





The National Surety came through the 
depression year of 1931 with a net in- 
come of $418,420 or $1.39 a share on its 
300,000 shares outstanding. Net premi- 
ums written amounted to $15,909,245, a 
12% decrease from 1930. It is explained 
by E. M. Allen, president of the com- 
pany, that approximately 30% of this de- 
crease was due to withdrawal from un- 
profitable classes of business and under- 
writing restrictions on depository bonds. 
Expenses of operation were cut down 
174%. 

The financial statement of the Na- 
tional, out this week, points to total as- 
sets of $41,985,887, capital $15,000,000 and 
surplus $7,769,739. Securities are valued 
on the basis prescribed by the New York 
Insurance Superintendent and United 
States Treasury Department. 


Joyce Views Mortgage Guarantee 
Situation 


In his report to stockholders Chairman 
William B. Joyce makes the following 
comments on the mortgage bond guar- 
antee situation: “This business which 
we have been liquidating since 1928 is 
under satisfactory control. We have a 
complete organization under able man- 
agement which is functioning satisfac- 
torily. In the financial liquidation of this 
business we are using two subsidiary 
companies wholly owned by us—the 
Greyling Realty Corp. and the Natsurco 
Realty Corp. We are fortunate in hav- 
ing the co-operation of the banks in the 
carrying out of our plans. There are no 
large hotels or large office buildings, nor 
extremely large apartment houses and 
no farms covered by any of our guaran- 
tees. A very small percentage of our 
guarantees are on Florida property. 
Nearly 90% of all guarantees were on 
homes largely occupied by the owners. 
The average guarantee on all of the 
properties is less than $6,000. We guar- 
anteed only 60% of the appraised value 
of properties, and this left a 40% margin. 

“In 1931 we transferred $500,000 from 
voluntary reserve to mortgage guarantee 
losses and in addition charged off $714,- 
639, making a total for the year of $1,- 
214,639. 

“The plan adopted in 1929 of liquidat- 
ing these guarantees in a natural and 
orderly manner is being adhered to and 


‘Newspaper Trial” 


In Southern Surety Complaint Suit 


A suit brought against the Southern 
Surety, Home Indemnity, and Home of 
New York late last week by minority 
stockholders of the Southern Surety, 
charging that its officers and directors 
had wrecked the company, deprived it of 
valuable assets, business and normal in- 
come, has been an interesting topic of 
conversation along William Street. The 
complaint action, filed in the Federal 
Court in St. Louis, and the United States 
District Court, Southern District, New 
York, alleged that the Southern Surety 
had lost more than $10,000,000 through 
the operations of those controlling the 
Home companies. 

Principals in the case were G. Locke 
Tarlton, a wealthy St. Louis contractor. 
and E. A. Luther, now with the Ohio 
Casualty, who was formerly on the St. 
Louis staff of the Southern. 
the plaintiffs were Lowell V. Sparling of 
Barker, Durham, Drury & Sparling, St. 
Louis; Walter R. Mayne of Fordyce, 
White, Mayne & Williams, also St. 
Louis; former Judge Daniel F. Cohalan 


Counsel for , 


and Rolland R. Rasquin, both of New 
York. 
No Excitement in Home’s Office 


Learning about the suit for the first 
time through the newspapers last Sat- 
urday the Home of New York made the 
following statement in regard to it: 

“Referring to the newspaper article re- 
garding a suit begun by some ‘minority 
stockholders’ of the Southern Surety, of- 
ficers of the latter stated today that not 
having been served with a copy of the 
summons and complaint, they have no 
particulars other than such as appeared 
in the newspaper. However, the Home 
Insurance Co. does not and never has 
owned a share of Southern Surety Co. 
stock. 

“Casualty underwriters will have diffi- 
culty in suppressing a smile when a high 
value is placed on an agency plant or 
business of a casualty company in these 
days. In any event, if such a suit is 
instituted it will be tried in the courts, 
not in the newspapers. at which time the 
baselessness of the claims will be fully 
established.” 


we are hopeful that normal earnings will 
continue so we can conveniently absorb 
such losses and expenses as are neces- 
sary. A reasonable upturn in business 
and real estate would materially improve 
the situation.” 

Speaking on the general business sit- 
uation and its effect on surety companies 
Mr. Joyce says: 

“In years of financial stress it is to be 
expected that your company will meet 
with excessive losses because the com- 
pany’s business has to do with financial 
guarantees and anything which disturbs 
the financial community and banking in- 
terests of the country is sure to reflect 
itself in our operations. Your manage- 
ment, however, has satisfactorily passed 
through similar situations since 1893 and 
following each depression your company 
(and predecessors) enjoyed greater pros- 
perity than before and was _ stronger 
financially.” 





RICHARDSON SHOWS COURAGE 


Taken Sick During Boston Talk General 
Accident Leader Insists Upon Mak- 
ing Platform Reappearance 

Frederick Richardson, United States 
manager, General Accident, was taken 
sick with an attack of indigestion while 
talking in Boston this week before the 
Insurance Brokers Association. Although 
he was forced to give up his speech in 
the middle of it, turning it over to E. C. 
Stone, Employers’ Liability manager, he 
showed his courage by returning later 
to the platform, receiving justified ap- 
plause from his audience. 

Mr. Richardson in the early part of his 
talk took a sympathetic attitude toward 
the predicament of the Massachusetts 
brokers whose commissions on compul- 
sory automobile insurance have been re- 
duced by Departmental fiat. He referred 
to this action as “a characteristic exam- 
ple of slipshod logic which takes the 
place of even-handed justice when some 
political fortune is at stake.” 








VAN SCHAICK ORDERED TO COURT 

New York Superintendent of Insur- 
ance George S. Van Schaick has been 
ordered by Justice Edward J. Glennon 
of Supreme Court, New York County, to 
appear this morning to show cause why 
he should not be held guilty of contempt 
of court for alleged violation of a re- 
straining order issued in connection with 
liquidation proceedings against the Inde- 
pendent Mutual Casualty. 


Bureau Meeting 
(Continued from Page 36) 


commercial section based on the latest 
experience and correcting such errors as 
had appeared in the previous manual. 
The report of Secretary F. Robertson 
Jones included a general resumé of the 
Bureau’s administrative activities of the 
past year. Mr. Jones also read the re- 
port of George Goodwin, Connecticut 
General, as chairman of the governing 
committee. This report reviewed briefly 
the activities of the various commi‘tees 
and the effect which the Bureau’s work 
of the past year should have on the 
future of the business. ° 
No Action on Agents’ Commissions 
In private conversation considerable 
interest was shown in individual com- 
pany announcements as to their new 
policy setups in keeping with the Bu- 
reau’s plan for uniformity and elimina- 
tion of multiplicity of policies. It was 
pointed out, for example, that the Met- 
ropolitan Life, whose accident premiums 
went over the $6,000,000 mark in 1931, 
makes use of three policy forms. 
Another matter given attention was 
acquisition costs. Justifiably agents are 
anxious to know how the changes being 
made will affect their commissions on 
accident business. It is understood that 
no action was taken on this important 
feature of the program but,an announce- 
ment should be soon forthcoming. — Ac- 
tion was also withheld on the question 
of applying the changes to renewals as 
well as new business. : 
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On the Production “Firing Line” 








$3,006 Accident Premiums in Week 
Produced by Norwalk, Ohio, Agent 


Direct Mail Campaign Planned Four Weeks in Advance by 
Travelers Leader; Sold 30 Out of 31 Prospects 
Visited in One Day 


Harold S. Bowen, Travelers represen- 
tative at Norwalk, Ohio (a town of less 
than 8000 population) rightfully has 
earned the reputation of being one of 
the most resourceful accident insurance 
leaders of that company. Not so long 
ago he broke all Travelers records by 
writing $1,417 in premiums in one day 
and $3,006 in one week, thus achieving 
the long-coveted honor of qualifying for 
the Major Accident Club on a written 
basis within a week’s time. 

Mr. Bowen’s campaign was planned 
four weeks in advance. A selected list 
of 300 prospects in Norwalk were mailed 
a business-like letter, together with a 
Travelers accident leaflet. As he ex- 
plained it to the editor of Protection, the 
company house organ, “We _ expected 
(and were not disappointed) that these 
letters practically sold many of our pros- 
pects before we called for their appli- 
cations.” 

A Week of Whirlwind Activities 

Tuesday of the week was set aside as 
Mr. Bowen’s Big Day. Accompanied by 
L. F. Brown, field assistant from the To- 
ledo branch office, he made thirty-one in- 
terviews and scored twenty-nine accident 
applications for $1,417 volume and one 
for health insurance, $60. Mr. Bowen 
completed the week in a whirlwind of 
activity and received a congratulatory 
telegram from L. Edmund Zacher, Trav- 
elers president, who followed up with a 
personal letter which read in part: 

“We hear so much talk of business depres- 
sion that one would think that there is no 
money left in the United States. There is a 
lot of it and there are a lot of people going 
to business every morning even more earnestly 
than heretofore who realize that the results they 
attained with ea# during the last ten years 
can be obtained now but only by more effort 
and hard work, 


JERSEY POLICY STICKER 


Explanation of Auto Rate Increase and 
What Insured Can Do to Lower 
Rates Issued by Casualty Ass’n 
Policy stickers entitled “Why Auto 
Rates Are Higher” are now being used 
by members of the Casualty Underwrit- 
ers’ Association of New Jersey, as de- 
cided upon at their most recent meet- 

ing. The sticker reads as follows: 
Careless Driving.—The average person drives 


too fast. He leaves the curb and makes turns 
without signaling. You must drive more care- 
fully. 

Claims.—Don’'t pad your bill where you have 


against the other fellow. 


Play fair with the insurance company and they 


a legitimate claim 


will play fair with you. 
Juries. —Too many juries award excessive 
damages. This adds heavily to insured costs. 
Ambulance Chasing.—Beware of the paid 
runner who refers you to an unknown lawyer 
when you have a claim against another driver. 
Don’t allow your lawyer to bring suit before 
first trying to make an amicable settlement. 
Increased Mileage.—The more general use of 
closed cars. The great increase in fine roads. 
Greater car speeds, All these factors are pres- 
ent in the necessity for higher rates. 
You must do your part in correcting condi 
tions and if you do, rates will come down. 
In addition the association has pre- 
pared a “uniform speech” which can be 
delivered or read by agents or brokers 
before their Chamber of Commerce, 
Board of Trade or any other civic or- 
ganization. 


“These men are the successful men of busi- 
ness and with them should be 
agents of the Travelers Insurance Co. who go 
forth each day earnestly with hope and inspira- 
tion but realizing that the effort of today is 
a little bit harder than a few years back but 


classed the 


that there is more lasting satisfaction in it. 
‘Today it is not a case of call and take an 
order and go away but in many cases it is 
call a second and third time but follow through 
and the results will be found worth while.” 


His Sales Letter Appeals 

A strong believer in the value of con- 
sistent direct mail, Mr. Brown capitalized 
the following themes in the letters sent 
out during the campaign: 

1. “Dear Mr. Smith: 

Your ability to spend your time at your 
business is your earning power—but when that 
is taken away as the result of an accident, 
your income will stop—and your expenses will 
increase, we 

He seat this letter by 
expect you to phone me that you want one, 
but I do want you to think about it and read 
over the little folder enclosed. It’s your earn- 
ing power—your business time that I want you 
to protect as well as you do your property. 

“Sincerely yours,” 

2. “Dear Mr. Smith: 

“Today you are well—in perfect health. You 
feeling that 


saying: “I don’t 


are working—earning—with the 
nothing can stop you—and nothing can—unless 
something happens beyond your control—an 
Accident, If an accident should strike, it might 
keep you from your work for months and pile 


up hundreds of dollars of additional ex- 


pense. Ph 

3. One significant paragraph in an- 
other letter ran: 

“Think about the cost of an accident. Doc- 
tor’s Bills—Hospital Expense—Nurse’s Fees— 
X-ray Pictures—Surgical 
weeks’ disability—a $1,000 hole in your bank 


Treatment—several 


account.” 


GOOD AD ON RATE-CUTTING 





Aetna Casualty “Sausage Meat” Analogy 
Shows Up Fallacy of Cheap In- 
surance in Clever Manner 

An advertising message on the subject 
of rate-cutting that has attracted con- 
siderable attention is that of the Aetna 
Casualty & Surety which has appeared 
in recent weeks. 

The copy, carrying the caption “It’s 
Not the Same Kind of Sausage Meat!” 
was general and beneficial to all well 
managed stock casualty companies. It 
ran: 

“Two stores: they both sell sau- 
sage meat. One charges 8 cents a 
pound. The other twice as much. 
But it’s not the same kind of sau- 
sage meat! In the insurance busi- 
ness it’s just as true. A cut price 
is the surest sign of cut quality! 
It’s easier to make it cheaper than 
it is to make it better. But it’s not 
so good for the man who buys it 
(or the one who sells it) in the long 
run!” 





GIVEN MORE TERRITORY 

A. E. Duncan, Jr., special agent of the 
Glens Falls Indemnity and Commerce 
Casulty in Philadelphia. has been given 
additional territory by these companies 
in southeastern Pennsylvania. His 2d- 
dress. 109 South Fourth Street, Phila- 
delphia, remains as heretofore. 


North American Accident Offers Helpful 
Sales Plan for Insuring Mail Carriers 


The North American Accident, pioneer 
personal accident and health company 
whose premiums annually are more than 
$3,000,000, is getting out some unusually 
effective sales helps for agents on a spe- 
cial policy for mail carriers. This con- 
tract, known as the Protection Plus pol- 
icy, is designed to fill a definite need in 
the life of the postman which the North 
American literature clearly points out. 

Complete income protection at a two 
dollars monthly premium (small policy 
fee added to first month’s premium) pro- 
vides the mail carrier with Accident 
3enefits while unable to work as fol- 
lows: $70 a month for five years; $17.50 
a month thereafter for life; $105 a month 
for two months while in hospital; $35 a 
month for six months while partially dis- 
abled. and surgeon’s fees up to $10 for 
non-disabling injuries. 

Broad Sickness Benefits 

Sickness benefits after the first seven 
days include $70 a month for one year 
while confined to house; $35 a month 
for one month while not confined to 
house; $105 a month for two months 
while in hospital and $70 monthly for 
boils, carbuncles, felons or tuberculosis 
for six months whether or not confined 
to house. In private automobile and 
all other ordinary accidents the North 
American pays $700 for accidental loss 
of life, hands, feet, or eyes; $350 for ac- 
cidental loss of one hand or one foot 
and $175 when one eye is accidentally 
lost. It is explained that 1% a month 
for five years is added to these Ordinary 
accident benefits when payments are 
made without lapse. 


The Protection Plus policy also has a 
double indemnity feature if the mailman 
is accidentally disabled or killed while 
riding in a passenger vehicle, if in a 
railroad passenger car wreck, passenger 
elevator or steamboat; or as a result of 
lightning, burning building, cyclone or 
tornado. All accidents are covered ex- 
cept submarine, those intentionally in- 
flicted; suicide, intoxication or military 
or naval service in wartime. As an add- 
ed feature 10% will be added to monthly 
accident or sickness benefits if the pre- 
mium is paid yearly in advance. Ten 
days’ grace is given for payment of pre- 
mium after the policy has been in force 
for three consecutive months. 

Direct Appeal to Mailmen 

Under the caption “Out of the Mail- 
bag—Tidings of all the World” the com- 
pany sends a message to mailmen which 
rings with sincerity. In part it reads: 

“Every minute in your daily work, you are 
taking chances, running the risk of the thou- 
sands of accidents which await you at every 
street corner, on every stairway, in every ve- 
hicle. You never know when exposure to all 
kinds of weather is going to bring on sick- 
ness. 

“You cannot avoid these things; they hap- 
pen every day. But you can protect yourself 
and your dependents against the financial loss 
you would suffer should you be disabled. You 
can arrange for a guaranteed cash income while 
you are unable to earn your regular salary be- 
cause of accident or sickness. 

“The Protection Plus policy, issued exclu- 
sively by this company, offers attractive in- 
demnities, at favorable cost, to postal service 
employes.” 








Accident Oddities 

After Paul T. Nottingham of Gate 
City, Va., lost his sense of smell as a re- 
sult of an accident at a grade crossing, 
he was awarded $1,000 damages. 

J. A. Fitzgerald kissed a woman while 
driving a car, and as a result had to pay 
$11,840 damages to another woman in 
the car. One man was killed in the 
accident which followed the kiss, the car 
upsetting. 

When an automobile bus smashed into 
a train at Lille, France, it wrecked the 
train, ‘with a total death list of fourteen. 
The engineer of the train had his arm 
torn off. The bus was traveling at a 
high rate of speed when it struck the 
train. 

A bee that stung MaBelle Strader of 
Potsdam, N. Y., causing her to lose con- 
trol of her car and wreck it, cost a Hart- 
ford insurance company $1,000. The 
driver’s mother was injured in the wreck 
and the claim resulted. 





WANTS PASSAIC AUTO RATES CUT 


Because the “ring of insurance frauds” 
has been broken up through the con- 
viction of the leader and the indictment 
of a number of others in Paterson and 
Passaic, Prosecutor Nathaniel Kent of 
Paterson, the prosecutor, has made a 
plea to the insurance companies writing 
automobile insurance to consider the 
lowering of rates for that type of in- 
surance in Passaic County. Prosecutor 
Kent contends that the 20% increase is 
not now warranted. 


LINFONTE DINNER CHAIRMAN 


Charles W. Linfonte, manager, New 
Jersey claim department of the Ameri- 
can Casualty, was chairman of the North 
Jersey American Legion committee 
which arranged the dinner-dance given 
National Commander Henry L. Stevens, 
Jr., of the Legion at the Newark Elks 
Club last Friday. Mr. Linfonte was for- 
merly president of the New Jersey Cas- 
ualty & Utilities Claim Men’s Protec- 
tion Association. 


WIN AGAINST STATE FUND 


Michigan Solicitors No Longer Allowed 
to Use Governmental Auto License 
Plates, Attoyvney General Rules 

Solicitors of the Michigan state insur- 
ance fund will no longer be allowed to 
government licenses on their 
cars, following a decision of the state 
attorney general. This ruling is be- 
lieved to indicate the coming definite 
policy of preventing the state fund from 
being interpreted by the public as a state 
institution. which it really is not. 

The action followed complaints by a 
number of insurance men who are rep- 
resentatives in the legislature to Gover- 
nor Brucker. They alleged unfair com- 
petition by the state fund. Roy M. 
Watkins, manager of the fund, recently 
announced that committees have been 
named to establish higher rates and to 
effect economies through reduction of 
the personnel. 

The fund, which writes a good deal of 
workmen’s compensation business, has 
been using the state seal on its station- 
ery and business cards. Insurance men 
hope to have this practice stopped. It 
is even believed in some quarters that 
the fund, in reducing personnel, wil! 
abandon the use of solicitors. 


use state 





NEW CLAIM SERVICE 


C. E. Calum, Je-sey City Adjuster, 
Specializing on Emergency Investiga- 
tions for Companies and Self Insurers 
Charles E. Calum, whose company ex- 
perience includes twelve years with th 
London Guarantee & Accident and thri 
years with the National Union covering 
the entire claim field, is now a specialis‘ 

on emergency claim service with offices 
in Jersey City. Sensing the ever increas- 
ing need which companies have these 
days for quick handling of claim investi- 
gations, hearings or adjustment of lia- 
bility, compensation or automobile claims 
in New Tersey, Mr. Calum is prepared 
to give his personal attention to such 
cases at a reasonable stipulated cost, for 
the actual time devoted to each assign- 
ment. 


- 
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N. Y. Claim Ass’n Doing 
Constructive Work 


SAMUEL KALTMAN PRESIDENT 





Succeeded Recently in Getting Reduction 
in Longshoremen’s Compensation; 
Hold Four Meetings a Year 





The New York Claim Association, 
which recently conducted successful ne- 
gotiations leading to a reduction in the 
amount of compensation for longshore- 
men from $20 to $17.50 a week, is making 
a regutation for itself as a strong organi- 
zation, continually fighting for some just 
insurance cause. The primary aim of the 
association is to promote relations be- 
tween claim men and the various officials 
and professional men with whom they 
come into regular contact. Among them 
are labor department officials and doc- 
tors. Working together they make for 
mutual better understanding of the prob- 
lems in the business. The membership 
is chiefly from the compensation and lia- 
bility departments of the casualty com- 
panies. Claim men from private corpora- 
tions such as railroads are also on the 
roster. 

Four meetings are held by the associa- 
tion each year, and the executive commit- 
tee meets every month except during the 
summer. A bulletin is regularly sent out 
by the president giving information on 
many developments in the field; special 
bulletins are mailed. whenever occasion 
demands. 


President Kaltman in 2nd Term 


The present officers of the association 
are Samuel Kaltman, Aetna Life & Affi- 
liated Companies, president; Harry 
Seide, Hamlin & Co., first vice-president; 
Harold R. Greenlee, Liberty Mutual, sec- 
ond vice-president; Frank J. McKeever, 
Fidelity & Casualty, treasurer; Louis E. 
Vogel, Union Indemnity, secretary, and 
George J. Stone, Utilities Mutual, chair- 
man executive committee. President 
Kaltman, who is connected with the New 
York claim department of the Aetna, is 
serving his second term as president. 

One of the most recent co-operative 
activities of the association is with the 
National Bureau of Casualty & Surety 
Underwriters in keeping down the cost 
of hospitalization of compensation insur- 
ance patients. This is described in de- 
tail in one of the most recent bulletins; 
also the results obtained in working with 
the Federal attorney general’s office in 
getting a reduction in longshoremen’s 
compensation. 





FIRST REINSURANCE SHOWING 





Company Headed by G. E. Turner Had 
Treatyholders’ Surplus of $1,129,261 
On January 1 

The First Reinsurance of Hartford, 
whose president is George E. Turner, 
closed 1931 with total assets of $3,576,627 
of which $1,827,727 represented bonds and 
mortgages and $1,348,674 in stocks, both 
figured at insurance commissioners’ 
values. Included among its liabilities was 
a premium reserve of $764,966, reserve 
tor losses of $1,252,804 and reserve for 
depreciation of securities of $250,594. 

Capital of the company on January 1, 
1932, stood at $800,000, net surplus at 
$329,261, making a surplus to treatyhold- 
ers of $1,129,261. This company, a mem- 
ber of the Rossia group, is conservative- 
ly managed and is regarded as the pion- 
eer American reinsurance company writ- 
ing casualty reinsurance only. 





MICHELBACHER ON TRIP 
.G. F. Michelbacher, vice-president, 
Great American Indemnity, is on a 
three weeks’ field trip, visiting agents in 
the mid-west and southwest. 





B. L. ALBERTSON BACK 
B. L. Albertson, treasurer, the Kenny 
Agency of 80 Maiden Lane, New York, 
is now back at his desk after a two 
months’ siege of sickness. 


Sensible Comments by 
J. W. Scherr on A. & H. 


SEES BIGGER NON-CAN. MARKET 





Inter-Ocean Casualty President Notes 
Stabilizing Features of Steps Taken 
Toward Policy Uniformity 





J. W. Scherr, president, Inter-Ocean 
Casualty and who is chairman of the 
important legislative and public relations 
committee of the Health & Accident 
Underwriters Conference, is of the opin- 
ion that companies writing non- 
cancellable health and accident insurance 
will probably benefit in volume by rea- 
son of the life companies dropping the 
disability clause from their policies. In 
this view he shares the opinion of J. G. 
Ferguson, Continental Life vice-presi- 
dent, and Charles H. Munsell, Monarch 
Life vice-president, among others. 

While this increased business will not 
be so pronounced at first since the pres- 
ent tendency is to increase non-can. 
rates and restrict coverage. Mr. Scherr 
believes that all accident companies 
should feel the effects of the disability 
clause discontinuance by the life com- 
panies. He adds, however. that “there 
is a wider field for companies which do 


not write non-cancellable policies be- 
cause this form appeals only to a lim- 
ited number of the people who are eli- 
gible as disability risks.” This is be- 
cause of the elimination periods, he ex- 
plains. 

Discusses Eastern Bureau Program 

Although not a member of the Bureau 
of Personal Accident & Health Under- 
writers, Mr. Scherr has followed closely 
the progress made toward policy unifor- 
mity which reached its climax with last 
Friday’s meeting. His opinion is that 
the program will not materially reduce 
the claim ratio unless there is a decided 
improvement in underwriting practices. 
At the same time he feels that uniform 
phraseology and standardization of risk 
classifications will help to stabilize the 
business in that “there should be less 
opportunity for agents to confuse 
the public as to the coverage provided 
in the policies issued by the different 
companies.” Making a constructive sug- 
gestion as to the medical reimbursement 
coverage, Mr. Scherr says: 

“Under present conditions the  so- 
called reimbursement coverage as issued 
by some companies is fraught with great 
danger. The temptation on the part of 
the insured, the doctor and the hospi- 
tals, to apply maximum fees for services 
is too great to resist in a large number 


of cases. There appears to be no means 
of controlling the fees to be claimed for 
any given service under these policies. 
Furthermore, the experience has not 
been sufficient to definitely fix a rate for 
the coverage given, and there will prob- 
ably be some radical changes in the 
rates and coverages during the next year 
or two.” 

Taking a broad view of the accident 
and’ health business Mr. Scherr says: 
“There is probably little hope of im- 
proved conditions until more normal con- 
ditions return—unless the companies 
adopt (a) more strict underwriting, (b) 
frequent inspection of risks as to moral, 
physical and financial set-up and (c) 
more searching investigation of claims 
for disability and the duration of same.” 





OPPOSE N. J. STATE FUND 

The members of the Casualty Under- 
writers Association of New Jersey have 
gone on record as being opposed to the 
workmen’s compensation state fund bill, 
known as Senate House Bill 58 which 
“provides for a competitive state fund to 
be administered by the labor commis- 
sioner in the state of New Jersey.” All 
of the members of the association have 
been advised by President Walter A 
Schaefer to write to their assemblymen 
and senators to vote against the measure 





historic Street. 


rant in the district. 








Some months ago Childs opened the ‘‘Golden 
Hill” Restaurant at 136 William Street in the 
center of the insurance district—for all the great 
casualty and marine companies and the principal 
underwriters have their offices on or near that 


At that time Childs offered to their clientele in 
the insurance field special facilities which promised 


to make ‘‘Golden Hill’’ the favorite restau- 


The lower dining room with its round 


THE NATION’S HOST 





“GOLDEN HILL’ 


AT FULTON AND 
WILLIAM STREETS 





rendezvous of the 
Insurance district 


tables for conference groups, its semi-private accom- 
modations for special occasions—combined with 
the recognized excellence of the food and service 
have turned this promise into a reality. 

Not only are more and more discriminating in- 
dividuals dining at ‘‘Golden Hill’’—but more 
organizations are taking advantage of the splendid 
banqueting facilities. 

And naturally the price range, as at: all 
Childs restaurants, is as low as consistent 
with Childs quality and service. 


FROM COAST TO COAST 
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Effect of Safety On 
Stevedoring Rates 


EXPLAINED BY LEON SENIOR 
New York Safety Guitiess Told About 
Making of Rates; How Employer’s 
Individual Experience Is Used 
which safety efforts af- 
fect compensation insurance costs was 
explained by Leon S. Senior, general 
manager of the Compensation Insurance 
Rating Board, in an address at the third 
annual safety conference held in New 
York at the Hotel Pennsylvania — 
ly. Stevedoring risks were featured < 

one of the sessions. 

Mr. Senior told how for a long period 
of time the exact legal status of claims 
for injuries sustained by longshoremen 
was in an uncertain state. At first it 
was assumed that compensation laws 
embraced within their scope all accidents 


The way in 





LEON S. SENIOR 


incurred in the loading or unloading of 
freight on boards of vessels. This as- 
sumption was crushed by the decision in 
the Jensen case. Amendments to the 
Judicial Code designed to give the sev- 
eral states jurisdiction were declared 
unconstitutional by the Supreme Court 
and finally Congress passed the United 
States longshoremen’s act. This act, 
while dividing jurisdiction, so as to give 
the states authority with respect to ac- 
cidents on land and to the U. S. Com- 
mission authority with respect to acci- 
dents on board a vessel, has helped to 
clarify a difficult situation, although in 
essence the forms of remedy constitute 
a legal paradox, since it was the original 
intent of the law to provide uniformity 
for maritime workers. 

In the process of ratemaking, he ex- 
plained, the actuary must take account 
of the proportion of land accidents as 
distinguished from accidents on water 
and determine an average premium for 
a policy that will give the employer com- 
plete coverage. 


Work Irregular 


There are two methods now employed 
for loading and discharging boats; first, 
by the use of hand trucks and second, 
by the aid of power hoisting apparatus. 
The latter form of work requires expe- 
rience, skill and judgment and is the 
more hazardous of the two. This is evi- 
dent from the statistical data filed with 
the board. The classification “Steve- 
doring—(N.O.C.)” which includes the use 
of mechanical pM sons nt shows during 
the years 1927 to 1929 inclusive 154 seri- 
ous cases at a cost of $656,000 and 4,840 
non-serious at a cost of $1,240,000; medi- 
cal cost of $543,000; total $2,439,000 on a 
payroll exposure of $25,000,000 which 
does not include the experience of self- 
insurers. 

The work of the stevedore is irregu- 
lar. He is employed by the hour, when 
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and where needed. If a storm delays 
freight trafic the longshoreman is with- 
out work during the delay, which is then 
followed by a period of feverish activity. 

Because of this irregularity in traffic, 
it is not possible to plan the work in 
advance. The stevedoring industry is 
subject to a variety of hazards. Men 
working in the hold of the ship are ex- 
posed to the draft hoist lowered vertical- 
ly over their heads. When discharging 
bulk cargo to lighters on the off-shore 
side, the men have but little refuge when 
things begin to drop. 

On the pier the men are subjected to 
the danger of falling cases, bags and 
barrels. Defective hand trucks and de- 
fective pier floors are the cause of many 
injuries. Carelessness in handling gear 
and in riding mechanical equipment are 
also prolific causes of accidents. Long 
hours of work—at times twenty hours 
at a stretch—cause fatigue and dull the 
mind, making the workman an easy prey 
to injury. 

Accidents to stevedores are prevent- 
able through the observance of safety 
rules, proper inspection of gear and 
equipment. Education is a potent factor 
in preventing accidents. Longshoremen 
are picked for the work because of strong 
arms and powerful muscles, but they 
must be taught to use their strength with 
skill and judgment. An inexperienced 
man may sustain a hernia while lifting a 
100 pound bag of flour. The trained 
longshoreman who knows how to handle 
cargo is able to cradle a 500 pound hogs- 
head of tobacco without injury. 


Class Rating 


In rate-making each industry is 
charged with its cost and the rate in 
the manual reflects such cost per $100 of 
payroll for each class. And so we have 
a class rate for stevedoring by hand 
trucks, and for work which includes me- 
chanical equipment. But the class rate 
is not necessarily the rate for the in- 
dividual stevedore. Under our experience 
rating plan each stevedoring contractor 
is charged with the rate which reflects 
his own experience. 

After outlining the principal provisions 
of the experience rating plan and defin- 
ing such terms as “credibility,” “normal” 
and “excess losses” and the “four year 
revolving period,” Mr. Senior proceedel 
to give several illustrations showing how 
a stevedoring risk with an average pay- 
roll of $50,000 per annum and which is 
free from accidents would receive the 
benefit of a credit equal to 53.6% of the 
premium. The same risk incurring Six 
accidents typical of the stevedoring in- 
dustry would be subject to a charge of 
94%. The illustrations then proceed to 
eliminate one accident after another on 
the theory that such acciderits are pre- 
ventable, and the result shows that the 
employer might have saved from $233 up 
to $4,892 in premium if these accidents 
had been avoided. 

The closing part of Mr. Senior’s ad- 
dress dealt with the importance of main- 
taining accurate payrolls. He said in 
part: “While it is important, in order 
to attain our objective, to reduce the 


quantity in the numerator, it is equally 
important for the stevedoring contracto- 
to maintain an accurate system of payroll 
records available to the insurance audi- 
tor. It is an imperfect policy that looks 
toward the amelioration of losses with- 
out giving due attention to payroll rec- 
ords. The employer who either wilfully 
or negligently underestimates his pay- 
roll is living in a fool’s paradise, for the 
effect of underestimates will ultimately 


increase the rate not only on his own 
risk, but on the entire class covering 
stevedoring operations. The wrong 


aimed at the insurance carrier eventuall, 
rebounds on the wrong-doer and on all 
his comrades in the industry. Reduction 
in compensation costs can be effecte! 
only through co-operation between the 
employer, the employe and the insurance 
carrier. All three parties are vitally in- 
terested in the maintenance of a sound 
and solvent insurance system, but a 
sound insurance system can survive only 
if the three parties to the contract co- 
operate in safety education, in the main- 
tenance of safe rules and practices, and 
in the keeping of true payroll records.” 


COLUMBIA COURSE 


The Columbia University course in 
casualty insurance is being given this 
season every Wednesday afternoon. 
Milton Acker, manager, compensation 
and liability department of the Naticnal 
Bureau of Casualty & Surety Underwrit- 
ers, is its instructor and is being assisted 
by the following as special lecturers: C. J. 


Haugh, National Bureau; R. L. Hills 
and Ambrose Ryder, Great American; 
L. A. Sawyer and J. P. H. deWindt, 


also National Bureau. 





TO MEET AT ATLANTIC CITY 


The eighteenth annual convention of 
the New Jersey Manufacturers’ Associa- 
tion, will be held at Atlantic City on 
May 6 and 7. J. Philip Bird, its presi- 


dent, is also president of the New Jer- 
sey Manufacturers’ Casualty and the 
New Jersey Manufacturers’ Fire. 


GENERAL’S ASSETS UP 





Increase of $260,523 During 1931; Total 
$25,248,262; Has Depreciation 
Reserve of $2,500,000 

The United States branch of the Gen- 
eral Accident of Perth, Scotland, in- 
creased its admitted assets last vear, 
its 1931 financial statement shows. The 
total admitted assets are $25,248,262, 
which is $260,523 more than the year be- 
fore. Stocks and bonds are valued on 
the commissioners’ convention standard; 
a reserve for market depreciation of $2,- 
500,000 has been set up. 

Under liabilities the General Accident 
has set up a reserve of $7,068,937 for un- 
earned premiums which, when compared 
with the similar reserve of $7,017,486 re- 
ported at the close of 1930, indicates a 
consistently stable volume of business. 
The reserves for losses of all kinds, in- 
cluding those resulting from its large 
workmen’s compensation business, is 
placed at $10,005,692, while $1,321,110 has 
been set aside for taxes and other lia- 
bilities. After making liberal provision 
for all liabilities and contingencies, the 
company maintains for the additional 
protection of its policyholders in this 
country a surplus of $4,352,522. 





MAY ISSUE OF THE ANNALS 


Many Prominent Insurance Men to Have 
Articles in Publication of American 
Academy of Political and Social 
Science 

[he May issue of The Annals of the 
Americ: in Academy of Political and So- 
cial Science will contain articles by . 
Albert Linton, William A. Law, John A. 
Stevenson, Albert G. Borden, Ingalls 
Kimball, William J. Graham, Edward M. 
Marshall, Harold A. Ley, John Marshall 
Ho'combe, Jr. John §. Thompson, 
Franklin W. Ganse, Paul F. Clark, Wil- 
liam Leslie, Edward C. Lunt, Stewart MM. 
La Mont, L. A. Sawyer, G. F. Michel- 
bacher, Albert W. Whitney, Richard E. 
Vernor—all well known in the insurance 
business. Some insurance educators in 
the edition with articles are Clyde M. 
Kahler, Dr. S. S. Huebner, Harry J. Lo- 
man, David McCahan, C. A. Kulp. 

Insurance tendencies in foreign coun- 
tries will be covered by articles by G. W. 
Richmond, London; Dr. Alfred Manes, 


Berlin; Max Hermant, Paris; Professor 
Toja, Italy; Prof. Yoshimichi Miura, 
Tokio; Y. Dung and Tuh Chang, China; 
and Virgilio Ortega, Cuba. 
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Increased Sale of A. & H. 
Foreseen by Companies 


AGENTS ADVISED OF CHANGES 





Fewer Policies, Uniform Clauses, Stress 
on Basic Coverages Indicated in 
Field Announcements by Leaders 





Since March 1 company members of 
the Bureau of Personal Accident & 
Health Underwriters who have adopted 
its new policy uniformity program have 
made every effort to advise field forces 


fully of the changes made in their in- 
dividual policy. setups, new classifications 
and manual. Stress has been placed on 
the value to the agent of standardization 
of forms; how the use of uniform clauses 
has simplified the coverage. The feeling 
for the most part is that this uniform- 
ity will help to minimize the type of 
competition which is based on_ non- 
essentials and enable the companies to 
emphasize the importance of sound 
basic coverage. 

To give a general idea of how the Bu- 
reau's program is being observed salient 
features of the policy changes made by 
six leading companies are given below. 
These companies are the Connecticut 
General, Aetna Life, General Accident, 
United States F. & G., Travelers and 
Massachusetts Bonding. Although the 
Bureau’s recommendation for simplified 
policy forms and rates has been gener- 
ally followed, it is noted that company 
initiative has been used to effect certain 
other changes. 

Aetna Life 

The Aetna Life considered the pro- 
gram of so much importance that an 
entire issue of the Aetna-izer Supple- 
ment was devoted to it. After summar- 
izing the Bureau’s changes which are 
being adopted the Aetna announced (1) 
the discontinuance of ten policies and 
riders which hereafter will not be avail- 
able for any purpose and the issuance 
of ten new accident and three health 
contracts. (2) Revision of rules apply- 
ing to female risks under which those 
classified A, B, C, and D may now apply 
for any form of accident policy available 
to male risks in these classifications 
while those under D are eligible for only 
three classes of contracts. Female risks 
classified E, F, G, and H will not be 
accepted by the company. Rates for 
women are now provided by the Aetna 
in separate premium schedules. 

(3) Changes in limits of authority 
have also been made; (4) key tabs and 
identification cards have been discon- 
tinued and (5) a new manual and adver- 
tising folders printed. 

The company makes clear that all poli- 
cies issued on applications dated on and 
after March 1 will be the new 1932 edi- 
tions; that all business re-written be- 
cause of reductions in amounts of insur- 
sce, change of occupation or in form 

policy, will be at rates a classifi- 

ions: of the new manual. A detailed 
explan: ition is given of the changes in 

rding of clauses making for uniform- 
'y and a chart is shown to illustrate 
the benefits afforded by each new pol- 
ley form, 

Commenting on the standard accident 
— indemnity clause the Aetna 
: “This clause is the same as that 
In our policies used prior to March 1 
exceen that disability may commence 
: ithin twenty days from date of acci- 
lent instead of immediately.” 

The new $12 special automobile acci- 
dent policy has oe adopted, this form 
being described < “generally the same 
®s that which the company has been 
using.” The most important change in 
hi alth insurance, in the Aetna Life’s 
Opinion, is the adoption of the standard 
weekly indemnity clause which makes 
ra distinction between temporary total 
a ibility and permanent total disabil- 
The new. program of rates has been 
pepe see also the new standard unit of 
Seem ee al sum and/or $5 weekly in- 

which change is considered jus- 


(Continued on Page 42) 

















1931 
Another Record of 


‘*L-M-C”’ Progress 





Assets increased to $15,521,354.57, a gain of $519,897.91. 


Premiums increased to $14,307,236.00, a gain of $657,165.00. 
Dividends paid to policyholders in 1931 amounted to $2,510,495.12, a gain of 


$233,218.42 over 1930. 


Net surplus after providing fully for every conceivable contingency increased 
to $2,220,062.08, a gain of $119,029.65 over 1930. 
JAMES S. KEMPER, President 





The surplus shown herein is a true surplus, reflecting the actual condition of the company 


on the basis of December 31st market values. 


the difference between the amortized value and December 


ASSETS 


Cash in banks and on interest . 
U. S. Government securities . . 


State, province, county and municipal bonds 


Public Utility bonds and stocks . 
First mortgage loans on real estate . 
Premiums in transmission . . . 
Due on account of reinsurance. . 
Accrued interest . . . . . 


Total cash assets - -- 


Reserve forlosses . . . . 
Reserve for unearned premiums ° 
Reserve for taxes and expenses. . 
Reserve for depreciation . . . 


Reserve for contingencies - 


Total liabilities and reserves 


Net cash surplus - - - : 


Total . . io . . 


Paid for Losses and Returned to Policyholders in Cash Dividends Since Organization over Fifty Million Dollars 


actual market value. 


All stocks are adjusted to market values. 
All bonds are on an amortized basis, and there has been included in voluntary reserves 
31st 


$ 2,123,415.91 
2,403,244.71 
4,955,419.89 
1,040,347.26 
2,381,227.50 
2,086,191.99 
405,503.98 
126,003.33 





$15,521,354.57 


$ 6,943,006.00 
4,432,521.00 
546,026.69 
379,738.80 


1,000,000.00 





$13,301,292.49 
2,220,062.08 P 





$15,521,354.57 





(AMERICAN) LUMBERMENS MUTUAL 
CASUALTY COMPANY OF ILLINOIS 


HOME OFFICE: Mutual Insurance Building, Chicago, U. S. A. 
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A. & H. Changes 


(Continued from Page 41) 


tified in view of increased claims in the 
past few years under policies for loss of 
life and dismemberment. As a sales 
point agents are urged to stress the in- 
come feature in accident policies and to 
sell waiting period health insurance. 


Connecticut General 

The Connecticut General regards the 
backbone of its new accident program 
as the Reimbursement Series of policies 
which contains four forms, “substantial- 
ly like those replaced although each form 
has been modified to some extent.” In 
addition three other accident contracts 
are available and two health policies to- 
gether with an automobile rider. Sixteen 
old contracts have been withdrawn. 

Although the railroad section is not 
included in the new accident manual the 
company says it is still effective with- 
out change for those agents who want 
to make use of it. Applications for more 
than $25,000 principal sum, $125 weekly 
indemnity or $2,500 reimbursement will 
not be considered “because the experi- 
ence on large policies has been unfavor- 
able.” To facilitate the rewriting of old 
forms no longer used, the company will 
issue as a replacement new insurance 
not exceeding that already in force at 
the same classification as the existing 
policy. The troublesome hernia cover- 
age is being excluded from the new poli- 
cies in keeping with the Bureau’s recom- 
mendation. 

General Accident 

Five new policies replace all former 
commercial accident and health contracts 
sold by the General Accident. W. H. 
Howland, manager of this department, 
describes the coverage of these policies 
in a letter to agents, pointing out that 
the Bureau standard unit of $1,000-5 is 
being used; that health policies will be 
issued only in conjunction with concur- 
rent accident policies and that in no 
event will weekly indemnity under the 
health policy be granted for a greater 


amount than the weekly indemnity 
under the accident policy. This com- 
pany writes a $6 automobile accident 


policy, $1,000-$25. 

Manager Howland is confident that 
simplified policy forms and rates and a 
necessary increase in principal sum pre- 
mium will result in a profit on commer- 
cial accident and health business. He 
tells General Accident agents: “You will 
be relieved of 90% of the former un- 
necessary time spent in comparing poli- 
cies of other companies because prac- 
tically all companies will write almost 
identical coverage.” 

United States F. & G. 

The United States F. & G., expressing 
its willingness to conform to the Bu- 
reau program, has withdrawn all old 
policies with the exception of its tour- 
ist special, ten dollar automobile accident 
policy, and volunteer fire company 
blanket policy with which it has had 


considerable success. Seven new poli- 
cies replace those withdrawn from 
the market. Health insurance on male 


risks will be written in only one of two 
forms, either from first day of disabil- 
ity with house confinement as a condi- 
tion precedent or without house confine- 
ment with a fourteen day waiting pe- 
riod. Health insurance on female risks 
will not be accepted. 


Travelers 


In making known the new program to 
Travelers field representatives John E. 
Ahern, accident department secretary, 
calls attention to its comprehensive na- 
ture and says “Accident insurance pre- 
miums are not within $300,000,000 of the 
saturation point. It is a kind of pro- 
tection that everyone needs.” 

The Travelers is now concentrating on 
three principal forms, all old form poli- 
cies having been withdrawn as to new 
risks on March 1 in keeping with the 
Bureau program. A new accident man- 
ual has been printed to replace all ex- 
isting manuals. Mr. Ahern points out 
important classification changes in cer- 
tain occupations, particularly those where 


there is an increased exposure to the 
automobile and street hazards. “For the 
present,” he says, “the new classification 
section of the manual will apply only 
to new business.” 

The principal forms include a Maxi- 
mum Accident group of five contracts 
for male risks; Modern Accident group: 
two contracts for male risks, two for 
both male and female risks and a new 
policy for women entitled to at least $25 
weekly indemnity. A Leader Accident 
group of two male risk contracts, one 
for women and another for both men 
and women. There are two automobile 
supplements and three miscellaneous 
forms. Under health insurance the Trav- 
elers has a limited contract for male and 
female risks, a house confinement con- 
tract for men, a sickness form for Class- 
es D to I of male risks; and female 
risks, also a non-house-confinement new 
policy for men. Among other changes a 
new form aviation extension rider. will 
be attached to the Maximum, Modern 
and Leader policies. 

Massachusetts Bonding 

All present commercial forms used by 
the Massachusetts Bonding are being 
withdrawn from the market and succeed- 
ing them are five new contracts, all of 
which are direct adaptations of the ad- 
Bureau with no 


visory policies of the 
material alterations of any kind. Paul 
Rogers, assistant secretary of the 


company, describes the new policies as 
folle IWS: 

“We will have five accident policies, 
first policy form AA, a regular accident 
policy with principal sum, dismember- 


ment, total disability, partial disability, 
elective indemnities, double indemnity, 
weekly indemnity for hospital or nurse 
attendance and schedule of operation 
fees. 


“Policy AB is identical to the above, 
except that instead of weekly indemnity 
for hospital or nurse attendance, the pol- 
icy will contain the Bureau hospital, 
nurse’s, medical and surgical expense re- 
imbursement clause. Policy AC is an in- 
come policy similar to policy AA, except 
without accidental death benefits. Policy 
AD is a death, dismemberment and medi- 
cal reimbursement policy. It will con- 
tain no weekly indemnity. Policy AE 
provides benefits for dismemberments 
and contains a medical reimbursement 
clause covering all accidents. 

Two Health Forms 

“We will have two health policies, one that 
does not require house confinement, that may 
effective either the first day, the 
after commence- 


be issued 
eighth day or the fifteenth day 
ment of disability. The other health form will 
pay indemnity at the full rate for house con- 
finement and at the one-half rate for non-con- 
finement and will be issued effective either the 
first day, fifteenth day after 
commencement of disability. 

“We will have two disability policies which 
the DA, 
policy and the 


eighth day or 


are, first, a combination of the AA 
Accident 
coverage with a fourteen day 
and the DB disability policy which is a com- 
bination of the AA Accident 
house confining first day health coverage. 
“We will have two special automobile poli- 
cies, one with principal sum of $1,000 and week 


non-confining house 
waiting period, 


policy and the 


ly indemnity of $25, hospital or nurse’s indem- 
nities and physician’s or surgeon’s fees for non- 
disabling injuries, for which the annual pre- 


mium will be $6, and the same-policy with a 


$5,000 principal sum, for which the annual pre- 


mium will be $12.” 


A.BERTRAM SAMUELS PRESIDENT 





New Consolidated Indemnity Leader Is 
Lawyer of Ability; Was General 
Counsel of Company 

\. Bertram Samuels, new president of 
the Consolidated Indemnity succeeding 
R. R. Rasquin, has been a practising at- 
torney for years. having been in part- 
nership with I. Maurice Wormser, for- 
mer editor of the New York Law Jour- 
nal and the author of a new _ book, 
Frankenstein, Inc. 

Mr. Samuels joined the Consolidated a 
few years ago as general counsel, then 
became executive vice-president, and 
now assumes the presidency. A lawyer 
of ability, he is also a connoisseur of 
paintings. 





The Law Relating 


to 


Automobile Insurance 


By JOHN SIMPSON 


The new Second Edition cites and analyzes more than 1,000 
automobile insurance cases and contains more than three times 
the amount of text contained in the First Edition. All the Eng- 
lish and Canadian cases are included. 


Every phase of automobile insurance law is covered. The 
statement of the law necessarily includes many of the leading 
principles of insurance law generally. 


Where necessary, the essential facts of each case are stated 


in detail. 


The Second Edition is not a mere digest, but a treatise of 477 
pages, arranged in 21 chapters, containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facili- 


tate reference. 


PART I 


Automobile Insurance Generally 
Chapter 
I. Constitution of the Contract 
II. Construction of Policy 
III. Reformation of Policy 
IV. Cancellation of Policy 
V. Notice and Proofs of Loss 
VI. Agents, Brokers and Adjusters 


VII. Arbitration, Appraisal and 
Award 

VIII. Extent of Loss and Amount of 
Recovery 


IX. Option to Repair 


X. Representations and Warran- 
ties 
XI. Subrogation 


PART II 


Matters Pertaining to the Differ- 
ent Kinds of Automobile 
Insurance 

Chapter 

XIII. Fire Insurance 
XIV. Theft Insurance 
XV. Collision Insurance 


XVI. Confiscation Insurance 
XVII. Transportation Insurance 
XVIII. Liability Insurance 
XIX. Insurance Policies and Bonds 
Covering Public Service 
Vehicles 
XX. Compulsory Liability Insur- 
ance 
XXI. Mutual and Reciprocal Com- 


panies and Associations 
Table of Cases 


XII. Actions and Defenses Index 
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25 Killed 


in big boiler explosion!” 











or “Elevator Drops; 5 Killed, 
6 Injured.” How often do you 
see headlines like these today? 


Twenty or thirty years ago such 
headlines were common. A heavy toll 
of deaths and injuries were considered 
as the inevitable cost of high pressure 
steam boiler and elevator operation. 

Careful study of such accidents, and 
a correction of the various weaknesses, 
human and mechanical, that caused 


them, has practically banished such 
headlines from the front pages of the 


newspapers. 


_If the insurance men, cooperating 
with manufacturers, owners and oper- 
ators have been able to push boiler ex- 
plosions and elevator crashes off the 
front page of our newspapers, isn’t it 
possible that they may be able to make 
real progress in solving our automobile 


accident problem? 





' st 


THE TRAVELERS INSURANCE COMPANY 
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Sixty-Ninth Annual Statement 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Summary of Directors’ Report for 1931 
















Paid to Policyholders and Their Beneficiaries, $87,743,766.56 
Or $1,687,380.00 average per week (Including dividends totaling $19,585,230.38 


which represented the regular general scale employed for policyholders’ 


annual reduction of cost.) 


New Insurance Paid-For, $624,132,060.00 
Equaling 94% of the total paid-for in 1930 
Insurance in Force, $3,612,880,300.00 An increase of 244% over 1930 aggregate. 










FINANCIAL CONDITION, DECEMBER 31, 1931 


Bonds and stocks owned...... $180,490,552.00 Policy Reserve ............. $522,220,800.00 
(Insurance Department stan- Reserve for Dividends to policy- 
dard of market valuation) holders (payable in 1932).. 20,692,929.83 
Stocks owned are valued at Death and Endowment Claims in 
$25,340,654.00, of which all A ee eee 4,259,982.82 
but $3,773,675.00 are pre- Deposits and other items await- 
ferred or guaranteed. ing order or not yet due.... 19,899,385.11 
Real Estate Mortgages held... . 297,366,058.16 Prepaid premiums, interest and 
Loans on Company’s policies. . . 79,310,640.58 sundry items including re- 
Cash in banks and office, Real serve for taxes............- 5,379,219.40 
Estate, Interest and Rents due Special Reserve for Asset Fluc- 
NS FPP OTe TC LCT 49,045,686.36 tuation and Amortization... . 5,000,000.00 
Other admitted assets........ 15,065,195.99 General Safety Fund......... 43,825,815.93 








Tete AMO 2c cccccvccusees $621,278,133.09 Total Liabilities ............ $621,278,133.09 





Increase of Assets during 1931, $37,156,319.68 
WALTON L. CROCKER, 


President 


Over 370 offices in 37 states and jurisdictions are available for 
the life insurance service offered by this Company 
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